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Looking  to  boost  its  Gigabit  Ethernet 
and  directory  wares,  FORE  last  week 
snapped  up  Berkeley  Networks  for 
$250  million.  Page  8, 


PATRICIA  BARRY  LEVY 


AT&T  hitting 
the  resale  trail 


LET’S  GET  THIS  TRAIN  MOVING 

To  renew  AT&T’s  overall  growth,  CEO  C.  Michael  Armstrong  has  mandated 
that  company  officials: 


Q  Quadruple  the  size  of  the  AT&T  Solutions 
outsourcing  and  managed  net  unit  by  2002. 

O  Revitalize  international  business  via  AT&T’s  new 
alliance  with  British  Telecommunications. 

©  Rapidly  ramp  up  growth  of  IP  business  services 
over  the  AT&T  WorldNet  network. 


AT&T’s  revenue  growth  has  been  practically  nonexistent  recently,  largely 
because  consumers  are  paying  less  for  long  distance. 


(Revenue  In  billions) 
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By  David  Rohde 

3 asking  Ridge,  N.J. 

Move  over,  all  you  Cisco 
esellers,  IBM  integrators  and 
Novell  VARs.  Say  hello  to  a 
lew  concept  in  data-network- 
ng  sales  and  service:  the 
VT&T  value-added  reseller. 

Marking  a  sea  change  in  its 
•ales  philosophy,  AT&T  has 
ince  early  this  year  been  qui¬ 
etly  recruiting  a  nationwide 
vrmy  of  local  network  integra- 
ors.  The  resellers  have  been 
raining  on  AT&T’s  data  sen¬ 
dees  so  they  can  sell  them 
dong  with  routers,  switches 
ind  hubs. 

The  move  means  users  will 
le  able  to  get  core  AT&T  ser¬ 
vices  from  local  VARs  and  net- 
vork  integrators  that  also  offer 
ntegrated  LAN/WAN  man- 
igement  services.  AT&T  has 
lever  used  VARs  or  resellers 
except  to  provide  service  to  a 
landful  of  very  large  accounts. 

Once  the  quintessential 
iirect  sales  house,  AT&T  has 
pven  its  managers  marching 
irders  to  find  new  channels 
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for  the  company’s  four  princi¬ 
pal  data  services:  frame  relay, 
private  lines,  the  WorldNet 
Managed  Internet  Service 
(MIS)  dedicated  Internet 
access  offering,  and  the  new 


SOURCE:  AT&T,  BASKING  RIDGE,  N  J. 

WorldNet  Virtual  Private 
Network  Service  (VPNS). 

Currently  the  AT&T  initia¬ 
tive  consists  of  two  separate 
programs.  Under  the  AT&T 
See  AT&T,  page  54 


Network  mgmt.  no  cakewalk 


By  Robin  Schreier  Hohman 

Network  management  plat- 
orms  should  make  life  easier 
iy  helping  companies  identify 
iroblems  before  they  get  out 
if  hand.  But  try  telling  that 
o  customers  who  struggle  with 
hese  products  clay  in  and 
lay  out. 

Packages  such  as  Hewlett- 
packard’s  OpenView,  Cable- 
ron’s  Spectrum,  Computer 
Associates’  Unicenter  TNG 
ind  Tivoli’s  TME  are  supposed 
o  track  everything  from 
device  throughput  to  applica- 
ion  performance.  But  users 
;ay  the  sheer  complexity'  of 


Media  News  CIO  Kevin  Hamilton  says 
rolling  out  complex  management  systems 
means  weekends  in  the  office. 


these  packages  has  led  to  frus¬ 
tration,  severe  underutiliza¬ 
tion  and,  in  some  cases,  total 
abandonment. 

A  recent  Gartner  Group 
study  found  that  18  months 
after  deployment,  70%  of 
enterprise  management 
software  implementations 
were  deemed  failures.  At 
three  years  after  deploy¬ 
ment,  the  failure  rate  rose 
to  75%.  The  study  consid¬ 
ered  implementation  a 
failure  if  the  company 
did  not  achieve  expectations 
or  return  on  investment 
See  Management,  page  55 
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INTRODUCING  THE  DELL®  POWEREDGE®  6300  SERVER 


DOESN’T  MEAN  WE  CAN’T  REINVENT  IT. 
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vvnit'  Dell  USA  L  P  1  Dell  Way.  Round  Rock,  TX  78681’.  Attn:  Warranties.  1998  Dell  Computer  Corporation.  All  rights  reserved. 


Here’s  a  novel  idea.  Not  only 

Wmm 

will  we  custom  build  your  Dell 

PowerEdge  6300  InteP-based 
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server  from  the  ground  up,  we 
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will  continue  to  help  you  manage 
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it  even  after  it’s  installed. 

The  PowerEdge  6300  features  a  hot-pluggable 
design  that  allows  you  to  replace  the  hard  drive, 

PCI  cards,  power  supply  and  redundant  CPU 
cooling  fans  without  ever  taking  the  server  down. 
That’s  availability. 

This  server  also  grows  with  you.  It  can  accommodate 
up  to  four  Pentium®  II  Xeon™  processors,  4GB  of  ECC 
memory  and  seven  hot-plug  ready  PCI  slots. 

That’s  scalability. 

And,  Hewlett  Packard’s  OpenView  Network  Node 
Manager  Special  Edition  and  our  optional  Dell  Remote 
Assistant  Card-2  help  you  keep  your  network  running 
smoothly,  both  remotely  and  locally.  That’s  manageability. 

So  now  you  know  the  PowerEdge  6300  is  more  than 
capable  of  handling  your  data  center  computing  needs, 
but  here’s  the  best  feature.  Peace  of  mind.  Dell  will 
be  there  to  back  up  this  server  24  hours  a  day  if 
anything  should  go  wrong.  And  that’s  our  promise. 
Call  Dell  today  and  we’ll  take  care  of  you.  1 -888-887-DELL 


BE  DIRECT™ 
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\Ne  see  global  communications 
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With  Sprint,  you’re  ready  for  the  challenges  of  the  worldwide  marketplace. 

With  customers,  suppliers  and  facilities  spread  all  over  the  globe,  how  do  you  communicate 
effectively?  At  Sprint,  we  understand  the  challenges  you  face  and  have  the  solutions  to  help  you 
meet  your  international  business  goals.  Let’s  say  you  want  to  review  new  product  concepts  with 
your  designer  in  Belgium  and  a  manufacturer  in  Hong  Kong.  Our  secure  networks  let  you  share 
data  in  real  time.  And  simultaneously,  Sprint  Personal  Conferencing^  lets  you  voice- conference 
with  everyone,  with  no  reservation  necessary,  at  any  time  of  day.*  It’s  just  part  of  our  wide 
range  of  advanced  data  and  voice  services.  Add  these  to  our  powerful  global  alliances,  and 
Sprint  has  everything  you  need  to  succeed,  no  matter  where  you  do  business  internationally. 
Business  Runs  on  Data.  Data  Runs  on  Sprint.™  www.sprint.com  1*888*261*3079 


We  help  your  business  do  more  business SM 


*  No  other  carrier  offers  an  audio  conferencing  reservationless  service  that  allows  access  to  the  conferencing  network  24  hours  a  day.  7  days  a  week  from  both  domestic  and  international  locations.  ©1998  Sprint  Communications  Company  L.P. 


K3 

1  I 

:  i 

y 


mB) 


The  network  equipment 
maker  dives  into  the 
wireless  LAN  market. 
Page  15. 


News 

6  QoS  cooperation  reaches  new 
heights  at  IETF  meeting. 

8  Shiva  simplifies  remote 
access  management. 

8  FORE  snaps  up  Berkeley  for 
$250  million;  Start-up’s 
products  will  augment 
FORE’s  Ethernet,  intelligent 
network  offerings. 

1 0  Oracle  to  offer  software 
leasing  service. 

1 0  Oracle  unwraps  apps  server. 

Williams  unveils  new  twist  on 
frame  relay. 

Local  Networks 

New  breed  of  vendors 
embraces  thin  clients. 

Bay  airs  wireless  LAN  gear; 
Technology  comes  from 
Netwave  acquisition. 

1 6  Novell  pops  Year  2000  tool 
into  ZENworks. 

1 6  Microsoft  buys  clustering 
vendor. 

1 6  Dave  Kearns:  Deflating  the 
NT  5.0  Beta  2  balloon. 

Internetworks 

Bossier  City  police  have  wire¬ 
less  IP  network  locked  up. 

Cisco  boosts  low-end 
router  family. 

Carriers  &  ISPs 

19  Users  detail  VPN  success 
stories. 

19  America  Online  grows  ’Net 
backbone,  adds  ISP  links. 
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Frame  relay/ ATM  mix 

Frame  relay/ ATM  interworking  boosts 
speeds,  reduces  risks.  Page  22. 


CERTIFICATION 
SITUATION 

Columnist  Linda  Musthaler 
ruminates  over  the  state 
of  vendor  certification 
programs.  Page  31. 
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Despite  some  trials  and  tribula¬ 
tions,  users  such  as  AFC 
Enterprise’s  Bill  Clapes  are 
rolling  out  VPNs.  Page  19. 
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Network  Help  Desk.  Page  29. 

Message  Queue.  Page  30. 

Editorial  and  advertiser  indexes.  Page  53. 


Begging  for  bandwidth 

Consult  the  1 998  Network  World/Deloitte  Consulting 
Budget  Survey  for  the  IT  budget  bottom  line.  Page  35. 


REVIEW  PowerQuest’s  ServerMagic  disk-portioning  tool 
IllUMMI  makes  the  improbable  possible.  Page  39. 

COOL  TOOLS:  3Com  ’ s  PalmPilot  is  a  handheld 
;  handyman.  Page  40. 
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FACE-OFF:  MediaOne  and  Paradyne  executives  debate 
whether  cable  or  DSL  is  better  for  telecommuters.  Page  33. 


ROBIN  NELSON 


To  quickly  get  to  any 
online  info  referenced 
in  Network  World, 
enter  its  DocFinder 
number  in  the  input 
box  on  the  home  page 


This  Week 


Only  on  Fusion 


DSL  vs.  cable.  The  latest  Fusion  Face- 
off  pits  cable  company  MediaOne 
against  DSL  vendor  Paradyne.  Step  up 
to  the  virtual  mike  with  your  own 
questions  and  comments  for  their 
executives.  DocFinder:  8637 
Water  Cooler.  Would  somebody  please 
get  management  vendors  to  talk  about 
policy-based  networks  in  something 
approximating  English?  Associate  News 
Editor  Michael  Cooney  is  getting  fed  up 
with  the  verbiage.  DocFinder:  8642 
Buyer’s  Guides.  We’re  putting  our 
editorial  calendartogetherforthe  coming 
year.  What  products  and  technologies 
would  you  like  us  to  cover  in  in-depth 
reviews,  Buyer’s  Guides  and  feature 
articles?  Fill  out  our  questionnaire  and 
you  could  win  free  tickets  to  Network 
World’s  party  at  NetWorld+Interop  this 
fall  in  Atlanta.  DocFinder:  8643 
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Click  on  Register  on  the  home  page  and 
follow  the  instructions.  Subscribers,  keep 
your  NWF  number  -  highlighted  on  the  front 
cover’s  mailing  label  -  handy  during 
registration.  Nonsubscribers  must  fill  out 
an  online  registration  form. 


HOWTO  CONTACT  US 

WRITE:  Network  World,  161  Worcester  Road, 
Framingham,  MA  01701:  CALL:  (508)  875-6400; 
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Now  that’s  some  tough  software 

&  SAP  AG  executives  say  there  is  no  basis  to  a  $500  million 
lawsuit  filed  by  the  trustees  of  bankrupt  pharmaceutical  prod¬ 
ucts  distributor  FoxMeyer  Corp.  The  lawsuit  alleges  the  instal¬ 
lation  of  SAP’s  software  helped  lead  to  FoxMeyer’s  demise  and 
maintains  that  in  1993,  FoxMeyer  agreed  to  deploy  SAP’s  R/3 
enterprise  resource  planning  software  at  its  warehouses.  But 
in  1994,  SAP  told  FoxMeyer  the  software  could  process  in¬ 
voices  at  only  six  of  FoxMeyer’s  23  sites.  In  addition,  R/3 
could  process  only  10,000  customer  orders  per  night,  com¬ 
pared  with  420,000  under  FoxMeyer’s  original  system,  pub¬ 
lished  reports  say.  FoxMeyer  last  week  hied  the  suit  against 
SAP  America,  the  U.S.  subsidiary  of  Germany’s  SAP  AG,  in  a 
Wilmington,  Del.,  bankruptcy  court. 

E-stamp  collecting 

9  Philatelists  take  note.  The  fledgling 
Internet  stamp  marketplace  has 
another  player.  Stampmaster,  Inc.  of 
Westlake,  Calif.,  has  received  blessings 
from  the  U.S.  Postal  Sendee  to  begin 
beta  tests  of  its  ’Net-based  postage  deliv¬ 
ery  system.  Although  E-Stamp,  Inc.  of  Palo  Alto,  Calif.,  in 
March  was  first  to  gain  such  approval,  Stampmaster  believes  its 
system  is  better  because,  unlike  with  E-Stamp,  no  special  hard¬ 
ware  is  needed.  E-Stamp,  however,  does  have  the  backing  of 
such  heavyweights  as  Microsoft  and  Compaq.  Pitney-Bowes  is 
also  poised  to  enter  this  market.  In  other  words,  don’t  dawdle 
if  you  want  a  Stampmaster  in  your  collection. 

Hot  to  trot 

9  Microsoft’s  HotMail  subsidiary  is  scrambling  to  fix  a  secu¬ 
rity  glitch  in  its  free  e-mail  service  that  could  allow  unsavory 
hackers  to  steal  passwords  from  HotMail  users.  The  security 
breech  was  uncovered  last  week  by  a  Web  developer  at 
Canadian  firm  Specialty  Installations,  which  has  posted  an 
explanation  of  the  breech  on  the  company’s  “Because-We- 
Can”  Web  page  (www.because-wecan.com/hotmail/ 
default.htm.).  The  glitch  involves  sending  an  e-mail  message 
to  a  HotMail  user  that  contains  a  particular  JavaScript  pro¬ 
gram.  When  the  user  opens  the  e-mail,  the  JavaScript  program 
starts  running  almost  instantly  and  creates  a  message  box  that 
tells  the  user  his  account  access  has  timed  out  and  asks  him  to 
re-enter  his  logon  information.  In  doing  so,  the  victim’s  user- 
name  and  password  are  returned  to  the  person  who  sent  the 
malicious  e-mail.  Armed  with  that  information,  the  intruder 
could  delete,  send  and  read  the  victim’s  e-mail,  access  the  vic¬ 
tim’s  address  book  and  cause  other  trouble,  according  to 
Specialty'  Installations.  HotMail  is  working  on  a  fix.  As  a  tem¬ 
porary  measure,  HotMail  users  can  disable  the  JavaScript  sup¬ 
port  in  their  browser  software. 

Thin-client  mania 

9  If  thin  is  in,  then  Thinergy  ’98,  a  new  trade  show  devoted  to 
the  Windows  thin-client  market,  should  be  hot.  Citrix,  which 
sponsors  the  event,  is  expected  to  announce  new  application 
management  tools  that  would,  for  example,  let  administrators 
deploy  Microsoft  Office  to  users  but  prevent  users  from  chang¬ 
ing  configuration  settings.  In  addition,  Citrix  customers 
expect  the  company  to  announce  new  features  such  as  load 
balancing  for  its  WinFrame  software. 

In  other  show  activity,  Boundless  Technologies  will  show¬ 
case  its  new  Windows  CE  product  line,  dubbed  the  Windows 
Terminal  Software  Suite.  The  vendor  wall  also  show  for  the 
first  time  a  computer  hosting  the  Linux  operating  system, 
which  will  be  able  to  simultaneously  run  a  Web  browser,  an  X 
Server  to  access  Unix  applications,  and  a  set  of  host  terminal 
emulation  programs. 


QoS  cooperation  reaches 
new  heights  at  IETF  meeting 


By  Sandra  Gittlen 

Chicago 

There’s  been  plenty  of  in¬ 
fighting  over  the  years  among 
quality-of-service  (QoS)  stan¬ 
dards  developers,  but  QoS  ad¬ 
vocates  attending  last  week’s  In¬ 
ternet  Engineering  Task  Force 
(IETF)  meeting  were  practically 
the  picture  of  cooperadon. 

Working  groups  —  includ¬ 
ing  those  for  Differentiated 
Services  (Diff-Serv),  Multi-pro¬ 
tocol  Label  Switching  (MPLS), 
Resource  Reservation  Protocol 
(RSVP)  and  the  RSVP  Ad¬ 
mission  Policy  —  pushed  a 
handful  of  initiatives  toward 
the  standards  stage.  But  rather 
than  approaching  each  QoS 
separately,  IETF  members 
looked  for  ways  to  make  the 
technologies  work  together. 

For  example,  the  RSVP 
working  group  members  lis¬ 
tened  to  a  member  of  the 
MPLS  working  group  explain 
how  MPLS  could  use  RSVP  as 
its  signaling  protocol. 

Separately,  a  new  policy 
framework  working  group  was 
formed  to  guide  the  develop¬ 
ment  of  policy  management 
schemes,  which  need  to  take 
different  QoS  technologies 
into  account. 

Many  of  the  42nd  IETF 
meeting’s  2,000  attendees 
say  it’s  becoming  increasingly 
important  to  sort  out 
differences  among  various 
QoS  schemes  in  order  to  help 
ISPs  meet  customer  demand 
for  more  reliable  Internet  traf¬ 
fic  delivery. 

“This  cooperation  is  a 
response  by  the  IETF  to  cus¬ 
tomers,”  says  John  Strassner, 
co-chair  of  the  policy  frame¬ 
work  working  group.  “ISPs 
need  to  offer  differentiated 
services  because  customers 
want  to  use  high-powered 
applications  with  more  func¬ 
tionality,”  adds  Strassner,  who 
is  also  the  chief  architect  of 
Cisco’s  Internet  Business  Unit. 

Equipment  and  software  ven¬ 
dors,  in  turn,  are  receiving  pres¬ 
sure  from  ISPs  to  standardize 
their  wares  so  that  ISPs 
can  offer  guarantees  on  traffic 
performance  and  delivery 
across  each  others’  networks, 
Strassner  says. 

Understanding  how  different 
QoS  approaches  can  co-exist 


across  corporate,  carrier  and 
ISP  networks  is  important  in 
moving  ahead  with  QoS  stan¬ 
dards  efforts,  says  Kathleen 
Nichols,  senior  principal  engi¬ 
neer  at  Bay  Networks  in  Santa 
Clara,  Calif. 

RSVP  handles  bandwidth 
reservations.  Common  Open 
Policy  Service,  a  draft  in 
progress  by  the  RSVP  Ad¬ 
mission  Policy  working  group, 
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can  be  used  to  check  with  a 
policy  server  to  ensure  a  user 
has  the  right  to  request  that 
bandwidth. 

Diff-Serv  uses  bits  within  a 
packet  header  to  denote  the 
level  of  service  a  packet  is  to 
receive,  while  MPLS  specifies 
the  best  route  for  traffic 
through  a  network  based  on  a 
label  marking  source,  destina¬ 
tion  and  other  factors.  Diff- 
Serv  backers  say  RSVP  can  be 
used  at  the  edge  of  a  network, 
while  Diff-Serv  is  implemented 
at  the  core. 

Until  now,  the  various  work¬ 
ing  groups  dealing  with  QoS 
have  largely  kept  to  them¬ 
selves,  resulting  in  some  stan¬ 
dards  delays,  Nichols  says. 

For  example,  Microsoft 
until  recently  had  opposed  the 
Diff-Serv  draft  out  of  concern 
that  Diff-Serv  development 
would  impede  RSVP  —  a  tech¬ 
nology  Microsoft  supports  in 
products  such  as  Windows  NT 
and  98.  But  after  recently 


meeting  with  Cisco  and  Bay 
about  Diff-Serv,  Microsoft 
changed  its  perspective. 

“Diff-Serv’s  great,”  says  Yoram 
Bernet,  development  lead  of 
advanced  technology  at  Micro¬ 
soft.  “It  provides  a  way  to  extend 
QoS  to  places  people  feared 
RSVP  won’t  be  able  to  scale.” 

Microsoft  included  an 
implementation  of  Diff-Serv  in 
NT  5.0  Beta  2. 


Some  attendees  thought 
RSVP  would  be  passed  over  at 
this  IETF  meedng  because  of  its 
inability  to  scale  well.  “It’s  just 
not  the  best  approach  in  a  het¬ 
erogeneous  world,”  says  Lixia 
Zhang,  co-author  of  the  RSVP 
specification.  But  she  adds  that 
a  combination  of  RSVP  and 
Diff-Serv  has  potendal. 

“RSVP’s  gained  a  new  life,” 
Nichols  says. 

While  the  MPLS  and  RSVP 
Admission  Policy  working 
groups  are  looking  to  the 
IETF’s  December  meeting  in 
Orlando,  Fla.,  to  get  their  stan¬ 
dards  approved,  the  Diff-Serv 
working  group  was  able  to 
push  through  its  basic  architec¬ 
ture  standard. 

Next  on  the  Diff-Serv 
group’s  plate  is  standardizing 
what  the  bits  in  the  Diff-Serv 
header  will  mean. 

The  newly  formed  policy 
framework  working  group 
hopes  to  have  its  standard 
implemented  next  summer.  9 


Terminology  used  at  last  week’s  IETF  meeting  included: 

What  was  said: 

What  was  meant: 

“1  must  have  dropped 
that  packet.” 

The  person  didn’t  read  or  respond  properly  to 
an  e-mail  request. 

“Before  1  answer  that 
question,  have  you 
read  the  draft?” 

Because  the  answer  to  the  question  is  almost 
certainly  “no,”  working  group  chairs  use  this  as 
a  way  to  get  someone  unknowledgeable  off  the 
microphone. 

“1  must  have  lost 
those  bits.” 

The  person  never  received  a  message. 

“We’re  looking  at  a 
metaflaw  here.” 

The  group  has  gotten  off  the  track  by 
concentrating  on  a  minute  detail. 

“1  would  recommend 
posting  that  to  the 
list." 

Most  of  the  work  that  the  IETF  does  is  handled 
through  mailing  lists.  The  actual  meetings  are 
used  to  firm  up  specific  issues.  This  phrase  is 
used  when  a  meeting  participant  is  going  off 
on  a  tangent. 
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SIMPLE  TO  INSTALL  EOF 
THE  MOST  ADVANCED  AND 


don’t  notice,  because  it’s  doing 
its  job  without  a  glitch.  That’s 

ADC  Kentrox  so  forgettable. 

They  not  only  have  advanced  features  like  proactive  performance  monitoring  and  SNMP 
management,  they  also  support  a  wide  range  of  applications.  From  economical  Internet  access  to 
the  most  demanding  business  networks. 

Best  of  all,  they’re  built  to  last,  with  MTBF  as  high  as  125  years.  So  you  can  simply 
install  them  and  forget  them.  Find  out  more  about  ADC  Kentrox  - 
a  leader  in  DSUs  and  CSUs,  with  over  500,000  installations  worldwide 
Call  1-800-232-5879  or  visit  www.kentrox.com. 

Redefining  Network  Access 


DC  Kentrox 


NWInfoXpress  #94  @  www.networkworld.com/infoxpress 
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News 


Last  call 

Network  World's  User 
Excellence  Awards  honor 
the  innovative  and  effective 
use  of  network  technology 
to  achieve  corporate  ob¬ 
jectives.  Tell  us  about  your 
network  triumphs  so  we  can 
give  you  the  recognition  you 
deserve. 

9  9  Winners  will 

be  profiled  in 
our  year-end 
Power  Issue 
and  will  be 
honored  in 
an  awards 
ceremony  at 
the  ComNet  conference  in 
Washington,  D.C.  next  year. 

The  competition  is  open 
to  end-user  organizations, 
as  well  as  vendors,  service 
providers  and  consultants 
that  want  to  enter  on  behalf 
of  their  customers  and 
clients  (with  proper  ap¬ 
proval,  of  course). 

For  entry  details,  go  to 
www.nwfusion.com/media 
lounge. 

The  entry  deadline  is 
Sept.  1,  1998. 

Good  luck.  And  hurry. 


FORE  buys  Berkeley  for  $250  million 


By  Jim  Duffy 

Warrendale,  Pa. 

FORE  Systems’  $250  million 
acquisition  of  Gigabit  Ethernet 
start-up  Berkeley  Networks  will 
let  FORE  offer  users  a  broader 
menu  of  intelligent  ATM  and 
Ethernet  products. 

The  purchase,  announced 
last  week,  gives  FORE  high-end 
Layer  3  and  Layer  4  Gigabit 
Ethernet  switches  that  run  the 
Windows  NT  operating  system. 
As  such,  the  Berkeley  switches 
let  users  run  NT  directories 
and  applications  that  add  intel¬ 
ligent  services  such  as  policies 
to  the  network. 

“All  along,  the  vision  we  had 
was  to  build  an  infrastructure 
that  would  recognize  or  be  able 
to  prioritize  applications,  and 
become  what  we  are  calling 
‘application  aware,’”  says  Ron 
McKenzie,  vice  president  of 
strategic  marketing  at  FORE. 
“Berkeley  had  a  very  common 
vision,  but  their  focus  was  to  do 
that  over  Ethernet  and  multi¬ 
gigabit  Ethernet,”  while  FORE 
was  focused  on  ATM. 

“We  came  to  the  conclusion 
that  it  made  a  lot  of  sense  to 
combine  all  the  things  we  were 
doing  to  build  an  intelligent 
infrastructure  integrating  Ether¬ 
net  and  ATM  as  a  transport,” 
McKenzie  says. 

The  Berkeley  switches  also 
enable  FORE  to  sell  to  a  new 
clientele,  such  as  mid-size  busi¬ 
nesses  and  IP  service  providers. 
For  ISPs,  Berkeley  recently 
rolled  out  software  for  its 
switches  that  the  company 


claims  performs  firewall  packet 
filtering  at  wire  speed. 

Analysts  say  FORE’s  acquisi¬ 
tion  of  Berkeley  makes  sense. 
“It’s  a  way  for  FORE  to  get 


lion  packet/sec  and  provide 
up  to  48G  bit/sec  of  full- 
duplex  bandwidth.  The  com¬ 
pany’s  products,  which  have 
been  shipping  since  March, 


wouldn’t  be  successful  getting 
the  edge  device  business  as 
part  of  that  total  sale,  and 
a  lot  of  it  was  because  of  either 
the  density  requirements  or 


Growing  via  acquisitions 


Last  week’s  purchase  of  Berkeley  Networks  was  just  the  latest  in  a  string  of  FORE  mergers  and  acquisitions. 


May  1995 

Bought  RainbowBridge  Communi¬ 
cations,  a  maker  of  Internet  routing 
software,  and  Applied  Network 
Technology,  an  Ethernet  switch  vendor. 


r  December  1995 

Acquired  CellAccess Technology,  a  supplier 
of  digital  access  products  for  ATM  and 
frame  relay  networks. 


-  February  1996 

Merged  with  ALANTEC, 
a  multi-layer  LAN  switch 
vendor. 


1 


1995 


December  1996 

Acquired  Nemesys  Research,  a 
maker  of  video  network  products. 


December  1996 


Bought  Scalable  Networks,  a  vendor  of 
switched  Fast  Ethernet  desktop  and  Gigabit 
Ethernet  server  access  technology  for  ATM 
backbones. 


1997 


u  January  1997 

Acquired  Cadia  Networks,  a 
vendor  of  carrier-class  access 
technology. 


into  this  next  big  push  in  the 
industry,  which  is  basically  the 
concept  of  building  networks 
that  integrate  service  into  the 
infrastructure,”  says  Esmeralda 
Silva,  a  LAN  analyst  at  Inter¬ 
national  Data  Corp.  in  Fram¬ 
ingham,  Mass. 

“It  does  position  FORE  to  be 
able  to  shift  to  integrated 
services  using  directory- 
enabled  networking,  focusing 
on  more  security  and  eventual¬ 
ly  being  able  to  do  policy  stuff,” 
she  says. 

Berkeley’s  Exponent  series 
switches  process  up  to  70  mil¬ 


are  the  e8,  an  enterprise  back¬ 
bone  switch  with  48  Gigabit 
Ethernet  or  384  Fast  Ethernet 
ports;  and  the  e4,  a  modular 
stackable  switch  with  24 
Gigabit  Ethernet  ports  or  192 
Fast  Ethernet  ports. 

In  addition  to  intelligent 
services,  the  Berkeley  products 
give  FORE  a  stronger  story  to 
tell  at  the  network  edge. 
Though  FORE  has  been  suc¬ 
cessful  in  selling  ATM  into  the 
core  of  enterprise  networks,  the 
same  has  not  always  been  true 
at  the  wiring  closet  level. 

“There  were  times  when  we 


the  nature  of  integration  at 
the  edge,”  McKenzie  says. 
The  Berkeley  switches  give 
FORE  a  high-density  chassis- 
based  offering,  while  FORE’s 
ES-2810  switch,  which  is  built 
by  Intel,  will  continue  to  be  the 
stackable  alternative,  he  says. 

The  acquisition  is  expected 
to  close  before  the  end  of 
September.  Berkeley  will  be¬ 
come  a  wholly  owned  sub¬ 
sidiary  of  FORE,  and  its  70 
employees  will  be  retained, 
FORE  says. 

FORE  currently  employs 
1,650  people.  ■ 


Shiva  simplifies  remote  access  management 


By  Denise  Pappalardo 

Bedford,  Mass. 

Shiva  is  trying  to  make  it  easy 
for  business  users  to  live  in 
both  the  old  and  new  worlds  of 
remote  access  networking  with 
its  latest  management  software 
release. 

Shiva  Access  Manager  (SAM) 
4.0  will  now  let  companies  sup¬ 
port  their  public  telephone 
network-  and  Internet-based 
remote  access  devices  with  one 
management  software  package, 
says  Dayton  Semetjian,  senior 
director  of  product  marketing 
at  Shiva. 

Shiva’s  previous  management 
software  only  supported  the 
company’s  legacy  LanRover  Ac¬ 


cess  Switch,  a  device  that  works 
over  regular  telephone  lines. 

Shiva’s  revised  management 
package,  which  lets  network 
administrators  define  remote 
users’  access  parameters,  will 
make  it  easier  for  businesses  to 
support  road  warriors  dialing 
in  through  a  LanRover  Access 
Switch  or  an  Internet-based 
LanRover  VPN  Gateway. 

The  Tennessee  Valley 
Authority  (TVA)  made  a  point 
of  requesting  such  management 
support  when  the  Knoxville, 
Tenn.,  utility  installed  its  remote 
access  system  late  last  year, 
according  to  Cynthia  Hill 
Watson,  an  electrical  engineer 
at  the  TVA.  Shiva  was  able  to 


promise  Watson  virtual  private 
network  (VPN)  integration 
because  of  the  company’s  acqui¬ 
sition  of  Isolation  Systems.  Shiva 
obtained  its  LanRover  VPN 
Gateway,  VPN  software  client 
and  Certificate  Authority  prod¬ 
ucts  via  that  acquisition. 

The  TVA  is  using  Shiva’s 
LanRover  Access  Switch  to  sup¬ 
port  its  3,500  dial-in  users. 
Occasional  telecommuters, 
employees  who  work  out  of 
home  offices  and  business  part¬ 
ners  dial  in  to  the  utility’s  net¬ 
work  over  the  local  telephone 
network,  Watson  says. 

But  for  employees  and  busi¬ 
ness  partners  who  reside  out¬ 
side  the  local  calling  area,  the 


TVA  is  creating  an  Internet- 
based  VPN  using  Shiva’s 
LanRover  VPN  Gateway,  Watson 
says.  It  will  be  more  cost-effec¬ 
tive  for  the  TVA  to  have  users 
call  in  to  a  local  ISP  rather  than 
to  dial  in  to  the  TVA’s  network 
via  long-distance  or  toll-free 
calls,  she  says. 

Using  SAM  4.0,  Watson  says 
she’ll  be  able  to  manage  all  of 
the  TVA’s  remote  access  user 
lists  from  a  single  interface. 

The  SAM  4.0  software,  which 
runs  on  Windows  NT,  95  and  98, 
will  be  available  next  month. 
Pricing  for  SAM  4.0  is  $1 ,500  for 
a  250-user  version  and  $4,000 
for  an  unlimited-user  edition. 

Shiva  is  also  rolling  out  a 


new  edition  of  its  digital  certifi¬ 
cate  authority  server  software 
called  Shiva  Certificate 
Authority  (CA)  Pro  6.5.  The 
CA  software  will  let  business 
users  distribute  and  manage 
their  digital  certificates,  which 
are  based  on  a  public  key  sys¬ 
tem  that  lets  network  managers 
authenticate  users  securely. 

The  new  CA  version,  pack¬ 
aged  with  a  copy  of  Sybase’s 
SQL  Server  database,  allows 
users  to  support  an  unlimited 
number  of  digital  certificates. 
The  earlier  version  only  sup¬ 
ports  up  to  250  digital  certifi¬ 
cates.  Shiva  CA  Pro  6.5  is  avail¬ 
able  this  week  for  $4,800.  Shiva 
is  also  offering  a  CA  package 
that  caps  out  at  500  certificates 
for  $2,400. 

©Shiva:  (781)  687-1000 
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OUR  AD  IS  30%  SMALLER  THAN 
THE  COMPETITION.  SO  IS  OUR  PRICE. 


$99/port* 


HEWLETT® 
PACKARD 

Expanding  Possibilities 


HP  ProCurve  4000M 
10/100/Giqabit  Switch 


www.hpresource.com/bestprice 
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_ News _ 

Oracle  to  offer  software  leasing  service 


Bv  John  Cox 

Users  looking  for  less  expen¬ 
sive,  faster  application  deploy¬ 
ment  say  Oracle  Chairman  and 
CEO  Larry'  Ellison’s  plan  to 
lease  software  to  customers  is 
an  idea  that’s  time  has  come  — 
again. 

Upstaging  his  own  product 
announcement  —  this  time  for 
Oracle  Application  Server  4.0 
—  Ellison  last  week  told 
reporters  and  customers  that 
the  company  would  soon  begin 
leasing  Oracle  Applications 
Release  11  suite,  which 
includes  financial,  manufactur¬ 
ing  and  human  resources 
applications. 

The  service,  called  Oracle 
Business  Online,  will  charge 
companies  a  monthly  fee  to 
access  the  applications,  which 
will  be  run  and  maintained  by 
Oracle.  All  modules  of  Release 
11  will  be  accessed  via  a  Web 
browser,  making  it  unnecessary 
to  run  client  software  on  the 
desktop.  Ellison  did  not  elabo¬ 
rate  on  other  particulars  of  the 
service. 

Could  be  a  hit 

“It’s  hard  to  pin  Larry  down 
about  the  details,”  says  Ernie 
Martinez,  president  of  Global 
Software  Consultants,  an 
Oviedo,  Fla.,  Web  development 
company.  “At  first  the  service 
sounded  like  a  time-sharing 
deal  —  you’d  buy  time,  for 
example,  on  Oracle  Financials. 
But  then  he  backpedaled  and 
seemed  to  be  saying,  ‘No,  you 
still  buy  the  applications,  but 
you  don’t  have  to  buy  the 
servers  or  hire  the  people  to 
maintain  them.’  ” 

Software  leasing  could  be  a 
big  hit,  according  to  Martinez. 


“Look  at  any  company.  They’re 
in  the  business  of  doing  what 
they  do,  and  MIS  shops  are  a 
necessary  evil.  If  Oracle  can 
make  the  [cost  reasonable], 
then  leasing  is  a  wonderful 
idea,”  he  says. 

Leasing,  also  known  as  rent¬ 
ing  or  subscribing,  is  similar  to 
the  time-sharing  service  bureaus 
of  the  1970s.  Then,  customers 
used  terminals  on  low-speed 
WANs  to  connect  with  third  par¬ 


ties  who  ran  payroll  processing 
applications. 

The  popularity  of  the  World 
Wide  Web  and  the  trend  toward 
thin  clients,  whose  manufactur¬ 
ers  are  focused  on  reducing 
costs  through  server-based  com¬ 
puting,  are  making  software 
leasing  a  possibility  again. 

Oracle  apparently  is  the  first 
major  software  vendor  to 
announce  a  Web  subscription 
plan.  But  other  companies 
have  already  begun  exploiting 
this  new  model. 

Maritime  Tel  &  Tel  (MT&T) 
of  Nova  Scotia  recently 
unveiled  a  software  subscrip¬ 
tion  service  based  on  a  Novell 
server  farm. 

MT&T  has  created  an  array 
of  value-added  services  and 
connects  them  to  homes  and 
businesses  with  high-speed  dig¬ 
ital  subscriber  line  connections 
running  at  3M  bit/sec  to  7M 
bit/sec.  Users  can  select  from 


more  than  1,000  titles  from 
many  vendors,  except 
Microsoft.  The  subscription 
packages  cost  no  more  than 
70%  of  the  software’s  retail 
price  over  a  two-year  period. 
The  software  is  always  current, 
and  MT&T  maintains  the 
servers  round  the  clock. 

The  Learningstation.com  of 
Charlotte,  N.C.,  has  persuaded 
an  array  of  software  vendors  to 
alter  their  per-user  licensing 


By  John  Cox  and  Torsten  Busse 

Web  developers  say  Oracle’s 
latest  release  of  Oracle  Ap¬ 
plication  Server  (OAS)  will 
let  them  create  Web  applica¬ 
tions  with  more  powerful  user 
interfaces. 

The  company  last  week  took 
the  wraps  off  OAS  4.0,  which 
the  database  giant  hopes  will 
evolve  into  the  central  integra¬ 
tion  point  for  a  variety  of  new 
and  old  software  services  within 
the  enterprise. 

“With  Release  4.0,  you  can 
now  write  Java  applets  that  are 
true  thin  clients,”  says  Ernie 
Martinez,  president  of  Global 
Software  Consultants,  an 
Oviedo,  Fla.,  Web  development 
company  that  uses  Oracle 
products. 

Until  now,  he  says,  develop¬ 
ers  had  to  embed  extensive 
SQL  code  in  Java  applets  to 
access  and  manipulate  back¬ 
end  databases.  “This  made  the 
applet  very  fat,”  Martinez  says. 
“But  now  you  can  put  just  the 
user  interface  in  the  applet, 
which  connects  seamlessly  to 
OAS  4.0.  The  application  serv¬ 
er  holds  and  runs  the  business 
logic  that  executes  against  the 
back-end  database.” 

Due  by  the  end  of 
September  and  priced  at  $195 
per  user,  OAS  4.0  is  intended 
to  give  companies  a  central 
server  from  which  they  can 
deploy  and  manage  all  applica¬ 
tions  used  within  an  organiza¬ 
tion.  Applications  that  will  be 


models  so  the  vendors’  applica¬ 
tions  can  be  loaded  on  a 
remote  cluster  of  servers.  The 
applications  are  accessed  by 
users  who  pay  a  subscription 
fee  to  Learningstation.com. 

The  company’s  servers  run 
Microsoft’s  Windows  NT  Server 
4.0  Terminal  Server  Edition 
and  Citrix  Systems’  MetaFrame 
software,  a  suite  of  industry-spe¬ 
cific  applications  accessed  via 
high-speed  data  lines. 

“Oracle  is  doing  just  what 
we’re  doing,”  says  James 
Pennington,  co-founder  of 
Learningstation.com.  “I  can 
take  very  high-end  applica¬ 
tions,  such  as  a  $65,000  manu¬ 
facturing  suite,  and  by  spread¬ 
ing  this  cost  over  multiple 
users  and  multiple  years,  I  can 
bring  this  cost  down  to  a  point 


linked  to  the  server  include 
legacy  mainframe  programs 
and  Web-based  applications, 
company  officials  say. 

According  to  Oracle,  the 
advantage  of  application  servers 
is  in  consolidating  applications, 
database  services  and  associated 
management  functions  that  are 
now  commonly  run  on  a  variety 
of  servers  and  desktops. 
Application  servers  can  be  cen¬ 
trally  administered  and  provide 
access  to  numerous  users  via 
Web  browsers. 

OAS,  formerly  named  Web 
Application  Server,  now  inte¬ 
grates  two  object  models:  the 
Common  Object  Request 
Broker  Architecture  2.0  and 
Enterprise  JavaBeans.  OAS  also 
offers  support  of  the  Internet 
Inter-ORB  Protocol,  enables 
monitoring  of  transactions 
between  Web  browsers  and 
databases,  and  takes  advantage 
of  security  features  of  the 
Oracle8  database.  In  addition, 
OAS  4.0  includes  dynamic  load 
balancing  and  failover  features. 

Looking  forward,  Oracle 
officials  promise  to  enhance 
the  server  platform  by  sup¬ 
porting  Microsoft’s  Common 
Object  Model,  Extensible 
Markup  Language  and  public- 
key  infrastructures. 

For  more  information,  con¬ 
tact  Oracle  at  (650)  506-7000. 

Busse  is  a  correspondent  with 
IDG  News  Service’s  San  Francisco 
bureau. 


For  the  answer  to 
this  week’s  question  and  more 

net  trivia,  visit  Network  World  Fusion  and 
enter  2349  in  the  DocFinder  box. 


This  week  '$  question: 

Which  three  companies  made  up  the  DIX 
consortium,  a  group  that  developed  the  initial 
Ethernet  standard? 
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“ It’s  cheaper  for  you  and  more 
profitable  for  us.  ” 

Oracle  Chairman  and  CEO  Larry  Ellison,  referring 
to  the  company's  upcoming  application  outsourcing 


Oracle  unwraps  apps  server 


that  end  users  can’t  reach 
themselves. 

“Once  the  pioneering  work 
has  been  done  here,  I  think 
you’ll  see  software  vendors 
flooding  to  this  leasing  or  sub¬ 
scription  model,”  Pennington 
says.  ■ 
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Intelligent  life  at 
the  remote  end. 


The  end-to-end  visibility  and  control  you  once  enjoyed  with 
dedicated  circuits  can  be  yours  again — with  Frame  Relay  IQ 
from  ADTRAN.  This  family  of  intelligent,  frame-aware 
devices  gives  you  access  to  the  remote  end  in  ways  you 
never  thought  possible.  You  can  monitor  Frame  Relay  net¬ 
work  performance  and  perform  remote  configuration  and 
diagnostics.  Even  if  the  router  fails,  IQ  continues  to  gather 
data  and  respond  to  diagnostics.  Compatible  with  any  SNMP- 
based  management  system  and  equipped  with  built-in 
dial  backup,  IQ  is  everything  you  need  to  stay  on  top  of 
Frame  Relay  network  performance  at  all  times — and  even 
anticipate  future  demands.  So  get  Frame  Relay  IQ.  And 
discover  intelligent  life  in  your  universe. 


TSU  IQ  DSU/CSU 

Part  ofADTRAN's  innovative 
new  family  of  frame-aware 
DSU/CSUs,  multiplexers  and 
other  devices  for  56  kbps  to 
TI  circuits 
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News 


Notes 

Continued  from  page  1 

has  yet  to  determine  whether 
the  beta  delay  will  also  post¬ 
pone  final  delivery  of  the 
Notes  client  and  Domino 
server  upgrades. 

“There’s  obviously  the  poten¬ 
tial  for  impact,”  Davis  says.  “I’m 
sure  we’ll  have  word  on  that 
within  the  next  couple  of 
weeks.” 

Public  beta  programs  on 
major  Lotus  releases  usually  last 
about  six  months.  Adhering  to 
that  custom  in  this  case  would 
push  shipment  into  the  first 
quarter  of  1999,  more  than  a 
year  later  than  originally 
planned  (see  graphic,  right). 
The  last  releases  of  Notes  and 
Domino,  Versions  4.6,  were 
released  in  October  1997. 

The  Notes  5.0  client  features 
a  brand-new  browserlike  look 
and  feel,  while  Domino  5.0 
has  received  an  infusion  of 
Internet  capabilities  and  stan¬ 
dards  support. 

Bruce  Reed,  manager  of 
technical  services  at  Intrinsa  in 
Mountain  View,  Calif.,  is 
among  the  Lotus  customers 
lamenting  the  delays. 

“Those  of  us  who  are  not 
lucky  enough  to  get  the  pre¬ 
view  beta  are  still  sitting  here 


estly  tell  the  users  yet  that  5.0 
will  address  their  concerns, 
and  I  may  not  be  able  to  until  it 
actually  ships.” 

While  the  broader  audience 
waits  and  stews,  Lotus  business 
partners  and  selected  cus¬ 
tomers  already  have  beta  code 
in  their  hands  and  have  issued 
positive  early  reports. 

The  private  beta  “is  cur¬ 
rently  being  evaluated  by 
thousands  of  business  part¬ 
ners  and  hundreds  of  cus¬ 
tomers,”  Davis  notes.  “Posting 
[beta]  on  the  Web  is  the  next 
step  in  that  process.” 

Mitel  is  among  the  compa¬ 
nies  waiting  for  that  step, 
according  to  Todd  Peters, 
a  software  designer  for  the 
Ottawa  PBX  manufacturer. 
Mitel  needs  the  additional 
Lightweight  Directory  Access 
Protocol  support  coming  in 
Notes/Domino  5.0  in  order  to 
upgrade  its  own  Ops  Manager 
product,  which  is  used  to 
manage  networks  of  PBXs. 

“We  have  customers  asking 
us  when  our  product  will 
support  Notes,”  Peters  says. 
“When  we  can’t  get  an  answer 
from  Lotus,  it  gets  a  little 
frustrating.” 

Ops  Manager  already  sup¬ 
ports  Microsoft  Exchange, 
which  means  an  Exchange 
administrator  can  configure 


What’s  coming  in  Notes/Domino  5.0 


In  Notes: 

9  A  dramatically  redesigned  browserlike  user 
interface. 

9  A  “headlines”  view  that  gives  users  a  single¬ 
glance  look  at  important  e-mail,  tasks  and  news. 

•  Native  support  for  rendering  HTML. 

•  Support  for  Internet  standards  POP3,  IMAP4  and  S/MIME. 

In  Domino: 

®  C0RBA  and  HOP  support,  which  helps  Domino  interact  with  Web  browsers 
and  non-Notes  clients. 

•  Full  read  and  write  support  for  LDAP3. 

9  Ability  to  use  Microsoft  Internet  Information  Server  as  an  HTTP  engine. 

•  Simplified  user  interfaces  for  administrators. 


wondering  if  Lotus  can  deliver 
on  all  of  the  5.0  promises,” 
Reed  says.  “I’m  looking  at  ’99 
planning,  and  my  patience  is 
growing  thin.” 

Reed  says  the  delays  give 
companies  such  as  his  the 
motivation  and  opportunity  to 
look  more  closely  at  Exchange 
and  Outlook. 

“A  lot  of  end  users  feel  lost 
in  the  complex  and  quirky 
Notes  client,  but  the  hope  is 
that  Notes  5.0  will  cure  a  lot  of 
that,”  Reed  adds.  “I  can’t  hon- 


an  employee’s  e-mail  and  tele¬ 
phone  accounts  from  the 
same  directory. 

While  the  Lotus  delays  may 
come  as  no  surprise  to  Jim 
Rabb,  an  application  architect 
for  Canadian  Pacific  Railway  in 
Calgary,  Alberta,  they  do  not 
come  without  consequences. 

“The  joke  here  goes  some¬ 
thing  like,  ‘NT  5,  IE  5,  Notes 
5,  in  2005,’  ”  Rabb  says.  “If 
Notes  5.0  had  been  released  as 
originally  planned,  there 
would  have  been  a  much  bet¬ 


ter  chance  of  its 
installation  before 
2000  than  there  is 
now  of  its  deploy¬ 
ment  by  the  end  of 
2000.” 

Lotus  declined  to 
provide  a  product 
manager  or  executive 
to  answer  questions 
about  what  is  causing 
the  most  recent  delays. 

However,  the  company 
did  indicate  the  issues 
center  on  the  user 
interface  of  Notes  5.0, 
which  has  been  a  top 
selling  point  of  the 
upgrade. 

While  the  delays 
will  undoubtedly  gen¬ 
erate  negative  press,  one 
industry  expert  says  Lotus  will 
not  necessarily  pay  a  price  in 


SLIP-SLIDIN’  AWAY 

Lotus  keeps  revising  the  planned  ship 
date  for  Notes/Domino  5.0. 

— •  In  January  1997,  Lotus  said  5.0 
would  ship  in  Q4  ’97. 

t  in  August  1997,  the  ship  date 
was  moved  to  early  '98. 

In  October  1997,  the  ship  date 
was  moved  to  mid-’98. 

— •  In  January  1998,  the  ship  date 
was  moved  to  the  second  half 
of  ’98. 

t  Last  week,  Lotus  said  it  was 
evaluating  the  impact  of  the 
—  latest  beta  delay  on  a  planned 
Q4  shipment. 

its  battle  vs.  Exchange. 

“It’s  not  like  we  haven’t  seen 
this  before  from  every  major 


Cisco 

Continued  from  page  1 

information,  could  relegate  the 
popular  SNMP  to  a  lesser  role. 

The  bottom  line  for  cus¬ 
tomers  is  that  they  will  be  able 
to  construct  management  envi¬ 
ronments  —  what  sources  say 
Cisco  is  calling  “management 
intranets”  —  entirely  from 
Internet  technologies.  Using 
CiscoWorks2000,  administra¬ 
tors  will  be  able  to  manage  net¬ 
works  via  their  browsers,  click¬ 
ing  on  hyperlinks  to  fly  from 
one  management  tool  to 
another. 

“With  Cisco’s  announce¬ 
ment,  this  really  signals  that  the 
Web  is  becoming  the  new  para¬ 
digm  for  the  management  soft¬ 
ware  market,”  saysjim  Herman, 
vice  president  of  Northeast 
Consulting  Resources  in  Bos¬ 
ton.  “This  is  the  year  in  which 
the  Web  approaches  to  man¬ 
agement  clearly  become  the 
mainstream.” 

Other  vendors  marketing 
Web  management  tools  have 
little  more  than  a  Web  browser 
interface  in  their  applications. 
No  company  is  offering  the 
hyperlinked  access  to  multi¬ 
vendor  tools  or  the  level  of 
data  integration  that  Cisco  is, 
Herman  says. 

For  Cisco  users  in  particular, 
the  management  intranet 
should  go  far  in  integrating  the 
myriad  management  tools 
Cisco  has  inherited  through 
its  $7  billion  worth  of  acquired 
companies. 

CiscoWorks2000  may  also  sig¬ 
nal  the  end  of  Cisco’s  tradition¬ 
al  CiscoWorks  router  manage¬ 


ment  package  as  a  stand-alone 
product.  CiscoWorks2000  relies 
on  Cisco  Resource  Manager 
(CRM) ,  a  Web  tool  that  Cisco’s 
been  offering  for  about  a  year 
for  router  configuration  and  sta¬ 
tus  monitoring,  according  to 
the  company’s  third-party  man¬ 
agement  software  developers 
and  other  sources. 

Cisco  declined  to  comment 
on  CiscoWorks2000,  so  it 
isn’t  clear  what  the  company’s 
plans  for  CiscoWorks  develop¬ 
ment  are  or  what  sort  of  migra¬ 
tion  path  the  company  has 
in  mind  for  existing  Cisco¬ 
Works  customers. 

Initial  CiscoWorks2000  mod¬ 
ules  include  a  new  version  of 
CRM  called  Resource  Manager 
Essentials  and  CiscoWorks  for 
Switched  Internetworks  (CWSI) 
Campus. 

Resource  Manager  Essentials 
provides  inventory  and  config¬ 
uration  management,  software 
deployment,  device  status  and 
availability  information  as  well 
as  syslog  analysis  tools  for 
switches  and  routers  through  a 
browser  interface. 

Resource  Manager  Essen¬ 
tials  also  includes  a  feature 
called  Cisco  Management 
Connection,  which  links  other 
Cisco  management  tools  and 
third-party  or  customer-devel¬ 
oped  Web  management  appli¬ 
cations  into  the  CiscoWorks- 
2000  environment. 

This  feature  provides  menu- 
level  access  to  applications 
such  as  Computer  Associates 
International’s  Unicenter 
TNG,  Hewlett-Packard’s  Open- 
View,  Sun’s  SunNet  Manager 
and  Tivoli  Systems’  TME10/ 
NetView. 


vendor  with  every  major  prod¬ 
uct,”  says  Tim  Sloane,  an  ana¬ 
lyst  with  the  Aberdeen  Group 
in  Boston.  “I  don’t  think  it’s 
going  to  make  all  that  much  of 
a  difference.” 

However,  next  year’s  Year 
2000  compliance  crunch  may 
well  magnify  any  damage  Lotus 
does  sustain,  according  to  one 
customer. 

“Lotus  will  really  miss  the 
boat  if  they  don’t  make  that 
[Q4]  delivery  date,”  Mitel’s 
Peters  says.  “People  are  going 
to  be  really  skeptical  about 
upgrading  their  software  next 
year  with  all  these  Year  2000 
problems.  They’re  not  going  to 
do  it  in  mid-’99.”  ■ 

Get  more  Information  online 
at  www.nwfusion.com 
DocFinder:  8639 


CWSI  Campus  provides 
device  and  network  perfor¬ 
mance  monitoring  and  config¬ 
uration  capabilities  for  Cisco 
Catalyst  and  LightStream 
switches. 

CWSI  Campus’  features 
include  RMON-based  traffic 
monitoring,  logical  and  physi¬ 
cal  topology  discovery  and  dis¬ 
play,  management  facilities  for 
multiple  LAN  services,  and 
user  tracking. 

CiscoWorks2000  represents 
Cisco’s  first  product  from  the 
WBEM  initiative  the  company 
helped  launch  with  Microsoft, 
Intel,  Compaq  and  BMC 
Software  two  years  ago.  The 
WBEM  CIM  technology  was 
defined  within  the  Desktop 
Management  Task  Force. 

Northeast  Consulting’s 
Herman  says  CIM  represents 
the  Holy  Grail  of  management 
application  integration  that 
platforms  such  as  OpenView 
and  standards  bodies  such  as 
the  Open  Software  Foundation 
have  promised  for  10  years  but 
never  delivered. 

“CIM  is  one  of  those  once-a- 
decade  breakthroughs  in  the 
management  business,”  Her¬ 
man  says.  “We  have  failed  in 
the  past  in  every  attempt  to 
define  an  open,  usable  stan¬ 
dard  for  manager-to-manager 
data  exchange.  CIM  is  the  one 
that’s  going  to  make  it.” 

Resource  Manager  Essentials 
will  be  available  as  a  stand-alone 
product.  CWSI  Campus,  howev¬ 
er,  requires  Resource  Manager 
Essentials  and  will  be  sold  as  an 
add-on  product,  sources  say. 

Pricing  and  availability  of 
CiscoWorks2000  was  not  avail¬ 
able  at  press  time.  ■ 
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The  browse  function 
presents  a  list  of  NetOp 
Host  PCs  in  the  network. 


View  controlled  PCs 
windowed  —  or  zoom  in  for 
a  full  screen  view. 


Backwards  compatible.  Can 
remote  control  earlier  NetOp 
Host  versions  on  your 
network. 


Simultaneous  remote  control 
of  multiple  PCs  running 
any  resolution  and  color 
depth. 
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Chat  feature  allows  on-line 
conversation  with  remote 
user  —  ideal  for  support 
situations. 


Remote  control  using  any 
popular  communication 
’  standard  (NetBIOS,  IPX, 
TCP/IP,  modem  and  ISDN). 


Cross  platform.  All  major 
’  PC  operating  systems  are 
supported. 


ANY  PC  ON  ANY 
PLATFORM 
ANYWHERE  IN  TH 

^  WORLD 


Every  PC  in  your  company:  windows  nt  4.0  &  3.x,  windows  95, 

Windows  3.1  x,  OS/2,  D0S...EaSy:  One  click  to  any  available  PC  in  your 
company;  installs  easily  in  minutes...  Fast:  Compression  and  caching  for 
optimal  performance...  Secure:  Call-back,  passwords,  multilevel  access 
rights,  audit  trails,  centralized  security  server. . .  Stable:  No  TSRs, 
no  replacement  of  device  drivers,  low  resource  require¬ 
ments...  FREE  OFFER!  Give  us  your  name, 
address,  and  contact  information,  and  we’ll 
give  you  a  FREE  full-function  trial  copy: 

800-675-0729  Fax: 561-391-5820. 

Visit  us  at:  www.4ctc.com 
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How  Williams’  charges  work 


An  example  of  pricing  a  one-way  frame 
relay  PVC  under  Williams’  Flex-CIR: 

User  chooses  the  following  CIRs  for  the 
circuit: 

9  a.m.  to  5  p.m.  (8  hours):  1.024M  bit/sec 
5  p.m.  to  7  p.m.  (2  hours):  128K  bit/sec 
7  p.m.  to  9  a.m.  (14  hours):  64K  bit/sec 

CIRs  ordinarily  carry  the  following  monthly 


charges: 

1.024M: . $636 

128K: . $80 

64K: . $40 

The  prorated  calculation: 

8/24  $636  = . $212 

2/24  $80  = . $7 

14/24  $40  = . $23 

Add  the  speed  change  fee: 

3  daily  speed  changes  $30  = . $90 

Total  per  month: . $332 

SOURCE:  WILLIAMS.  TULSA,  OKU. 


assign  one  CIR  for  the  business  day, 
another  for  the  early  evening  hours  and 
a  third  for  overnight.  Williams  then  cal¬ 
culates  a  prorated  average  of  the  price  of 
the  CIRs  to  come  up  with  the  monthly 
charge  (see  graphic). 

Flex-CIR  does  come  with  a  bit  of  a 
catch.  Each  prearranged  daily  speed 
change  tacks  $30  onto  the  monthly  bill. 
And  like  other  frame  relay  carriers, 
Williams  requires  users  to  purchase  a 
port  on  its  network  for  each  frame  relay 
site.  For  high-speed  links,  users  would 
have  to  buy  a  T-l  frame  relay  switch  port 
because  of  the  high  daytime  CIR,  regard¬ 
less  of  night  speeds.  That  port  costs 
$1,856  per  month. 

Still,  “it’s  a  cool  idea,”  says  Steve 
Taylor,  president  of  Distributed  Network 
Associates,  a  Greensboro,  N.C.,  consul¬ 
tancy  that  specializes  in  WAN  services. 
Large  carriers  have  often  promised 
switched  virtual  circuits  (SVC)  based  on 
the  same  concept  of  avoiding  wasted 
bandwidth  reservations,  he  says.  “Now 
you  can  get  one  of  the  perceived  or 
advertised  advantages  of  SVCs  without 
actually  having  to  do  SVCs,”  Taylor  says. 

©  Williams:  (800)  945-5426  ' 


Williams  unveils  new  twist  on  frame  relay 


By  David  Rohde 

Tulsa,  Okla. 

Williams  Communications  has  un¬ 
veiled  a  new  type  of  frame  relay  service 
designed  to  avoid  wasted  bandwidth  for 


users  and  carriers  while  saving  both  a 
little  money  in  the  process. 

Williams,  one  of  several  long-distance 
carriers  launched  this  year,  last  week 
introduced  Flex-CIR,  its  First  broad- 


based  frame  relay  offering.  Flex-CIR  lets 
users  reserve  bandwidth  levels  that  vary 
according  to  the  time  of  day  or  the  day 
of  the  week  or  even  on  the  same  frame 
relay  circuit. 


The  new  service  revolves  around  the 
frame  relay  concept  of  committed  infor¬ 
mation  rate  (CIR).  The  CIR  assigned  to  a 
particular  permanent  virtual  circuit  is  the 
amount  of  traffic  protected  against  dis¬ 
card  if  the  network  becomes  congested. 

Most  frame  relay  carriers  allow  users 
to  choose  a  fixed  CIR  for  each  circuit. 
The  price  of  the  circuit  usually  depends 
on  the  chosen  CIR,  although  users  may 
send  discard-eligible  traffic  at  higher 
speeds  if  conditions  warrant. 

Under  Flex-CIR,  users  can  assign  one 
CIR  to  a  circuit  for  Monday  through 
Friday,  and  another  for  the  weekend, 
explains  Mark  Heaton,  Williams’  frame 
relay  product  manager.  Users  can  also 
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Taking  Advantage  of  Next-Generation  Ethernet 


In  association  with 


TOLLY 

GROUP 


Gigabit  Ethernet  is  more  than  just 
a  turbo-charged  Fast  Ethernet. 

The  whopping  one  billion  bits  of 
bandwidth  offered  up  by  Gigabit 
Ethernet  solves  many  of  the 
thorniest  networking  problems  and  makes  many  con¬ 
cerns  just  plain  go  away.  That  makes  Gigabit  Ethernet 
sound  like  a  panacea,  and  maybe  it  is.  However,  using 
the  huge  pipe  provided  by  Gigabit  Ethernet  requires 
some  knowledge  to  fully  exploit  its  benefits. 

Join  industry  gurus  Kevin  Tolly,  president  of  The  Tolly 
Group,  and  John  Gallant,  editor  in  chief  of  Network 
World,  along  with  representatives  from  the  leading 
Gigabit  Ethernet  vendors  as  they  examine  the  issues  sur¬ 
rounding  this  exciting  new  LAN  technology.  Get  answers 
to  your  Gigabit  Ethernet  questions  and  more  at  the 
Network  World  Town  Meeting  Getting  to  Gigabit.  Plan 
now  to  attend  this  FREE  SEMINAR  and  give  your  net¬ 
work  a  bandwidth  boost. 


★★★★★★★★ 


TOUR  DATES 

September  17  . .New  York,  NY 

September  18 . Boston,  MA 

October  7 . Chicago,  IL 

October  8  . Dallas,  TX 

November  3 . irvine,  CA 

November  4 . San  Francisco,  CA 

December  2 . Atlanta,  GA 

December  3 . .Washington,  DC 

MODERATED  BY: 

KEVIN  TOLLY  JOHN  GALLANT 


TMTTW 


TOLLY 

GROUP 


NetworkWbrid 


BENEFITS  OF  ATTENDING  . . . 

•  Discover  how  to  leverage  existing  investments  in 
your  network  infrastructure  and  future-proof  your 
network 

•  Investigate  network  design  options  for  integrating 
Gigabit  Ethernet  into  your  enterprise  network 

•  Find  out  how  Gigabit  Ethernet  can  help  you  even  if 
you  don’t  need  1,000  Mbit/s  of  bandwidth 

•  Learn  how  Gigabit  Ethernet  and  ATM  complement 
each  other  in  the  enterprise 

•  Probe  vendor  executives  on  plans  for  product 
rollouts,  feature  sets,  and  product  support 


SEMINAR  AGENDA 

Registration  and  Continental  Breakfast 
Segment  1  —  LEVEL  SET 
10:30  Segment  2  —  THE  DECISION  DRIVERS 
1 1:00  Break  and  Product  Information 
12:15  Segment  3  —  GIGABIT  ETHERNET  STRATEGIES 
Complimentary  Lunch  and  Product  Information 
Segment  4  —  TECHNICAL  ISSUES  AND  OPTIONS 
Segment  5  —  THE  FUTURE 


8:00 

-  9:00 

9:00 

-  9:30 

9:30 

-  10:30 

10:30 

-  11:00 

11:00 

-  12:15 

12:15 

-  1:15 

1:15 

-  3:00 

3:00 

-  4:00 

FREE  REGISTER  today.  (800)643-4668 
SEMINAR  www.nwfusion.com/townmeeting 


Sponsored  by: 


★★★★★★★★ 


COMPAQ. 


UxtntlMvwlogiu 


berkeleynetworks 

If  you  are  interested  in  sponsorship  opportunities,  contact  Andrea  D’Amato  at  508-820-7520  or  adamato@nww.com 


ms$< 
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Briefs 


■  Hitachi  Internet¬ 
working  is  adding  a  sec¬ 
ond  ATM  port  and  hardware- 
based  Layer  3  switching  to  its 
HiSpeed  160  switch.  The  switch 
combines  12 10/100M  bit/sec 


Hitachi's  HiSpeed  160  sivitch 

Ethernet  ports  with  two  OC-3 
ATM  uplinks ,  making  it  easy  to 
link  Ethernet  workgroups  to  an 
ATM  backbone.  The  HiSpeed 
costs  $11,995  and  is  shipping 
now. 

©  Hitachi:  (408)  986-9770 

■  Legato  Systems 

has  extended  its  Enter¬ 
prise  Storage  Man¬ 
agement  Architec¬ 
ture  platform  to  support  stor¬ 
age-area  networks  (SAN), 
remote  and  mobile  PCs,  and 
EMC  storage  environments. 
Legato  said  it  will  work  with 
SAN  hardware  vendors  to  en¬ 
sure  that  their  products  can  be 
managed  via  Legato  software. 
On  the  remote  and  mobile  PC 
front,  Legato  is  teaming  with 
Stac  to  deliver  NetWorker  Re¬ 
mote  1.0  in  the  fourth  quarter. 
Legato  is  working  with  EMC  on 
a  product  called  NetWorker  for 
EMC,  which  initially  is  avail¬ 
able  for  users  running  Oracle 
database  applications  on 
Solaris  machines.  SAP,  NT  and 
HP-UX  support  is  in  the  works. 

©  Legato:  ( 650)  812-6000 

■  Hewlett-Packard 

is  shipping  the  fourth  release  of 

HP  Open  View  Pro- 
fessional Suite  for 
NetWare  and  Win¬ 
dows  NT.  The  software 
now  has  Web-based  HP  TopTools 
for  Desktops  and  Servers,  which 
gives  customers  a  Web  interface 
to  manage  their  computers. 

The  new  version  of  the  HP 
suite  is  shipping  now  for 
Windows  95  and  NT,  and  sells 
for  $1,495.  Upgrades  are  avail¬ 
able  for  $795. 

©  HP:  (800)  752-0900 


New  breed  of  vendors  embrace  thin  clients 


By  John  Cox 

The  emergence  of  thin- 
client  software  and  hardware 
has  spawned  a  new  industry: 
companies  that  broker  deals 
among  software  makers,  hard¬ 
ware  vendors  and  ISPs  to 
deliver  high-speed  access  to 
Windows  applications  and  the 
Internet. 

Microsoft  has  been  pitching 
its  Windows  NT  Terminal 
Server  Edition  (TSE)  software 
mainly  as  a  replacement  for 
traditional  terminals  attached 
to  Unix  hosts  or  mainframes. 

But  companies  such  as 
Veicon  Technology  of  Beaver¬ 
ton,  Ore.,  and  The  Learning- 
station. com  of  Charlotte,  N.C., 
are  gambling  that  TSE  will 
enable  them  to  serve  up 
remote  applications  to  an 
array  of  client  devices:  tradi¬ 
tional  PCs,  Windows  terminals 
and  eventually  information 
appliances  such  as  handheld 
computers,  digital  assistants 
and  Web  phones. 

Veicon  has  just  delivered  its 
V-Link  thin-client  system  to  the 
Sheraton  Park  Central  Hotel  in 
Dallas,  which  plans  to  offer 
guests  access  to  e-mail  and 
other  applications  via  Windows 
terminals  in  public  areas  and 
possibly  in  guest  rooms. 

The  V-Link  client  consists  of 
a  Wyse  Technology  Windows 
terminal,  a  credit  card  reader 
and  some  Veicon  code  that 
handles  tasks  such  as  credit 
card  authorization  and  e-mail 
access. 

Veicon  or  an  ISP  hosts  the 
TSE  server,  the  companion 
MetaFrame  software  from 
Microsoft  partner  Citrix 
Systems  and  the  Veicon  server 
code. 

A1  Roberts,  a  systems  and 
telecommunications  analyst 
at  the  hotel,  is  getting  ready  to 
test  the  system,  and  he  already 
likes  what  he  sees.  “It’s  very 
attractive,”  Roberts  says. 
“There  are  no  moving  parts.” 

Veicon  not  only  is  supplying 
the  hotel  with  the  thin-client 
package  but  also  will  provide 
remote  access  servers  to  which 
guests  can  dial  in. 

The  hotel  only  needs  to 
arrange  for  a  dedicated 


Internet  connection. 

Under  its  agreement  with 
Veicon,  the  hotel  will  receive  a 
monthly  check  for  part  of  the 
revenue  generated  from  guests 
using  the  system. 

Under  the  setup,  the  hotel 
will  be  able  to  offload  Internet 
data  calls  from  its  PBX  and  col¬ 


By  Jim  Duffy 

Bay  last  week  rolled  out  its 
first  wireless  LAN  products  for 
users  who  need  to  untether 
themselves  from  immobile 
wired  workgroups. 

The  BayStack  600 
series  consists  of  two 
products:  the  BayStack 
650,  which  is  based  on 
the  IEEE  802.11  stan¬ 
dard  for  wireless  LANs 
that  use  frequency¬ 
hopping  spread  spec¬ 
trum  technologies; 
and  the  BayStack  660, 
which  uses  802.11 
direct-sequence  spread 
spectrum. 

Both  models  include 
a  wireless  network  interface 
card  (NIC)  and  hub,  or  access 
point,  and  are  based  on  prod¬ 
ucts  Bay  obtained  from  its  pur¬ 
chase  of  Netwave  earlier  this 
year. 

Each  access  point  supports 
10  to  20  users  under  load 
and  a  maximum  of  50  users. 
The  typical  transmission 
range  is  100  to  300  feet,  but  in 
an  open  environment  the 
range  can  extend  to  2,000 
feet,  Bay  says. 

Frequency  hopping  allows 


lect  revenue  that  otherwise 
would  go  to  ISPs. 

Veicon  is  marketing  its  thin- 
client  system  to  hotels,  ISPs 
and  airports. 

ISPs  are  using  this  server- 
based  computing  model  to 
offer  their  customers  access  to 
network-based  applications 


the  BayStack  650  to  support 
1M  bit/sec  of  bandwidth  per 
segment,  though  10M  bit/sec 
can  be  achieved  by  overlap¬ 
ping  access  points. 


The  BayStack  660  can  sup¬ 
port  2M  bit/sec  per  segment 
and  up  to  6M  bit/ sec  by  over¬ 
lapping  three  access  points. 

Target  markets 

Bay  is  targeting  its  wireless 
LAN  products  at  companies 
with  mobile  executives,  man¬ 
agers  and  staff  who  need 
immediate  access  to  e-mail, 
help  desk  information  and 
other  network-based  data.  The 
products  are  also  applicable 
for  schools  that  need  a  flexi- 


such  as  e-mail  and  personal 
applications  such  as  Microsoft 
Word  or  Excel. 

Traverse  Internet  is  among 
the  ISPs  using  Veicon ’s  offer¬ 
ing.  The  ISP  hosts  applications 
on  a  server  that  hotel  and 
resort  guests  can  access  via 
Windows  terminals  in  their 
rooms  or  a  lobby,  says  Victor 
von  Schlegell,  president  and 
CEO  of  the  Traverse  City, 
Mich.,  ISP. 

The  terminals  connect  to 
the  server  via  ISDN  or  a  cable 
modem  link,  he  says. 

Von  Schlegell  thinks  this 
service  could  become  a  major 
source  of  revenue  for  his 
company. 

“The  more  applications  that 
See  Thin  client,  page  16 


ble  way  to  connect  a  mobile 
population. 

“The  students  need  the  con¬ 
venience  of  not  having  to  plug 
in  and  trip  over  wires,”  says 
Phyllis  Cygan,  executive  direc¬ 
tor  of  the  Heritage  Oak 
Elementary  School  in  Orange 
County,  Calif.,  which  has  been 
using  Netwave ’s  wireless  LAN 
technology  for  about  a  year. 
Heritage  Oak  supports  15  to 
20  staffers  and  at  least  15  stu¬ 
dents  on  its  wireless  LAN, 
Cygan  says. 

“If  you  can  imagine  25  stu¬ 
dents  hooked  up  to  a  hub,  you 
have  25  spaghetti  wires  run¬ 
ning  out  of  the  walls,  which 
becomes  a  nightmare  in  many 
ways,”  Cygan  says.  “It’s  hard  to 
travel  around  the  room,  plus 
figuring  out  whose  wire  is 
whose  as  we’re  trying  to  close 
the  class  down  and  move  on 
—  that’s  a  real  time-consum¬ 
ing  issue.” 

The  only  downside  to  the 
BayStack  600  products,  Cygan 
says,  is  that  sometimes  students 
knock  the  access  points  off  the 
wall  and  connections  are  lost. 

The  BayStack  650  NIC  costs 
$499,  while  the  access  point 
costs  $1,499.  The  BayStack 
660  NIC  costs  $569,  while  the 
access  point  is  priced  at 
$1,799.  Both  models  are  avail¬ 
able  now. 

©  Bay:  (408)  988-2400 


NEW  VENDORS  OFFER  APPLICATION 
SERVICES  VIA  WINDOWS  NT  TSE 

►  Hotel  guests  or  air  travelers  activate  terminal 
with  a  credit  card. 


►  Remote  servers  host  Web  browsers,  e-mail 
access  and  office  applications. 

►  High-speed  connections  deliver 
good  performance. 


Bay  airs  wireless  LAN  gear 

Technology  comes  from  Netwave  acquisition. 


Bay  gets  unplugged  with  these  new  wireless  IAN 
hubs  and  adapter  cards. 
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Local  Networks 


Novell  pops  Y2K  tool  into  ZENworks 


By  Paul  McNamara 

Provo,  Utah 

NetWare  customers  grap¬ 
pling  with  Year  2000  problems 
may  find  help  in  ZENworks 
1.1,  an  upgraded  desktop 
management  tool  that  Novell 
plans  to  ship  later  this  year. 

Last  week  Novell  and 
Greenwich  Mean  Time 
(GMT),  a  British  maker  of  Year 
2000  software,  announced  that 
GMT’s  Check  2000  product 
would  be  bundled  and  would 
work  as  a  snap-in  with 
ZENworks  1.1.  Check  2000 
finds  and  fixes  Year  2000  com¬ 
pliance  problems  with  PC  Basic 
I/O  Systems,  operating  sys¬ 
tems,  applications  and  data 
held  by  or  shared  between 
databases  and  spreadsheets. 

Used  in  conjunction  with 


ZENworks  and  Novell  Direc¬ 
tory  Services,  Check  2000  will 
allow  customers  to  remotely 
assess  Year  2000  compliance 
on  PC  desktops  and  distribute 
new  software  or  patches  as 


needed,  according  to  the 
companies. 

In  addition,  the  combina¬ 
tion  of  products  will  allow 
administrators  to  set  desktop 
configuration  policies  and 
monitor  end-user 
adherence. 

Customers  who 
apply  Year  2000  desk¬ 
top  fixes  manually  risk 
more  than  simply  run¬ 
ning  out  of  time, 
according  to  Novell. 

“They’ll  go  to  every 
single  PC  painstak¬ 
ingly,  and  by  the  time 
they  go  from  the  first 
one  to  the  last  one,  a 
year  has  passed,”  says 
Michael  Simpson,  a 
Novell  product  man¬ 
ager.  “The  PC  they 


“We  did  a  survey  of  all  the  other 
companies  that  sell 
Year  2000  tools, 
and  we  reckon 
that  so  far  our 
industry  has 
checked  maybe 
1%  of  the 
world’s  PCs.” 

Karl  Feiider, 

CEO,  GMT 


Microsoft  snaps  up  clustering  vendor 


By  Rebecca  Sykes 

Redmond,  Wash. 

Microsoft  last  week  an¬ 
nounced  that  it  has  acquired 
Valence  Research,  a  maker  of 
TCP/IP  load-balancing  and 
fault-tolerance  software  for 
Windows  NT. 

The  terms  of  the  purchase 
were  not  disclosed.  Valence 
makes  Convoy  Cluster 
Software,  which  is  designed  to 
increase  the  scalability  and 
fault  tolerance  of  Windows  NT 


products,  including  outbound 
Simple  Mail  Transfer  Protocol 
mail  service  in  Microsoft 
Exchange  Server  and  Microsoft 
Proxy  Server. 

The  Valence  technology  can 
be  used  to  group  up  to  32  NT 
servers,  which  would  be  seen  by 
users  as  having  one  IP  address. 

Convoy  Cluster  Software  will 
be  renamed  Microsoft 
Windows  NT  Load  Balancing 
Service  and  will  complement 
the  features  already  offered  by 


the  clustering  subsystem  in 
Windows  NT  Server  Enterprise 
Edition. 

Microsoft  plans  to  make  the 
newly  named  software  a  stan¬ 
dard  component  of  Windows 
NT  Server  Enterprise  Edition. 
Pricing  and  ordering  informa¬ 
tion  will  be  announced  later 
this  year,  Microsoft  says. 

Sykes  is  a  correspondent  with 
IDG  News  Service’s  Boston 
bureau. 


started  with  could  be  com¬ 
pletely  changed  by  then  and 
replaced  by  something  else,” 
which  may  or  may  not  be  Year 
2000-compliant,  he  says. 

According  to  GMT,  the  vast 
majority  of  companies  have 
yet  to  address  Year  2000  com¬ 
pliance  at  the  desktop  level. 

“We  did  a  survey  of  all  the 


Thin  client 

Continued  from  page  15 

can  be  put  into  the  thin-client 
format,  the  better,”  he  says. 
“It’s  important  to  continue 
to  look  for  ways  to  bring  low- 
cost  access  to  the  ’Net  and 
computing.” 

Learningstation.com  gets  vertical 

Another  company  deliver¬ 
ing  a  TSE-based  service  is  The 
Learningstation.com. 

The  company  last  week 
enrolled  its  first  two  manufac¬ 
turing  customers,  which  are 
using  thin-client  technology 
and  a  subscription  program 
to  access  an  ISP-hosted  server 
farm. 

The  servers  run  an  array  of 
applications,  including  re¬ 
search  and  training  software 
developed  specifically  for  man¬ 
ufacturing  companies. 

Later  this  year,  The 
Learningstation.com  will  roll 
out  similar  packages  for  mem- 


other  companies  that  sell  Year 
2000  tools,  and  we  reckon 
that  so  far  our  industry  has 
checked  maybe  1%  of  the 
world’s  PCs,”  says  Karl  Feiider, 
CEO  of  GMT. 

Due  to  ship  in  the  fourth 
quarter,  ZENworks  1.1  will 
cost  $39  per  node  and  include 
a  free  five-user  version  of 
GMT’s  Check  2000.  Ad¬ 
ditional  copies  of  Check  2000 
will  cost  $15  per  user. 

©  Novell:  (801)  429-7000 


bers  of  other  vertical  indus¬ 
tries,  such  as  health  care,  law 
and  real  estate. 

The  company’s  initial  thin- 
client  offering  was  aimed  at 
school  systems. 

Learningstation.com  is  focus¬ 
ing  on  creating  a  huge  library  of 
specialized  software  to  which  its 
customers  can  subscribe. 

The  company  will  also  work 
on  providing  very  high-speed 
access,  according  to  Jim 
Pennington,  a  co-founder  of 
Learningstation.  com. 

©  Veicon:  (503)  531-2410; 
The  Learningstation.com: 
(704)  509-6608 


Get  more  online: 

•  AV-Link  demo. 

•  News  and 
comments  about 
hotels  offering  high-speed 
’Net  access. 


WIRED  WINDOWS 


Deflating  the  NT  5.0  Beta  2  balloon 


ell,  well,  I  see  Microsoft  finally  got  around  to 
releasing  the  second  beta  of  Windows  NT  5.0. 

If  you  read  any  of  Microsoft’s  press  releases,  you 
might  have  mistaken  the  second  beta  with  the 
Second  Coming.  Quotes  from  the 
handful  of  folks  who  got  copies  of 
the  release  referred  to  how  com¬ 
plete  it  is  —  the  package  contains 
roughly  75%  of  the  announced  fea¬ 
tures.  Supporters  also  praised  Beta 
2’s  stability.  (True,  you  can  install  it 
without  crashing  if  you’re  careful, 
putting  this  beta  well  ahead  of 
Beta  1). 

But  the  truly  silly  stuff  came  from 
third-party  vendors  trying  to  climb  to  the  top  of  the 
perceived  NT  5.0  bandwagon.  Before  getting  to  that, 
though,  I’ll  offer  a  reminder  that  most  reputable  ana¬ 
lysts  recommend  waiting  until  mid-2000  before 
rolling  out  NT  5.0. 

If  you  just  can’t  wait  —  but  don’t  want  to  repeat  the 


debacle  that  was  the  installation  of  Beta  1  —  Micron 
Electronics  has  a  deal  for  you  called  the 
AdvanceDeploy  plan.  Under  the  plan,  Micron  cus¬ 
tomers  can  order  new  ClientPro  and  NetFrame  server 
systems  with  a  Windows  NT  5.0  beta 
preinstalled.  Think  about  it  —  trou¬ 
bleshooting  problems  on  new  hard¬ 
ware  with  preinstalled  beta  soft¬ 
ware!  For  those  of  you  who  think 
“Release  .0”  software  is  actually  beta, 
consider  AdvanceDeploy  as  having 
a  “post-Alpha”  operating  system.  To 
make  you  feel  better  about  buying 
into  this  program,  IT  managers  in 
the  AdvanceDeploy  program  will  have 
a  support  hot  line  dedicated  to  answering  questions 
about  Windows  NT  5.0,  according  to  Micron. 

“Microsoft  Windows  NT  5.0  is  widely  regarded  as 
the  most  significant  advance  in  the  history  of  personal 
computer  operating  systems,”  says  Mark  Gonzales,  vice 
president  of  worldwide  marketing  at  Micron.  Of 


course  with  a  quote  like  that,  you  knew  he  was  in  mar¬ 
keting.  It’s  just  too  bad  marketing  can’t  tell  the  differ¬ 
ence  between  an  incomplete,  crash-prone  beta  and  a 
fully  implemented,  stable  released  product. 

NT  5.0  Beta  2  is  still  not  complete.  There  will 
be  a  Beta  3,  as  well  as  numerous  “release  candidates” 
before  the  actual  release,  now  predicted  to  be 
some  time  in  mid-1999.  Microsoft’s  rollout  plan 
still  gives  you  a  year  to  test  the  operating  system 
before  you  really  roll  it  out  after  the  turn  of  the 
century.  Unless  you’re  a  registered  technical  beta 
tester  for  Microsoft,  my  advice  is  to  stay  away  from 
Beta  2  —  unless  you  really  have  too  much  free  time 
on  your  hands. 

Kearns,  a  former  network  administrator,  is  a  freelance 
writer  and  consultant  in  Austin,  Texas.  He  can  be  reached 
at  wired@vquill.com. 

Tip  of  the  week 

Microsoft’s  Peter  Brundrett  has  written  an  excellent 
overview  of  the  new  Kerberos-based  authentication  sys¬ 
tem  used  in  Windozus  NT  5. 0.  The  overview  initially 
zvas  published  in  the  USENIX  Association ’s  magazine 
and  has  been  posted  by  Microsoft  at  www.microsoft. 
com/ security /brundrett.  htm. 


Dave  Kearns 
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FAX  ( _ 

— t 

Internet  E-mail  address 

Wonld  you  like  to  receive  our  weekly  e-mail  news  update  “inFusion”  ?  □  Yes  □  No 

Would  you  like  to  receive  periodic  information  via  e-mail  on  3rd  party  networking  products/senices?  □  Yes  □  No 

Publisher  reserves  the  right  to  serve  only  those  individuals  who  meet  publication  qualifications. 

ALL  questions  must  be  answered.  Incomplete  forms  will  not  be  processed.  Free  subscriptions  available  to  qualified 

US  applicants.  Foreign  and  Canadian  rates  available  upon  request.  gg^g 

m 

What  is  the  principal  business  activity  at  your  location? 

(chec6t  ONE  only) 

01.  □  Manufacturing  (other) 

02.  □  Finance/Banking 

03.  □  Insurance/Real  Estate/Legal 

04.  □  Health  Care  Services 

05.  □  Hospitality/Entertainment/ 
Recreation 

06.  □  Media/TV/Cable  /Radio/Print 

07.  □  Retail/Wholesale  Trade/ 
Business  Services 

10.  □  Education 

11.  □  Process  Industries 

(Mining/Construction/Petroleum 
Refining/  Agriculture/Forestry) 

12.  □  Government 

(Federal/State/Local) 

13.  □  Military 

14.  □  Aerospace 

15.  □  Consulting  (Independent)* 

16.  □  Carriers/Interconnects 

IT.  □  Internet  Service  Provider  (ISP) 

18.  □  Manufacturing  (Computer/ 

Communications/OEM) 

19.  □  Resellers  of  Computer/Network 

Products  (VARs.VADs) 

20.  □  Systems/Network  Integrators* 

21.  □  Distributors  (Computer/ 

Communications)* 

22.  □  Other  (please  specify) 

08.  □  Transportation 

09.  □  Utilities 

*  Please  complete  form  based  on 
largest  client. 

1—1 

2. 

What  is  your  job  function? 

(check  ONE  only) 

NETWORK  IS  MANAGEMENT: 

1.  □  Network  Management 

2.  □  LAN  Management 

3.  □  Datacom/Telecom  Management 

4.  □  IS/IT/MIS/CIO/Systems 

Management 

5.  □  Internet/Intranet/Electronic 

Commerce  Mgmt.,  Webmaster 

6.  □  Engineering  Management 

7.  □  Corporate  Management  (CEO, 

Pres.,  VP,  Dir.,  Mgr.,  Financial 
Management) 

8.  □  Consultant  (Independent) 

9.  □  Other 

1 

What  is  the  estimated  value  of  Network  e 
recommend  or  approve  the  purchase  ot? ; 

each  product  category.  Please  complete  ALL  categories  Ml.) 


quipment  and  services  that  you  specify, 

tee  print  the  appropriate  number  code  on  the  line  next  to 


1.  $100  Million  or  more  j 

2.  $50  Million  to  $99.9  Million 

3.  $25  Million  to  $49.9  Million  B 

4.  $10  to  $24.9  Million 

5.  $1  to  $9.9  Million  c 

6.  $100,000  to  $999,999  0 

7.  $50,000  to  $99,999 

8.  Under  $50,000 

9.  None  of  the  above 


Large  Systems 
(Mainframes/Minis) 

Desktops 

(Micros/Laptops/Workstations) 

Servers 

LANs 

WAN  Equipment 
Carrier  Services 


G 

H 


K 

L 

M 

N 


Internetworking 

Internet 

Intranet 

Extranet 

Remote  Access 

Peripherals 

Software 

Service/Support 


E9 

What  is  the  total  number  of  sites  for  which  you  have  purchase  influence? 

(check  ONE  only) 

]  100+  2.  □  50  -  99  3.  □  20  -  49  4.  □  10  -  19  5.  □  2  -  9  6.  □  1  7.  □  None 

5. 

What  is  the  total  number  of  Servers/Clients/LANs  installed/planned  at  your  location/ 
in  your  entire  organization?  (check  one  box  in  each  column) 

SERVERS 

CLIENTS 

LANS 

At  Location 

Entire  Org. 

At  Location 

Entire  Org. 

At  Location 

Entire 

A 

B 

c 

D 

E 

F 

□ 

1. 

50,000+ 

□ 

□ 

1. 

50,000+ 

□ 

□ 

1. 

50,000+ 

□ 

□ 

2. 

10,000  to  49,999  □ 

□ 

2. 

10,000  to  49,999 

□ 

□ 

2. 

10,000  to  49,999  □ 

□ 

3. 

1,000  to  9,999 

□ 

□ 

3. 

1,000  to  9,999 

□ 

□ 

3. 

1,000  to  9,999 

□ 

□ 

4. 

100  to  999 

□ 

□ 

4. 

100  to  999 

□ 

□ 

4. 

100  to  999 

□ 

□ 

5. 

50  to  99 

□ 

□ 

5. 

50  to  99 

□ 

□ 

5. 

50  to  99 

□ 

□ 

6. 

10  to  49 

□ 

□ 

6. 

10  to  49 

□ 

□ 

6. 

10  to  49 

□ 

□ 

7. 

1  to  9 

□ 

□ 

7. 

1  to  9 

□ 

□ 

7. 

1  to  9 

□ 

□ 

8. 

none 

□ 

□ 

8. 

none 

□ 

□ 

8. 

none 

□ 

3 

What  is  your  scope  and  involvement  in  purchasing  decisions  for  network  products 
and  services  for  your  enterprise? 

A.  Scope  (check  one  only) 

).□  Corporate/Enterprise 

2.  □  Department 

3.  □  None 

B.  Involvement  (check  ALL  that  apply) 

!.□  Create  Network  Strategy  4. □  Evaluate 

2.  □  Recommend/Specify  5-  □  Determmc  the  Need 

3.  □  Approve  □  ^one 

□ 

What  is  the  estimated  number  of  employees  at  your  location/in  entire  organization? 

(check  ONE  In  each  section) 

A.  At  your  location: 

1.  □  Over  20,000  5.  □  1,000  -  2,499 

2.  □  10,000  -  19,999  6.  □  500  -  999 

3.  □  5,000  -  9,999  7.  □  250  -  499 

4.  □  2,500  -  4.999  8.  □  249  or  less 

B.  Entire  organization: 

1.  □  Over  20,000  5.  □  1,000  -  2,499 

2.  □  10,000  -  19,999  6.  □  500  -  999 

3.  □  5,000  -  9,999  7.  □  499  or  less 

4.  □  2,500  -  4,999 

Please  indicate  the  products/services  that  you  are  currently  involved  in  purchasing 
or  plan  to  purchase:  -iwckAU.au:  k?  y? 

A.  Currently  involved  in  purchasing  8.  Plan  to  purchase 


□  09.  □ 

□  I0.D 


INTERNET/INTRANET _ 

A  ■ 

□  OLD  Internet  Services/Web  Hosting  □  07.  □ 

□  02.  □  Firewalls/Security/E  ncryption  P  08.  □ 

□  03.  □  Web  Servers/Software 

□  04.  □  Web  Servers/Hardware 

□  05.  □  TCP/IP  Software 

□  06. □  Management/Monitoring  Software  □  ||  □ 
LOCAL -AREA  NETWORKS/  INTERNETWORKING— 

□  18.  □  Local-Area  Networks  □  28.  □ 

□  19.  □  Network  Operating  System  □  29.  □ 

Software 

□  20.  □  Servers  □  30.  □ 

□  21.  □  Print  Servers 

□  22.  □  Routers 

□  23.  □  ATM  Switches  □  32.  □ 

□  24.  □  Token-Ring  Switches  □  33.  □ 

□  25.  □  Ethernet  Switches  □  34.  □ 

□  26.  □  Fast  Ethernet  □  35.  □ 

□  27.  □  Gigabit  Ethernet  □  36.  □ 

COMPUTERS/PERIPHERALS _ 


Voice/Video  Over  IP 
VPN  Equipment/Services 
Legacy  Integration  Tools 
(Web  to  Host) 

Web  Development  Tools 
(JAVA  ActiveX,  etc.) 

Push  Technology 


□  I2.D  Web  Browsers 

□  I3.D  Intranet  Applications/Groupware 
P  14.  □  Search/Retrieval  Products 

(vreb  crawler) 

□  I5.D  Electronic  Commerce  Tools 

□  I6.D  Web  Authoring  Tools 

□  I7.D  Other _ 


Layer  3  Switches 
Network  Storage  Devices 
(NASs,  SANs) 

LAN  Storage/Backup 
Optical  Storage/Backup/ 
Jukeboxes 

Disk  Storage/Backup 
Tape  Storage/Backup 
RAID  Storage/Backup 
Network  Test/Diagnostic  Tools 
Cables,  Connectors,  Baiuns 


□  37.  □  UPS 

□  38.  □  Network  Interface  Cards  (NICs) 

□  39.  □  Hubs 

□  40.  □  Intelligent  Hubs 

□  41.  □  Stackable  Hubs 

□  42.  □  Bridge/Router 

□  43.  □  SNMP  Network  Management 

□  44.  □  Gateways 

□  45.  □  Concentrators/Repeaters 

□  46.  □  Other  (please  specify) 


□  47.  □  Thin  Clients/Network  □  50.  □  Minis 

Computers  (NCs)  □  51.  □  Mainframes 

□  48.  □  laptops/Notebooks/Sub-Notebooks  □  52.  □  Workstations 

□  49.  □  Micros/PCs  □  53.  □  Printers/Network  Printers 

REMOTE/WIRELESS  COMPUTING _ 

A  B  A  B 

□  58.  □  Remote  Access  Products  □  61.  □ 

□  59.  □  Remote  Access  Services  □  62.  □ 

□  60.  □  PDAs 

SOFTWARE/APPLICATIONS _ 


□  54.  □  CD-ROM/DVD 

□  55.  □  Fax/Modem  Boards 

□  56.  □  Memory/Chips/Boards/Cards 

□  57.  □  Other _ 


PCMCIA  Devices 
Wireless  Data 
Equipment/Services 


□  63.  □  Cellular  Equipment  4  Services 

□  64.  □  Other  (please  specify) 


□  65.  □  Network  Management 

□  66.  □  Systems  Management 

□  67.  □  Security 

□  68.  □  Communications  Software 

□  69.  □  Terminal  Emulation 

□  70.  □  Operating  Systems 

□  71.  □  Applications  Development  Tools 

□  72.  □  Database  Management/  RD8MS 

□  73.  □  Groupware 

□  74.  □  Workfloi 


now 


□  75.  □ 

□  76.  □ 

□  77.  □ 

□  78.  □ 

□  79.  □ 

□  80.  □ 
□  81.  □ 
□  82.  □ 
□  83.  □ 


WIDE-AREA  NETWORK  EQUIPMENT  A  SERVICES  . 

A  B  A  B 

□  99.  □ 

□  ioo.d 

□  101. □ 
□  102.0 
□io3.n 

□  I04.D 

□  105.0 

□  I06.Q 

□  107.  □ 


EDI 

E-mail 

Desktop  Videoconferencing 


Suites/Server  Suites 
(Back  Office,  etc.) 
Middleware 

Document  Management 
Site  Metering  Tools 
Computer  Telephony 
Integration  (CTI) 


□  84.n 

□  85.  □ 

□  86.  □ 

□  87.  □ 

□  88.  □ 

□  89.  □ 

□  90.  □ 

□  91. □ 


Data  Warehousing 
Anti  Virus  Software 
Multimedia 
Yr.  2000  Conversion 
Software  (Y2K) 

Helpdesk 

WeD  Based  Management 
Tools 

Directory  Services 
Other  (please  specify) 


□  92.  □  56  Kbps  Modems 

□  93.  □  Under  S6  Kbps  Modems 

□  94.  □  Cable  Modems 

□  95.  □  Asynchronous  Transfer 

Mode  (ATM) 

□  96.  □  Frame  Relay  Equipment/ 

Services 

□  97.  □  ISDN  Equipment  &  Services 

□  98.  □  FT-l/T-lA-3  Multiplexers/Services 


xDSL  Services/Products 
Diagnostic/Test  Equipment 
DSU/CSU 
PBXs 

Videoconferencing 
Leased  Lines 
Switched  Data 

Virtual  Private  Networks  (VPN) 
FRADs 


□  108.  □  Managed  LAN/Router  Services 

□  I09.D  Other _ 

□  1 1 0.  □  Outsourcing/Systems 

Integration  Services 

□  1 1 1.  □  Education/Training  Services 

□  1 1 2.  □  None  of  the  above  (l-lll) 


Please  indicate  the  platforms  that  are  currently  installed/planned:  (check  all  tbai  apply: 

A.  Currently  installed  B.  Planned  For  purchase 


NETWORK  PROTOCOLS  _ 

□  01.  □  TCP/IP 

□  02.  □  IPv6 

□  03.  □  SNA 

UN  ENVIRONMENT _ 


□  04.  □  Novell  IPX/SPX 

□  05.  □  APPC/APPN/LU  6.2 

□  06.  □  NETBIOS 


□  07.  □  NFS 

□  08.  □  SNMP 

□  09.  □  Other_ 


□  10.  □  Gigabit  Ethernet 

□  II.  □  Switched  Ethernet 

□  12.  □  Fast  Ethernet  (100 

Megabit  Ethernet) 

□  13.  □  Ethernet 

NETWORK  OPERATING  SYSTEM _ 

□  23.  □  Windows  NT 

□  24.  □  Windows  NT/Advanced  Server 

□  25.  □  Novell  IntranetWare 

□  26.  □  Novell  (NetWare  5J() 

COMPUTER  OPERATING  SYSTEM _ 


□  33.  □  NT  Server 

□  34.  □  NT  Workstation 

□  35.  □  Unix/Xenix/AlX/SCO 

□  36.  □  Solaris 

□  37.  □  Windows 


□  14.  □  ATM 

□  15.  □  Token  Ring/Token  Ring 

Switching 

□  16.  □  IP  Switching 

□  17.  □  Layer  3  Switching 


□  18.  □  FDDI 

□  19.  □  100Base-T 

□  20.  □  lOBase-T 

□  21.  □  Fibre  Channel 

□  22.  □  Other  _ 


□  27.  □  Novell  (NetWare  4.X) 

□  28.  □  Novell  (NetWare  2.X,  3.X) 

□  29.  □  Microsoft  (LAN  Manager) 

□  30.  □  Banyan  (VINES) 


□  31.  □  IBM  (Server) 

□  32.  □  Other  (please  specify) 


□  38.  □  Windows  95 

□  39.  □  Windows  98,  ,9x 

□  40.  □  DOS 

□  41.  □  OS/2,  OS/2  Warp 

□  42.  □  IBM  MVS/VM/VSE 


□  43.  □  Digital  VMS 

□  44.  □  Macintosh 

□  45.  □  Other  _ 


□  46.  □  None  of  the  above  (1-45) 


Which  of  the  following  Servers/Clients  do  you  have  installed/planned  at  your 

location?  (check  ALL  trial  apply  in  each  column) 


A.  Servers 

B. 

Clients 

A. 

Servers 

B.  Clients 

Power  PC 

□ 

01. 

□ 

486,  386, 286 

□ 

07. 

□ 

Power  Mac 

□ 

02. 

□ 

Sun  Sparc 

□ 

08. 

□ 

Mac  Other 

□ 

03. 

□ 

Rise 

□ 

09. 

□ 

Multiprocessor  Servers 

□ 

04. 

□ 

Alpha 

□ 

10. 

□ 

Pentium  II  (Pll) 

□ 

05. 

□ 

Other 

□ 

II. 

□ 

Pentium/Pentium  Pro 

□ 

06. 

□ 

Which  of  the  following  hardware  platforms  are  installed/planned  in  your 
company?  (check  AU  that  apply) 


A  -  Mainframes 
(Large  Scale) 

1.  □  IBM 

2.  □  Amdahl 

3.  □  Cray 

4.  □  Hitachi 

5.  □  Unisys 

6.  □  Other _ 


B  -  Minis  (Midrange) 

1.  □  IBM  RS/6000 

2.  □  IBM  AS/400 

3.  □  Digital 

4.  □  Tandem 

5.  □  Unisys 

6.  □  AT&T  GIS 

7.  □  H-P 

8.  □  Data  General 

9.  □  Other _ 


C  -  Workstations 

1.  □  Sun  Microsystems 

2.  □  Silicon  Graphic 

3.  □  Digital 

4.  □  H-P 

5.  □  IBM 

6.  □  Other _ 


What  is  the  estimated  gross  revenue  of  your  entire  company/institution? 

(check  ONE  only) 


01.  □  $20  billion  or  more  05.  □  $100  million  to  $499.9  million 

02.  □  $10  billion  to  $19.9  billion  06.  □  $50  million  to  $99.9  million 

03.  □  $1  billion  to  $9.9  billion  07.  □  $10  million  to  $49.9  million 

04.  □  $500  million  to  $999.9  million  08.  □  $5  million  to  $9.9  million 


09.  □  $4.9  million  or  less 
10.  □  None  of  the  above 


For  which  areas  outside  of  North  America  do  you  have  purchase  influence? 

(check  ALL  Utat  apply) 


I.  □  Europe  2.  □  Asia  3.  □  South  America  4.  □  Australia  5.  □  Middle  East  6.  □  None 


FORM:  9801 


Please  indicate  the  names  and  job  functions  of 
other  individuals  at  your  location  to  whom  you 
would  like  us  to  send  a  copy  of  NctWOrkWorfd 

NAME _  JOB  FUNCTION _ 

NAME _  JOB  FUNCTION _ 


NAME. 


JOB  FUNCTION 


NAME. 


JOB  FUNCTION 


NAME. 


JOB  FUNCTION 


y  1.  FOLD  HERE  &  MAIL  TODAY  y 


Be  Sure  You 
Have  Completed 
the  Following: 

/  Answered  ALL  the 
questions 

i  Signed  and  dated 
the  form 

-  Provided  your 
name,  title  and 
company  address 


Thank  You! 


Sprint's  big  net  gamble 

Wi™.. _  *  *vV  IP “*»»••»  trrt .wan— . 


Sun’shandling  of  Java  criticized 

llbn.  I.  - _  5<m  hi,  ^  .1 _ _ 


or  apply  on-line  at:  http://www.nwfusion.com 
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Covering: 


Briefs 


■  IBM  last  week 
announced  a 
rebate  for  its  two  newly 
introduced  Network 
Utility  boxes  that  trans¬ 
late  SNA  into  IP  and  vice  versa. 

When  users  purchase  the 
2216  Network  Utility  tn3270 
Server  or  Network  Utility 
Transport  devices  with  a  mini¬ 
mum  of 256M  bytes  of  memory, 
they  can  get  a  $5,000  rebate  if 
they  upgrade  either  device  to  a 
512M-byte  capacity. 

The  boxes  must  be  ordered 
by  Nov.  13,  and  the  upgrade 
request  must  be  made  by 
Dec.  31. 

<DIBM:  (800)  426-4968 

MAt  last  week’s  meeting  of  the 
Internet  Engineering  Task 
Force,  Attach  mate  and 

IBM  proposed  an  industry- 
standard  method  of  accessing 
legacy  applications  residing  on 
IBM  mainframes  or  AS/400  mid¬ 
range  boxes  via  the  Internet. 

The  Open  Host 
Interface  Objects 
proposal  defines  a  set  of 
interfaces  and  object  classes  that 
allow  Web-to-host  applications 
to  more  easily  access  host  sys¬ 
tems.  The  idea  is  to  let  develop¬ 
ers  and  users  build  open  appli¬ 
cations  that  are  not  tied  to  a 
particular  vendor’s  proprietary 
access  methods. 

(DIBM:  (800)  426-4968; 
Attachmate:  (800)  426-6283 

■  Tivoli  Systems  is 

bringing  printers  and  other 
output  devices  into  the  man¬ 
agement  fold,  with  the  ship¬ 
ment  o/Tivoli  Output 
Manager. 

The  new  software  lets  users 
automate  report  delivery  from 
their  desktops  and  more  closely 
track  distribution  of  content  for 
intranets  and  Web  sites 

Output  manager  can  also 
work  with  IBM’s  InfoPrint 
Manager  to  control  large  print 
jobs. 

Output  Manager  is  part  of 
the  Tivoli  Enterprise  Software 
suite  and  is  shipping  now  with 
a  starting  cost  of  $11,500. 

<&  Tivoli:  (800)284-8654 


Internetworks _ 

TCP/IP  •  SNA  •  Network  Management  •  Muxes,  Routers  and  WAN  switches  •  Remote  Access 


In- Sit e _ 

Bossier  City  police  have  wireless  IP  net  Socked  up 


By  Marc  Songini 

Bossier  City,  La. 

Bossier  City  says  its  wireless 
high-speed  network  is  making 
the  wheels  of  justice  spin  faster. 

The  city’s  police  department 
recently  completed  the  first 
phase  of  installing  an  IP  wireless 
system  that  lets  officers  in  cruis¬ 
ers  access  data  direcdy  from 
their  IBM  Thinkpads  —  widiout 
going  through  a  radio  dis¬ 
patcher.  The  new  system,  based 
on  IBM  software  and  hardware, 
helps  officers  in  cruisers  access 
information,  such  as  motor 
vehicle  registration  and  crimi¬ 
nal  records,  more  quickly  than 
they  could  using  the  depart¬ 
ment’s  old  radio  setup. 

Faster  response  times  mean 
greater  safety  for  the  officer,  a 
primary  concern  for  the  city. 

IBM’s  eNetwork  Wireless 
software  made  the  network  pos¬ 
sible.  The  software  lets  officers 
in  cruisers  download  tn5250 
terminal  emulation  screens 
from  the  police  headquarters’ 
AS/400  server  (see  graphic) . 

The  department  decided  to 
implement  the  wireless  net¬ 
work  because  of  the  limitations 
imposed  by  the  old  radio  dis¬ 
patching  system,  in  which  offi¬ 


cers  would  call  headquarters, 
and  the  dispatcher  would 
access  the  computer  and  read 
the  information  back. 

Not  only  was  the  old  setup 
slow  —  leaving  the  officer  vul¬ 
nerable  and  alone  with  poten¬ 
tial  suspects  —  but  it  also  pre¬ 
vented  officers  from  making 
queries  in  volume,  says  Keith 
Rider,  the  department’s  direc¬ 
tor  of  information  services.  He 
says  a  lot  of  criminals  “slip 
through  the  cracks”  because 
many  police  departments  don’t 
have  adequate  technology  to 
catch  diem. 

Realizing  the  radio  dispatch 
method  wasn’t  feasible  to  han¬ 
dle  the  number  of  inquiries 
officers  wanted  to  make,  Rider 
began  shopping  around  for  a 
way  to  bring  the  data  directly 
into  the  department’s  75  cruis¬ 
ers  without  another  person’s 
intervention.  Rider  says  most  of 
the  competing  systems  he  eval¬ 
uated  were  proprietary  and 
could  handle  only  a  limited 
number  of  applications. 

The  eNetwork  Wireless  pack¬ 
age  includes  an  eNetwork 
Wireless  gateway;  client  code, 
called  IBM  Personal  Communi¬ 
cations  Lite;  and  a  server  access 


agent  called  Emulator  Express. 
The  system  uses  an  AT&T  cellu¬ 
lar  digital  packet  data  (CD PD) 
net  for  wireless  transmissions. 

Rider  says  the  eNetwork 
Wireless  software  costs  about 
$25,000;  the  Thinkpads  were 


about  $3,800  each  and  the 
CDPD  services  cost  $49  per 
unit  monthly. 

Other  features  the  Bossier 
City  Police  Department  plans 
to  add  are: 


•  Giving  officers  access  to 
city  maps  and  building  floor 
plans.  SWAT  and  emergency 
medical  teams  can  be  better 
prepared  when  they  arrive  at  a 
crime  or  accident  scene. 

•  Tying  city-controlled  func¬ 


tions  into  the  network  so  derices 
such  as  traffic  signals  can  be  acti¬ 
vated  via  computer.  An  officer 
responding  to  an  emergency 
call  could  trigger  all  traffic  lights 
on  his  way  to  turn  green.  ■ 


BOSSIER  CITY’S  REMOTE  ACCESS  NETWORK 

O  Officers  in  patrol  cars  key 
suspect  information  into 
on-board  Thinkpad. 


O  Query  is  sent 
back  on  a  tn5250 
screen  to  officers  in 
patrol  cars. 


O  Query  from 
patrol  car 
is  sent  over 
AT&T  CDPD 
network. 


©  Query  arrives  at 
police  head¬ 
quarters’  AS/400 
server  and  is 
processed. 


Cisco  grows  low-end  routers 


By  Jim  Duffy 

San  Jose,  Calif. 

Customers  wanting  to  reduce 
the  cost  of  building  and  com¬ 
municating  with  remote  branch 
offices  may  want  to  consider 
new  router  features  from  Cisco. 

Cisco  this  week  unveiled 
enhancements  to  its  3600  and 
2600  low-end  series  routers  that 
will  let  users  consolidate  remote 
access  gear  such  as  modems. 

Enhancements  to  the  3600 
line  include  a  new  analog 
modem  module  and  mixed- 
media  Ethernet/ISDN  mod¬ 
ules.  For  the  2600  series,  Cisco 
rolled  out  two  new  token-ring 
routers  —  the  2612  and  2613  — 
as  well  as  analog  modem  mod¬ 


ules  and  ISDN  modules. 

The  analog  modem  modules, 
which  fit  into  the  3600  and  2600 
lines,  support  eight  to  16  V.34 
modems.  The  modules  enable 
users  to  lower  equipment  costs 
by  integrating  dial  and  routing 
capabilities  in  a  single  product 


Get  more  online: 

a  Product  specs 
from  Cisco. 

o  A  review  comparing  Microsoft’s 
software-based  router  with  the 
Cisco  2514. 
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instead  of  buying  separate 
modems  and  routers,  Cisco  says. 

The  mixed-media  modules 
for  the  3600  series  combine 
a  single  10/100M  bit/sec 
Ethernet  port  with  two  ISDN 
Primary  Rate  Interface  or  chan¬ 
nelized  T-l/E-1  ports.  The 
modules,  which  support 
optional  integrated  DSUs/ 
CSUs,  let  Ethernet  users  dial 
in  to  or  out  of  an  enterprise 
or  ISP  network  at  a  lower 
cost  by  using  an  integrated 
device  rather  than  separate 
equipment. 

The  2612  and  2613  routers 
are  the  first  in  the  2600  line 
that  support  token-ring  or 
mixed  token-ring/Ethernet 
environments. 

The  2612  features  token-ring 
and  Ethernet  LAN  ports,  and 


the  2613  supports  a  single 
token-ring  interface. 

The  ISDN  cards  for  the  2600 
line  support  one  or  two  PRI 
ports,  or  four  or  eight  Basic 
Rate  Interface  ports.  With  these 
modules,  users  can  support 
ISDN  PRI  or  BRI  ports  in  the 
same  chassis,  enabling  networks 
to  grow  without  replacing 
router  chassis. 

The  analog  modem  modules 
cost  $2,200  to  $4,400  and  are 
available  now.  The  mixed-media 
Ethernet/ISDN  modules  cost 
from  $4,450  to  $6,450  and  will 
be  available  in  September. 

The  2612  costs  $2,995,  and 
the  2613  costs  $2,495.  Both  are 
available  now. 

The  ISDN  cards  for  the  2600 
start  at  $105  per  B  channel. 

©  Cisco:  (408)  526-4000 
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The  world  s  IT  and  business  leaders 
are  coming  together  to  discuss 
their  shared  vision  for  the  future 
as  well  as  to  explore  business 
issues  that  directly  affect  your 
company.  And  you’re  invited. 

Attend  the  Mission  Critical 
Computing  Conference. 

You’ll  get  practical,  applicable 
information  that  you  can  use 
immediately  in  your  operation. 


Mission 

C  RITIC AL 

Computing 

Harnessing  the  Power 
of  GSobal  information 


Plus,  you’ll  have  the  unique 
opportunity  to  network  with  the 
IT  industry’s  most  respected 
experts  and  visionaries. 

For  details  about  this  exclusive 
conference,  visit: 

www.criticaicomputing.com 

Or  call  800-677-4866. 

Outside  the  U.S.:  716-392-5684. 
Seating  is  limited. 
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Briefs 


Mina  $21  million  stock  deal, 

Level  3  Commu¬ 
nications  of  Omaha, 

Neb.,  is  acquiring 
Geo  Net  Commu¬ 
nications,  a  Redwood 
City,  Calif. -based  regional  ISP. 
GeoNet  will  be  merged  with 
Level  3  and  is  expected  to  give 
the  IP  newcomer  a  strong  net¬ 
work  boost  in  the  Silicon  Valley 
region.  Level  3  is  conducting 
beta  tests  for  its  IP-based  voice 
and  data  services  and  plans  to 
officially  introduce  services  this 
quarter. 

®  Level  3:  (402)  536-3677 


■  PageNet,  a  Dallas- 
based  wireless  messaging  ser¬ 
vice  provider,  recently 
announced  PageNet 
Two-Way  messag¬ 
ing  service.  Two-Way 
lets  business  users  send  and 
receive  e-mail  on  a  pocket-size 
Motorola 
device  that 
has  a  key¬ 
board  and 
weighs  less 
than  one 
pound.  Page¬ 
Net  will  cus¬ 
tomize  the  ser¬ 
vice  for  business  users  wanting 
mobile  workers  to  gain  access  to 
specific  corporate  intranet 
applications.  The  service  is 
available  now,  starting  at 
$24.95  per  month.  The  Motorola 
device  is  available  for  $360. 

©  PageNet:  (972)  801-8179 


Motorola’s 

PageNet  device 


■  Sprint's  Internet  back¬ 
bone  is  getting  a  2.5G  bit/sec 
boost.  The  carrier  is  up¬ 
grading  its  Inter¬ 
net  backbone/rom 
OC-12,  622M  bit/sec  to  OC-48, 
2.5G  bit/sec.  Sprint  is  rolling 
out  IP  over  dense  wave  division 
multiplexing  (DWDM),  a 
method  of  sending  multiple 
datastreams  using  fiber  optics. 
DWDM  lets  carriers  and  ISPs 
squeeze  more  bandwidth  out  of 
their  current  fiber  networks. 

The  upgrades  are  expected  to 
increase  performance  on 
Sprint’s  Internet  backbone. 

©  Sprint:  (972)  405-5000 
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Users  detail  VPN  success  stories 


By  Denise  Pappalardo 

If  you’re  waiting  for  the 
“other  guy”  to  be  the  first  to 
jump  into  the  virtual  private 
network  (VPN)  pool,  get  your 
swim  trunks  on.  Business 
users  are  testing  the  VPN 
waters  and  finding  they’re  not 
as  treacherous  as  they  might 
have  thought. 

Internet  VPNs  are  proving 
to  be  a  cost-effective  way  to 
keep  branch-office  and 
remote  users  connected. 
Some  business  users  are 
throwing  out  frame  relay  net¬ 
works,  some  are  starting  from 
scratch,  and  others  are  sup¬ 
plementing  existing  nets  — 
all  in  favor  of  a  VPN. 

According  to  a  recent 
International  Data  Corp. 
(IDC)  study,  enterprise  busi¬ 
ness  users  said  they  expect  to 
support  76%  of  their  overall 
traffic  on  a  VPN,  says  Brad 
Baldwin,  an  analyst  at  the 
Framingham,  Mass.,  consult¬ 
ing  firm. 

One  main  reason  why  VPNs 
are  expected  to  become  more 
popular  is  that  the  cost  benefits 
they  offer  are  real.  JetForm,  an 
Ottawa  company  that  develops 
electronic  forms  software,  has 
seen  its  WAN  infrastructure 
costs  drop  30%  since  it  started 
replacing  its  frame  relay  net¬ 
work  with  an  Internet  VPN. 


JetForm ’s  30%  savings  on 
transport  services  alone  come 
from  the  fact  that  dedicated 


Internet  access  connections 
cost  less  than  dedicated  frame 
relay  connections. 

According  to  a  recent 
Network  World/ IDC  study,  the 
average  annual  cost  of  keep¬ 
ing  a  10-site  frame  relay  net¬ 
work  connected  is  a  little 
more  than  $1  million,  com¬ 
pared  with  the  $300,000  cost 
of  a  10-site  dedicated  Internet 
access  network. 


JetForm  had  a  traditional 
hub-and-spoke  frame  relay 
network  setup  to  connect 
10  of  the  company’s 
offices.  All  traffic  trav¬ 
eled  through  a  central 
location  in  Ottawa, 
which  hindered  net¬ 
work  performance,  says 
Ronald  Ross,  who 
developed  JetForm ’s 
VPN  and  is  now  presi¬ 
dent  of  JetNet  Internet¬ 
working  Services,  a 
JetForm  affiliate. 

JetForm  was  looking 
for  a  technology  that 
could  reach  all  14  of  its 
branch  offices  while 
keeping  the  firth’s  road 
warriors  connected,  Ross 
explains. 

“We  have  200  people 
that  frequently  travel 
and  still  need  access  to 
the  network,”  he  says. 

The  only  answer  was  set¬ 
ting  up  an  Internet-based 
VPN.  So  JetForm  started  tak¬ 
ing  down  its  64K  bit/sec 
AT&T  frame  relay  connec¬ 
tions  and  bringing  up  128K 
bit/sec  AT&T  WorldNet  dedi¬ 
cated  Internet  access  connec¬ 
tions. 

But  before  JetForm  could 
deploy  an  Internet  VPN  it 
needed  to  address  security. 
Because  the  Internet  is  a  pub¬ 


lic  network,  security  is  a  busi¬ 
ness  priority.  Where  users  typ¬ 
ically  feel  secure  using  frame 
relay  because  it  is  based  on 
secure  permanent  virtual  cir¬ 
cuits,  the  comfort  with  the 
Internet  isn’t  the  same. 

With  this  in  mind,  JetForm 
turned  to  Shiva.  JetForm 
started  deploying  Shiva’s 
LANRover  VPN  Gateways  at 
all  of  its  dedicated  sites,  Ross 
says.  The  Shiva  devices  sup¬ 
port  the  pending  Internet 
Security'  IETF  protocol. 
Security  was  a  critical  issue 
for  Ross,  who  believes  the 
company  needs  to  support 
the  highest  encryption  avail¬ 
able.  JetForm  is  using  Triple 
Data  Encryption  Standard 
(DES)  168-bit  key  encryption 
throughout  the  U.S.  and  in 
many  of  its  international 
branch  offices.  But  in  some 
cases  JetForm  is  using  lower 
encryption  because  of  some 
countries’  restrictions  on 
importing  encryption. 

JetForm  also  plans  to  use 
X.509v3  digital  certificates  for 
user  authentication,  Ross  says. 
“This  will  allow  us  to  discon¬ 
tinue  the  use  of  Secure  ID 
tokens.” 

Digital  certificates  will  be 
easier  to  manage  because 
Shiva  offers  a  certificate 
See  VPNs,  page  20 


Bill  Clapes  of  AFC  Enterprise  is  deploying  a 
VPN  to  reduce  connectivity  costs. 


America  Online  boosts  ’Net  backbone,  adds  ISP  links 


By  Denise  Pappalardo 

Dulles ,  Va. 

America  Online  is  beefing 
up  its  Internet  support  to  offer 
AOL  users  faster,  more  reli¬ 
able  ’Net  access. 

The  online  service  provider 
has  built  two  Internet  hubs, 
called  TeraPOPs,  one  in 
Reston,  Va.,  and  the  other 
here,  with  Cisco  System’s 
12000  Giga  Switch  Routers 
(GSR). 

AOL’s  12  million  users  will 
now  have  all  of  their  Internet- 
bound  traffic  sent  through 


AOL’s  two  TeraPOPs. 

AOL  deployed  a  total  of  10 
Cisco  12000  GSR  devices  at  its 
two  TeraPOPs,  says  Joe  Barrett, 
vice  president  of  Internet 
operations  at  AOL,  also  based 
here.  The  12000  GSR  is  sup¬ 
porting  multiple  OC-12,  622M 
bit/sec  packet-over-SONET 
connections  to  the  Internet, 
he  says. 

In  addition  to  beefing  up 
the  routing  support  at  its 
Internet  points  of  presence, 
AOL  has  also  established  dedi¬ 
cated  peering  connections 


with  several  national  ISPs. 

The  peering  connections 
are  designed  to  move  traffic 
between  AOL  users  and 
the  Internet  faster  and  with 
more  reliability. 

The  ISPs  connecting  at 
AOL’s  TeraPOPs  include 
AboveNet  Communications, 
Concentric  Network,  Exodus 
Communications,  GTE  Inter¬ 
networking  and  PSINet. 

The  TeraPOPs  are  upgraded 
POPs  that  previously  were  run 
by  AOL’s  former  network 
operator,  ANS  Communi¬ 


cations,  Barrett  says. 

WorldCom  recently  acquired 
ANS  Communications  in  a 
three-way  deal  (AW,  Sept.  15, 
1997,  page  6).  ■ 

Get  more  online: 

•  An  overview  of  the 
Cisco  12000  GSR. 

•  A  look  at  how  ISPs 
build  peering  points  to  speed 
’Net  traffic. 
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authority  server.  “And  road 
warriors  don’t  like  those 
SecurelD  cards  anyway,”  Ross 
says.  SecurelD  tokens  are 
cards  the  size  of  a  small  calcu¬ 
lator  that  users  carry  around. 
Users  sometimes  complain 
that  the  tokens  can  be  easily 
lost  or  stolen. 

Another  feature  JetForm 
plans  to  add  to  its  VPN  is 
support  for  IP  telephony.  In 
order  to  reduce  long-distance 
telephone  bills,  JetForm  plans 
to  migrate  some  intracom¬ 
pany  voice  calls  onto  its  VPN, 
Ross  says. 

“In  some  cases,  individual 
users  are  racking  up  $3,000 
per  month  on  long-distance 
calls,”  he  says.  The  high  bills 
stem  from  employees  in  Asia 
calling  JetForm  employees  in 
Australia,  for  example. 

While  Ross  says  there  are 
additional  equipment  costs, 
pain  and  sweat  involved  in 
migrating  from  frame  relay  to 
an  Internet  WAN,  he  believes 
it’s  worth  the  effort.  JetForm 
expects  its  VPN  will  pay  for 
itself  in  the  first  four  to  six 
months  after  all  14  JetForm 
sites  are  connected. 

While  JetForm  dove  into 
the  VPN  waters  to  replace 
its  existing  infrastructure, 
AFC  Enterprise  started  from 
scratch. 


AFC  Enterprise  is  an 
Atlanta  franchiser  whose 
properties  include  Popeye’s 
Chicken  &  Biscuits, 
Chesapeake  Bagels  Bakery 
and  Cafe,  and  Cinnabon 
International. 

AFC  wanted  a  better  way  to 
keep  its  more  than  2,000  fran¬ 
chisees’  restaurants  around 


the  world  connected  to  com¬ 
pany  headquarters,  says  Bill 
Clapes,  director  of  franchise 
systems. 

Prior  to  deploying  its  all 
dial-up  Internet-based  VPN, 
AFC  did  not  have  network 
communications  set  up  for  its 
franchise  owners,  who  relied 
on  snail-mail,  teleconferences 
and  company  meetings. 

“Developing  the  VPN  is 


really  part  of  a  larger  goal  for 
the  company  to  better  support 
franchisees,”  Clapes  says.  “We 
chose  the  public  Internet  to 
keep  the  cost  of  connectivity 
down.  But  we  also  needed  to 
address  security,  which  is  why 
we  choose  VPNet.” 

AFC  deployed  a  VPNet 
VSU1010  gateway  device  at  its 


SOURCE:  IDC,  FRAMINGHAM,  MASS. 

headquarters  to  securely  sup¬ 
port  remote  users  with  Triple 
DES  encryption.  The  device 
can  authenticate  and  decrypt 
up  to  650  tunnels  simultane¬ 
ously,  Clapes  says. 

“There  were  other  solutions 
that  offered  Triple  DES,  but 
those  required  a  box  at  every 
site.  We  need  a  simple  and 
painless  installation  process,” 
Clapes  says. 


Clapes  and  his  team  recently 
finished  their  first  phase  of 
installations. 

The  project  entailed 
deploying  VPNet’s  client  soft¬ 
ware  on  franchisees’  PCs  and 
training  users  how  to  access 
AFC  Online. 

Franchisees  are  now  dialing 
up  over  the  Internet  to  access 
AFC’s  internal  Web  server  to 
get  information  on  how  to 
open  a  restaurant,  secure  a 
site,  hire  a  crew  and  use  the 
company’s  collaborative  pro¬ 
ject  management  tools,  Clapes 
says.  All  franchisees  will  be 
online  by  year-end,  he  says. 

Whereas  AFC  built  its  dial¬ 
up  VPN  from  the  ground  up, 
Fantom  Technologies  is  in  the 
process  of  rolling  out  a  VPN  to 
supplement  an  existing  frame 
relay  network. 

Fantom,  a  Welland,  Ontario 
vacuum  manufacturer,  is  using 
Secure  Computing’s  Secure- 
Zone  VPN  software  to  support 
its  VPN,  says  Patrick  Prue, 
Internet  specialist  at  Fantom. 

The  SecureZone  software 
runs  on  Windows  NT  servers. 
Fantom  is  using  the  software 
to  encrypt  data  sent  over 
the  Internet  between  the  com¬ 
pany’s  sites. 

The  software  supports 
128-bit  encryption  as  well  as 
digital  certificates  for  user 
authentication. 

The  vacuum  company  is  not 
using  its  VPN  to  transport  crit¬ 


ical  data  yet,  but  Prue  says 
the  company  wants  to  have  the 
security  and  technology  in 
place  for  when  demand 
increases.  While  Prue  sees  the 
Internet  as  the  network  for 
Fantom’s  future,  he’s  taking 
the  migration  slowly. 

The  Internet  has  had  its  fair 
share  of  reliability  problems 
over  the  past  few  years,  and 
Prue  isn’t  ready  to  take  it  on 
the  chin  if  critical  data  is  lost. 

Fantom  is  connecting  three 
sites  over  the  Internet,  using 
Internet  Bell  Advanced  Com¬ 
munications  in  Canada  and 
MCI  (soon  to  be  Cable  & 
Wireless)  Internet  access  ser¬ 
vices  in  the  U.S. 

Fantom  is  waiting  for 
SecureZone  client  software  so 
that  the  company  can  link 
its  sales  force  over  the  ’Net, 
Prue  says. 

The  company  plans  to  give 
its  salespeople  the  ability  to 
access  the  company’s  network 
and  their  e-mail,  but  the  soft¬ 
ware  is  not  yet  ready,  he  says. 

Today  Fantom  is  using 
Microsoft’s  Routing  and 
Remote  Access  Server  (RRAS) 
to  support  dial-up  users. 
While  Fantom  hopes  to  move 
its  dial-up  users  onto  the 
Internet,  Prue  expects  he  will 
keep  the  RRAS  server  up  and 
running. 

You  never  know  when  you’ll 
just  need  plain  old  telephone 
service,  Prue  says.  ■ 


One  of  the  biggest  benefits  of  an  Internet  VPN  is  cost  savings.  Here  is 
how  traditional  toll-free  dial-up  services  compare  with  Internet  dial-up 

services. 

Traditional  toll-free 

200 


Number  of  users 
Average  hour/ month/user  15 

Hourly  cost  ($)  6 

Annual  network  cost  ($)  216,000 

Administration  ($)  20,000 

Dedicated  T-l  cost  ($)  0 

RAS  hardware  ($)  5,000 

Firewall  ($)  0 

Total  annual  cost  ($)  241,000 


Internet 

200 

15 

2 

72,000 

10,000 

30,000 

0 

5,000 

117,000 


WAN  MONITOR 

Hey,  at  least  DSL  is  here,  somewhere  . . . 


ith  regional  Bell  operating  companies  starting 
their  tentative  digital  subscriber  line  (DSL) 
deployments,  you  may  have  noticed  an  abundance  of 
war  stories  in  online  DSL  forums.  While  it’s  easy  to 
get  caught  up  in  the  bashing,  the  war  stories  confirm 
that  delivering  mass-market,  high-tech  services  is  still 
not  an  easy  task  for  telcos. 

Last  year,  DSL  was  praised  ad  nauseam  for  how  it 
would  change  the  world.  This  year,  with  deployments 
started,  we  are  seeing  more  “DSL  Hurdle”  stories, 
which,  incidentally,  describe  the  same  hurdles  that 
have  been  discussed  since  DSL’s  inception.  Every 
golden  child  technology  has  its  day  in  the  sun,  and 
then  it  gets  ripped  to  shreds.  Then  it  comes  back 
again.  The  wave  of  DSL  deployment  stories  —  while 
not  as  supportive  of  the  technology  as  before  —  at 
least  confirm  that  deployment  is  starting. 

You  might  consider  the  number  of  complaints  as 
a  twisted  litmus  test  of  an  organization’s  sincerity 
and  commitment  to  implementing  high-speed 
DSL  access. 

Given  the  press  community’s  penchant  for  juicy 
stories,  we  expect  to  see  more  deployment  horror 
articles  in  the  coming  months. 


Even  though  service  deployment  is  often  painful 
for  both  the  service  provider  and  the  customer,  these 
are  the  consequences  of  a  new  service.  Every  telco 
will  have  a  significant  learning  curve  for  DSL,  but 
don’t  think  they  won’t  learn  their  lessons.  Telcos 
are  still  stinging  from  ISDN  and 
are  determined  that  the  deployment 
of  DSL  will  be  different.  It’s  still 
too  early  to  tell  if  they’ll  achieve 
that  goal. 

From  the  stories  we’ve  seen  so  far, 
loop  qualification  and  customer 
installation  are  two  areas  where 
we  would  expect  to  see  some  better 
services  offered  over  the  next  couple 
of  quarters. 

As  real-life  information  is  gained 
about  loop  lengths,  plant  conditions 
and  customer  installations,  the  next  generation  of 
DSL  access  multiplexers  (DSLAM),  customer  premis¬ 
es  equipment  and  testing  gear  will  ensure  that  next 
year’s  customers  fare  better  than  current  early 
adopters. 

Mind  you,  none  of  this  is  an  excuse  for  poor  ser¬ 


vice  or  clumsy  installation.  The  telcos  need  to  be  bet¬ 
ter  here  —  they  need  to  be  prepared  for  taking 
orders  and  installing  customers  prior  to  launching 
the  service. 

From  what  we’ve  seen  and  experienced  —  our  firm 
has  installed  both  DSL  and  cable  modems  on  our 
internal  network  in  more  than  10  states  —  DSL  ser¬ 
vice  delivery  processes  are  not  ready  for  mass  markets 
yet.  There  aren’t  sufficient  ways  to  keep  customers 
from  falling  through  the  cracks,  which  leads  to,  well, 

more  horror  stories. 

On  the  other  hand,  we 
can’t  wait  for  a  perfect  service 
launch.  Those  who  wait  for 
all  the  i’s  to  be  dotted  and  t’s 
to  be  crossed  will  miss  the 
DSL  boat. 

Getting  to  the  customer 
first  is  the  name  of  the  game 
for  the  next  12  months.  The 
trick  seems  to  be  in  gaining 
high-speed  DSL  customers 
without  inflicting  grossly  neg¬ 
ligent  and  painful  service  delivery  processes  on  those 
users  at  the  same  time. 

Briere  is  president  and  Heckart  is  vice  president  of 
TeleChoice,  a  consultancy  in  Boston.  They  can  be  reached  at 
dbriere@telechoice.com  and  checkart@telechoice.com. 


Daniel  Briere 
Christine  Heckart 
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Increase  your  network’s  IQ  with  3Com 
Fast  EtherLink®  XL  10/100  network 
interface  cards.  Their  intelligent  fea¬ 
tures  not  only  make  them  an  active 
part  of  your  network,  but  a  productive 

DynamicAccess®  software  lets  you 
optimize  the  performance,  control, 
and  management  of  your  network. 
Traffic  prioritization  gives  financial 
applications  priority  to  close  the 
books  on  time  and  distributed  RMON 
allows  you  to  identify  bottlenecks. 
And  our  Parallel  Tasking®  II  technology 
provides  your  end-users  with  the  fast¬ 
est  data  throughput  in  the  industry. 

What’s  more,  our  Managed  PC  fea¬ 
tures  let  you  power  up  PCs  remotely 
for  after-hours  updates,  inventories, 
installations  and  repairs,  even  if  a 
damaged  PC  cannot  boot.  All  of  which 
increases  productivity  and  reduces 
costs.  (Finance  will  like  that.) 


And  everyone  thinks  the  network  is  too  damn  slow, 


DO  your  NICs  think? 


The  Fast  EtherLink  XL  10/100  NIC 


Traffic  Prioritization. 

|  distributed  RMON. 

\  Optimized 
'  data  throughput. 

Remote  Wake  Up. 
Managed  PC  Boot  Agent. 
DM  1 2.0 


To  start  solving  your  network  pro¬ 
blems  with  more  intelligence,  visit 
www.3com.com/thinkingnics/nw 


or  call  1-888-906-3C0M,  ext.  241 


More  connected 


The  CEO  thinks 


you  could  make  the  company  more  productive 


SSam  Fast  EtherLink  XL 


Finance  thinks 


it  should  have  priority  over  Web  surfers 


What  do  your  NICs  think? 
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Frame  relay / ATM  interworking 


Building  hybrid  backbones 


eorge  Yeager  had  a  critical  decision 
to  make:  He  wanted  to  help  his  company 
save  money  on  a  major  WAN  upgrade  with¬ 
out  jeopardizing  mission-critical  applications. 

The  main  data  center  location  in  Columbus, 
Ohio,  for  the  Columbia  Energy  Group  required 
seven  T-l  ports  on  AT&T’s  frame  relay  network 
just  to  handle  the  data  traffic  arriving  from 
about  140  sites  nationwide. 

Yeager,  manager  of  architecture  and  design 
for  Columbia  Energy’s  Enterprise  Multimedia 
Communications  unit,  knew  that  was  an  in¬ 
efficient  setup  because  some  access  lines 
could  lie  fallow  while  others  were  all  used  up. 
He  also  knew  that  four  of  the  company’s 
other  locations  across  the  country  were  gener¬ 
ating  enough  traffic  to  justify  higher  speed 
connections. 

Yeager  had  the  following  choices  to  upgrade 
the  network: 

•  Add  more  T-l  frame  relay  ports  at  the  high- 
volume  sites  and  pay  the  extra  access  costs. 

•  Pack  more  circuits  from  remote  sites  onto 
each  T-l  data  center  frame  relay  port  and  hope 
the  network  wouldn’t  get  congested. 

•  Migrate  to  ATM  to  get  T-3  connectivity  and 
convert  all  the  branches  to  T-l  or  slower  speeds. 

Yeager’s  decision:  None  of  the  above.  Instead, 
he  chose  frame  relay-to-ATM  interworking,  a  type 
of  hybrid  network  that  requires  no  change  in 
configuration  at  branch  offices  while  upgrading 
data  centers. 

“We  thought  an  all-ATM  network  was  prema¬ 
ture  and  too  expensive,”  Yeager  says. 

Columbia  Energy,  a  large  natural-gas  pipeline 
and  distribution  company,  will  now  have  T-3 
ATM  connections  at  the  heavy-duty  locations 
while  the  branch  offices  retain  their  frame  relay 
links.  “The  conversion  is  entirely  accomplished 
in  the  AT&T  network,”  Yeager  says. 

Yeager  is  following  an  increasingly  popular 
path  in  which  users  are  choosing  to  migrate 
only  the  locations  that  need  broadband  access 
to  ATM  in  a  two-tier  WAN  design  (see  graphic). 

But  before  you  consider  implementing  frame- 
to-ATM  interworking,  make  sure  you  know 
exactly  what  the  carrier  is  offering.  There  are 
three  different  flavors  of  interworking  standards: 

The  first,  Frame  Relay-to-ATM  Network  Inter¬ 
working,  is  a  Frame  Relay  Forum  standard  that’s 
nice  to  know  about  but  doesn’t  really  produce 
extra  user  benefits.  The  standard  allows  frame 
relay  switches  to  chop  variable-length  frame  relay 
packets  into  fixed-length  ATM  cells  and  put 
those  cells  back  together  into  frames.  Also 
known  as  Implementation  Agreement  FRF.5, 
the  technology  is  usually  installed  on  carrier 
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switches.  Deploying  FRF.5  lets  the  carrier  sell  an 
all-frame  relay  network  even  though  the  carrier 
cloud  is  really  ATM. 

The  second  flavor,  Frame-based  User-to- 
Network  Interface  (FUNI),  is  an  ATM  Forum 
standard.  FUNI  defines  a  datagram  that  looks  a 
lot  like  a  frame  relay  packet  but  with  certain 
variations  in  its  header.  The  changes  enable  the 
frame  to  match  the  way  ATM  cells  perform 
functions  such  as  multiprotocol  encapsulation 
and  class  of  service  (CoS).  FUNI  interfaces  are 


BACKBONE  MESH  WITH  A  BRANCH  STAR  NETWORK 

Frame  Relay-to-ATM  Service  Interworking  is  increasingly 
being  used  to  create  tiered  WANs.  These  WANs  can  handle 
large  numbers  of  branch  offices  without  requiring  an 
excessive  number  of  ports  or  PVCs. 


©  A  WAN  backbone  is 
created  using  T-3  or 
higher  ATM  links. 


©For  four  backbone  locations, 
six  ATM  PVCs  create  a  full 
mesh. 


Data  center 

backbone 

location 


Xf 


ATM  T-3 
Frame  56K 


©  Each  backbone  site  is  connected 
with  regional  and  branch  offices  using 
frame  relay  PVCs  of  varying  speeds. 
Switches  in  the  carrier  network 
perform  translation  of  the  frame  relay 
PVC  to  the  ATM  PVC  transparently  to 
the  end  user. 


Carrier  switch 
T-l  ATM  port  S  . 

I 

Branch  * 

office  Carrier  ATM 
backbone 
network 


designed  to  be  installed  at  branch  offices  while 
the  data  center  upgrades  to  a  private  ATM 
switch  or  T-3  access  into  the  carrier’s  ATM  net. 

The  third  standard,  Frame  Relay-to-ATM 
Service  Interworking,  was  ratified  by  the  Frame 
Relay  Forum  in  1995  and  is  also  known  as 
Implementation  Agreement  FRF.8.  In  addition 
to  chopping  frames  into  cells,  FRF.8  maps  a 
company’s  frame  relay  permanent  virtual  cir¬ 
cuits  to  its  ATM  PVCs.  That  way,  users  can  in¬ 
stall  standard  frame  relay  links  at  some  sites  and 
standard  ATM  links  at  others. 

Of  the  three  standards,  many  frame  relay  users 
already  enjoy  network  interworking  because  their 
carriers  use  it  on  their  backbones.  But  the  tech¬ 


nology'  does  not  provide  additional  bandwidth  to 
any  of  the  customer  locations.  That  leaves  users 
seeking  additional  WAN  horsepower  to  choose 
between  FUNI  and  service  interworking. 

FUNI  gives  users  the  benefits  of  ATM  at  rela¬ 
tively  low-traffic  sites  without  forcing  them  to 
accept  ATM’s  big  disadvantage  —  the  fact  that  5 
bytes  out  of  every  53  are  lost  to  overhead.  But 
FUNI  interfaces  and  frame  relay  interfaces  aren’t 
exactly  the  same,  so  a  lot  of  customer  premises 
equipment  software  has  to  be  swapped  out. 

Service  interworking,  by  contrast,  requires  no 
changes  at  all  at  the  frame  relay  sites.  Yet  it  can 
have  a  positive  impact  on  overall  net¬ 
work  performance.  Consider  a  situation 
in  which  an  end  user  at  a  frame  relay 
site  is  sending  traffic  to  an  ATM-based 
data  center,  explains  Tom  Siracusa,  gen¬ 
eral  manager  of  AT&T’s  Data  Network 
Design  &  Performance  Analysis  Group. 
When  the  traffic  hits  a  switch  on  the 
AT&T  network  it  sends  the  traffic  along. 
The  switch  doesn’t  wait  until  it  has 
received  the  entire  frame  relay  data¬ 
gram,  which  might  run  1,500  bytes. 

But  the  failure  of  FUNI  to  take  off 
leaves  some  gaps  in  functionality.  Unlike 
FUNI,  service  interworking  does  not 
support  many  of  ATM’s  CoSes  back  to 
the  frame  relay  site. 

Siracusa  concedes  that  the  only  ATM 
service  class  that  works  perfectly  under 
AT&T  service  interworking  is  ATM  vari¬ 
able  bit  rate  nonreal  time.  Yet  many 
users  say  that’s  acceptable  because  their 
initial  reason  for  installing  service  inter¬ 
working  was  to  cost-effectively  boost  net¬ 
work  speeds  and  feeds. 

Columbia  Energy  concentrated  on 
boosting  its  data  capacity  rather  than  wor¬ 
rying  about  CoSes.  Eargely  because  its 
frame  relay/ ATM  network  carries  mission- 
critical  traffic  that  regulates  the  flow  of  gas 
through  the  company’s  pipelines,  Yeager  chose 
not  to  rely  on  the  technique  of  oversubscription. 
That’s  the  practice  of  assigning,  say,  twice  as 
much  frame  relay  bandwidth  coming  off  remote 
sites  to  a  single  data  center  port,  which  would 
result  in  an  oversubscription  ratio  of  200%. 

Because  Columbia  Energy  is  only  willing  to  run 
a  maximum  125%  oversubscription,  the  T-3  ATM 
links  in  the  center  of  the  network  were  key  to 
obtaining  the  needed  bandwidth  cost-effectively, 
Yeager  says.  Even  better,  the  new  T-3  access  link 
can  also  replace  a  mishmash  of  additional  T-l  and 
subrate  dedicated  access  lines  for  Columbia’s  call 
center  and  outbound  voice  traffic.  ■ 
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E-comm  firms  prove  to  be  money  magnets 


Briefs 

■  Firewall  maker  Cyber- 
Guard  last  week  said  it  has 

suspended  two 
of  its  top  execu¬ 
tives  and  plans  to  restate 
its  financial  results  for  the  third 
quarter,  ended  March  31.  The 
results  may  prove  to  be  off  base 
to  the  tune  of  $2.5  million, 
according  to  the  Fort  Lauder¬ 
dale,  Fla.,  company.  A  special 
committee  will  take  control  of 
the  company  in  the  wake  of  the 
suspensions  of  Robert  Carberry, 
CyberGuard’s  chairman  and 
CEO,  and  Bill  Murray,  the  com¬ 
pany’s  chief  financial  officer.  At 
issue  is  CyberGuard’s  revenue 
recognition  policy,  an  account¬ 
ing  procedure  that  determines 
when  a  company  can  officially 
acknowledge  revenue,  according 
to  a  company  spokeswoman. 

■  Oracle  has  announced 
plans  to  acquire  call  center  soft¬ 
ware  vendor  Versatil¬ 
ity/or  about  $12  million. 
Versatility’s  line  of  computer 
telephony 
integration- 
enabled  soft¬ 
ware  will  add 
an  outbound 
telemarketing 
function  to 
Oracle’s  existing  inbound  call 
center  service  application, 
Oracle  says.  Versatility’s  soft¬ 
ware  enables  call  routing,  third- 
party  call  control,  coordinated 
call  transfers  and  screen  syn¬ 
chronization. 

■  Security  product  vendor 

Axent  Technolo¬ 
gies  last  week  said  it  is 
acquiring  Secure  Net¬ 
work  Consulting, 

an  information  security  con¬ 
sulting  firm  in  San  Antonio, 
Texas.  Terms  of  the  agreement 
were  not  disclosed.  Axent  says 
the  acquisition  unit  let  the  com¬ 
pany  complement  its  products 
with  services  for  designing  and 
managing  security  infrastruc¬ 
tures.  Axent,  based  in  Rockville, 
Md.,  offers  a  product  suite  that 
includes  security  assessment, 
intrusion  detection,  remote 
access  security,  single  sign-on 
and  other  tools. 


By  Chris  Nerney 

BigBook,  Inc.  of  San 
Francisco  runs  an  online 
equivalent  of  the  Yellow  Pages. 

CrossRoute  Software  of 
Redwood  Shores,  Calif., 
makes  supply-chain  manage¬ 
ment  software. 

Online  Monitoring  Services 
of  Alexandria,  Va.,  offers 
business-to-business  intellectu¬ 
al  property  protection  services 
on  the  Internet. 

These  companies  are  in 
entirely  different  market  seg¬ 
ments,  but  the  firms  have  two 
things  in  common: 

•  They  are  among  the  more 
than  200  network  companies 
that  received  a  record  total  of 
$1.14  billion  in  venture  capital 
in  the  second  quarter,  accord¬ 
ing  to  the  latest  Pricewater- 
houseCoopers/ Network  World 
Venture  Capital  Survey 

•  They  are  part  of  a  huge 
wave  of  electronic  commerce 
software  and  services  compa¬ 
nies  that  are  building  the 
infrastructure  for  the  Internet 
economy. 

Business  first 

In  particular,  start-ups  tar¬ 
geting  business  customers  are 
attracting  heavy  backing  from 
venture  capitalists  and  other 
investors. 

“Unequivocally,  the  Inter¬ 
net  action  is  in  the  business- 
to-business  side,”  says  Kirk 
Walden,  director  of  the  quar¬ 
terly  survey. 

CrossRoute,  for  example, 
received  $8  million  in  third- 
round  funding  from  a  half 
dozen  venture  firms.  The 
company’s  flagship  product 
is  server-based  software  that 
supports  functions  such  as 
supply-chain  integration,  dis¬ 
tributor  ordering,  logistics 
coordination  and  inventory 

Get  more  online: 

o Query  a  survey 
database  or  down¬ 
load  a  spreadsheet 
with  the  results. 

o  Links  to  venture  capital  surveys 
from  previous  quarters. 


replenishment. 

Online  Monitoring  Services 
was  given  $3.15  million  in  first- 
round  funding  from  Piper  & 
Marbury  LLP,  a  Baltimore 


CAPITAL  VENTURES 


business  law  firm.  Founded  in 
1997,  Online  Monitoring 
Services  sells  a  product  called 
WebSentry,  a  search  engine 
that  continuously  monitors 
the  World  Wide  Web  for  pages 
that  misuse  a  client’s  intellec- 


By  Paul  McNamara 

Microsoft’s  claim  of  having 
achieved  supremacy  in  the 
enterprise  messaging  market  is 
premature,  according  to  the 
author  of  one  study  upon 
which  that  boast  is  based. 

The  claim  is  also  “an  insult 
to  customers,”  says  Lotus, 
whose  flagship  Notes  software 
has  reigned  atop  the  messag¬ 
ing  world  since  long  before 
Exchange  was  a  gleam  in  Bill 
Gates’  eye. 

However,  Microsoft  does 
have  a  case  to  make. 

Preliminary  figures  from  the 
Electronic  Mail  8c  Messaging 
Systems  (EMMS)  newsletter 
survey  show  Exchange  gaining 
3.55  million  seats  in  the  second 
quarter  vs.  3.1  million  for 
Notes.  This  is  the  second  con¬ 
secutive  quarterly  gain  for 
Exchange  over  Notes  in  the 


tual  property. 

Two  of  the  five  largest  net¬ 
work  venture  deals  in  the  sec¬ 
ond  quarter  involved  ISPs  that 
cater  to  business  customers 


(see  graphic  above).  Inter¬ 
national  service  provider  VIA 
Internet  of  Denver  grabbed 
$51.5  million  in  second-round 
funding  from  10  different  ven¬ 
ture  firms,  and  Epoch 
Networks  of  Irvine,  Calif., 


EMMS  count,  which  is  based 
on  input  from  vendors  and 
watched  closely  by  industry 
experts. 

Microsoft  was  quick  to  tout 
these  latest  numbers  as  evi¬ 
dence  that  Exchange  has  over¬ 
taken  Notes  as  the  messaging 
leader. 

However,  that  is  an  overstate¬ 
ment,  cautions  Eric  Arnum, 
editor  of  the  EMMS  newsletter. 

“Congratulations  are  in 
order  for  Microsoft,  but  I 
would  hate  for  anyone  to  think 
that  this  is  a  permanent  shift  in 
market  leadership,”  Arnum 
says.  “The  results  are  a  sign 
that  these  guys  will  be  dogging 
each  other  and  that  every  quar¬ 
ter  one  or  the  other  will  be 
slightly  ahead.” 

In  fact,  Arnum  predicts  that 
Notes  will  outsell  Exchange  in 
the  fourth  quarter  of  this  year, 


landed  $25  million  in 
funding  from  HarbourVest 
Partners. 

The  $1.14  billion  in  second- 
quarter  network  investments 


topped  the  previous  mark  of 
$1.03  billion  set  in  the  fourth 
quarter  of  1997. 

With  $2.06  billion  invested 
in  377  network  companies 
through  the  first  half  of  the 
See  Venture,  page  24 


presuming  Lotus  ships  Version 
5.0  of  the  product  as  promised. 

In  a  detailed  response  posted 
on  its  Web  site  (www.lotus.com), 
IBM’s  Cambridge,  Mass.,  sub¬ 
sidiary  blasts  Microsoft  for  what 
it  calls  a  loose  accoundng  of 
Exchange  sales  figures. 

“For  the  market  and  our 
industry  in  general,  it’s  not 
valuable  —  in  fact,  it’s  an  insult 
to  customers  —  for  software 
vendors  to  make  reckless  and 
inaccurate  momentum  claims,” 
the  statement  reads. 

Microsoft,  for  its  part,  remains 
unbowed  by  such  criticism. 

“We’ve  seen  incredibly 
strong  momentum  behind 
Exchange  Server,”  says  Dave 
Malcolm,  a  Microsoft  product 
manager.  “Through  June  1998, 
the  installed  base  of  Exchange 
Server  has  reached  16.6  mil- 
See  Messaging,  page  24 


The  following  Internet  and  network  companies  raised  the  most  money  from  venture  capitalists  in  the 
second  quarter. 


Company 

Amount 

Investment 

round 

Type  of  business 

VIA  Internet,  Denver 

$51.5  million 

Second 

International  ISP 

US  Internetworking,  Annapolis,  Md. 

$33  million 

First 

Internet  communications  access 

Triton  Network  Systems,  Orlando 

$26  million 

Second 

Wireless  telecommunications 

Epoch  Networks,  Irvine,  Calif. 

$25  million 

Second 

National  ISP  for  businesses 

Garden  Escape,  Austin,  Texas 

$20  million 

Fourth 

Online  gardening  retailer 

All  funding  amounts  listed  come  from  multiple  sources,  with  the  exception  of  Epoch,  which  was  financed  by  HarbourVest  Partners. 


SOURCE:  PRICEWATERHOUSECOOPERS,  SAN  JOSE,  CALIF. 


Messaging  leadership  debated 

Lotus  and  Microsoft  tussle  over  enterprise  messaging  supremacy. 


Network  World  •  August  31, 1998  •  www.nwfusion.com  •  23 


Intranet  Applications 


Venture 

Continued  from  page  23 

yeat r,  the  1997  record  of  $3.64 
billion  in  venture  capital 
invested  in  711  companies 
appears  to  be  in  jeopardy. 

As  has  been  the  case  in  the 
past  three  quarters,  start-ups 
developing  wireless  communi¬ 
cations  products  and  services 
represented  the  most  popular 
high-tech  investment  category 
in  the  second  quarter. 

During  the  past  quarter, 
22  wireless  firms  received 
funding. 

Internet  in  the  lead 

But  overall,  the  Internet 
continues  to  dominate  net¬ 
work  investing. 

Sixty  percent  of  the  209 
network  companies  that 
received  venture  backing  in 
the  second  quarter  are 
Internet-oriented. 

Some  of  these,  such  as 
BigBook  ($400,000  in  bridge 
financing,  which  is  a  supple¬ 
mental  influx  of  cash  between 
rounds)  and  online  retailer 
Garden  Escape,  Inc.  of  Austin, 
Texas  ($20  million  in  fourth- 
round  funding),  have  built 
business  models  around  their 
Web  sites. 

However,  Walden  says  many 
venture  capitalists  are  no 
longer  as  eager  to  make  big 


bets  on  start-ups  whose  main 
source  of  revenue  is  derived 
from  drawing  large  audiences 
for  advertisers. 

“Not  a  lot  of  those  mass 
providers  are  making  money,” 
he  says.  “Sure,  you  have  a 
Yahoo,  but  there  are  always 
exceptions  to  the  rule.” 

Niche  investing 

The  survey  indicates  that 
venture  capitalists  increasingly 
are  financing  compa¬ 
nies  that  are  targeting 
narrow  customer 
bases.  Among  the 
start-ups  aiming  at  spe¬ 
cific  audiences  are: 

•  QuestLink  Tech¬ 
nologies,  Inc.,  of 
Austin,  Texas,  which 
offers  Web-based  in¬ 
formation  and  prod¬ 
ucts  for  electronic 
design  engineers. 

The  company  re¬ 
ceived  $200,000  in 
bridge  funding  from 
Trellis  Partners.  Quest- 
Link,  founded  in  1995,  runs 
a  Web  site  (www.questlink. 
com)  from  which  anyone 
in  the  “worldwide  design 
engineering  community”  can 
find  and  order  just  the 
right  bipolar  transistor  or 
microcontroller. 

•  New  York-based  Comet 
Systems,  Inc.,  which  was 
given  $2.5  million  in  first- 


round  funding  from  Prospect 
Street  Ventures.  Founded 
early  last  year,  Comet  licenses 
the  Comet  Cursor,  a  develop¬ 
ment  tool  that  enables  Web 
site  designers  to  customize 
users’  cursors  once  users  visit 
the  site. 

•  Premier  Appraisals,  Inc. 
of  Atlanta,  which  scored  $9 
million  in  second-round  fund¬ 
ing  from  Chrysalis  Ventures, 
Moore  Capital  Management 


and  several  others. 

Premier  is  an  electronic 
commerce  company  targeting 
mortgage  and  home  equity 
lenders. 

The  company  offers 
appraisals,  title  searches  and 
flood  zone  information  in  the 
Southeast. 

•  Digital  IQ  Corp.,  based  in 
Saratoga,  Calif.,  which 


received  a  $2.5  million  first 
round  of  funding  from 
Brentwood  Venture  Partners. 

Digital  IQ  sells  software  to 
companies  that  want  to  run 
Internet  promotions  and 
coupons. 

•  Plansoft  Corp.,  which 
sells  Internet-based  applica¬ 
tion  software  to  the  conven¬ 
tion  and  meeting  planning 
industry. 

The  company  received  $4.7 
million  in  its  second  round 
of  financing  from  Patricof 
&  Co.  Ventures,  Primus 
Venture  Partners  and 
Wasserstein  Adelson  Ventures. 
Founded  in  1991,  Plansoft  is 
based  in  Twinsburg,  Ohio. 

The  company’s  Web  site 
offers  search  engines  for 
meeting  facilities,  supplies 
and  organizations. 

•  Neoforma,  Inc.  of  Moun¬ 
tain  View,  Calif.,  which  runs  a 
business-to-business  Web  site 
for  the  medical  industry. 

The  company  landed  a 
$5  million  round  of  seed 
financing  from  Venrock 
Associates. 

Neoforma’s  site  (www. 
neoforma.com)  provides  cus¬ 
tomers  with  information  on 
medical  products  and 
services  from  more  than 
12,000  companies  ranging 
from  makers  of  cardiology 
equipment  to  bathroom  sup¬ 
ply  vendors.  ■ 


Messaging 
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lion  users,  making  Exchange 
the  fastest  growing  server  in 
PC  server  history.” 

Microsoft  also  points  to  a 
survey  it  commissioned  of  the 
50  largest  companies  to  ascer¬ 
tain  which  messaging  system  is 
the  standard  within  those 
organizations. 

The  survey,  conducted  by 
the  Radicati  Group,  showed 
that  26  of  the  50  companies 
have  standardized  on  Ex¬ 
change,  while  12  reported 
Notes  was  their  primary  mes¬ 
saging  platform. 

Lotus  often  brags  about 
counting  42  of  the  largest  50 
companies  as  customers. 

“It  may  be  true  that  Lotus 
has  pockets  of  Notes  in  depart¬ 
ments,  but  when  you  look 
across  the  enterprise  for  the 
messaging  standard,  Exchange 
is  there,”  Malcom  says. 

One  Lotus  customer  says  he 
does  not  see  all  the  claims  and 
counterclaims  as  evidence  of 
an  important  shift  in  market¬ 
place  dominance.  Lotus’  top 
ranking  is  not  at  risk,  says  Alky 
Poulias,  LAN  administrator  at 
xpedx,  a  division  of  Inter¬ 
national  Paper  in  Covington, 
Ky.  Notes  is  “a  very  mature 
product  that  keeps  getting  bet¬ 
ter  and  better,”  he  says.  ■ 


’Net  bets 


Of  the  209  network  companies  that 
received  venture  financing  In  the 
second  quarter,  60%  are  Internet- 
oriented.  Among  the  most  popular 
categories  are: 


Electronic  commerce 

16% 

Intranet  software 

9% 

Internet  access 

9% 

Security 

6% 

ISP  services 

6% 

SOURCE:  PRICEWATERH0USEC00PERS,  SAN  JOSE.  CALIF. 


’NET  INSIDER 

Examining  architectural  differences 


Ohe  architecture  of  the  Internet  is  different  from 
that  of  the  public  telephone  network  in  the 
same  way  the  architecture  of  Internet  applications 
can  be  quite  different  from  that  of  like  applications 
running  over  telephony  networks.  Two  examples  of 
such  applications  come  to  mind:  PBX-based  telepho¬ 
ny  and  electronic  data  interchange. 

A  traditional  PBX  consists  of  a 
small  number  of  interconnected 
core  systems,  only  one  of  which 
local  telephones  typically  need 
to  connect  with.  Placing  a  call 
involves  making  a  connection 
from  one  phone  to  the  PBX 
and  sending  a  command  (a 
series  of  digits  to  select  the  tar¬ 
get  of  the  call)  to  the  PBX, 
which  then  connects  to  the  tar¬ 
get  phone. 

In  a  traditional  electronic  data  exchange  (EDI) 
environment,  one  customer  connects  to  a  server  at  an 
EDI  service  provider,  typically  over  a  dial-up  or  dedi¬ 
cated  line,  and  deposits  a  specially  formatted  message 
on  the  server  addressed  to  another  customer  of  the 
same  EDI  sendee  provider.  The  message  transfer  is 
completed  when  the  other  company  calls  in  or  initi¬ 
ates  contact  over  a  dedicated  line. 


Both  of  these  examples  involve  a  user  connecting 
to  a  core  server  that  then  controls  the  transaction  with 
a  second  user. 

This  model  is  considerably  different  from  that  used 
by  most  Internet-based  applications,  which  tend  to  be 
peer-to-peer. 

When  sending  e-mail  using  the  traditional  Internet 
model,  an  e-mail  client  on  my 
local  computer  connects  to  an 
e-mail  server  on  the  target 
machine  to  transfer  the  message. 

This  model  has  been  aug¬ 
mented  somewhat  by  the  addition 
of  local  post  office  protocol 
servers  at  many  locations,  but  even 
so,  the  network  does  not  need 
dedicated  servers  that  act  as 
exchange  points.  The  communi¬ 
cation  is  end-to-end  rather  than  end-to-middle  and 
then  middle-to-end. 

PBX  and  EDI  services  are  now  moving  to  the 
Internet,  and  vendors  are  proposing  two  very  differ¬ 
ent  strategies  for  offering  such  services.  One  strategy 
is  to  just  replace  the  dial-up  and  dedicated  lines  with 
Internet  connections. 

In  this  model  all  of  the  communication  still  goes 
through  a  core  server.  In  the  case  of  a  PBX-oriented 


telephony  service,  this  means  that  Internet-enabled 
phones  would  connect  to  a  PBX  server  in  the  local 
network  and  request  a  connection  through  the  server 
to  a  target  Internet  phone. 

But  there  is  no  requirement  to  do  this  over  the 
Internet.  An  Internet-enabled  phone  could  connect 
directly  to  another  Internet  phone  over  the  ’Net.  The 
only  infrastructure  components  needed  besides  the 
network  itself  are  some  simple  name  resolution 
services. 

In  some  cases,  such  as  with  EDI,  the  central  server 
can  perform  auditing  functions.  But  even  here,  if  the 
correspondents  trusted  each  other,  no  core  server 
would  be  needed. 

I  expect  to  see  Internet-oriented  PBX  telephony 
and  EDI  offerings  based  on  central-server  and  peer-to- 
peer  architectures. 

But  I  anticipate  that  the  peer-to-peer  model  will, 
like  the  distributed  architecture  of  the  Internet  itself, 
be  the  successful  long-term  model.  Those  who  think 
they  are  going  to  make  money  running  or  building 
core  servers  for  these  functions  will  have  a  hard  time 
because  these  people  do  not  understand  the 
Internet’s  underlying  architecture. 

Disclaimer:  As  an  aggressively  decentralized  institu¬ 
tion,  Harvard  rarely  encounters  the  problems  of  cen¬ 
tralized  services.  But  in  any  case,  the  above  observa¬ 
tions  are  my  own. 

Bradner  is  a  consultant  with  Harvard  University’s 
University  Information  Systems.  He  can  be  reached  at  sob@har- 
vard.edu. 


Scott  Bradner 
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EXHIBITION 
OCT.  21-23, 1998 


Free  Exhibition  Pass  To  NetWorld+Interop  98  Atlanta 


For  your  FREE  3-day  Exhibition  Pass  to  NetWorld'+Interop®  98 
Atlanta,  return  this  card  by  Oct.  7, 1998.  After  that  date,  bring  it 
with  you  to  the  Exhibition,  Oct.  21-23,  at  the  Georgia  World 
Congress  Center.  Without  this  card,  on-site  registration  is  $50. 

No  one  under  16  admitted,  including  infants. 

IMPORTANT  NOTE:  You  must  complete  the  four  profile 
questions  to  be  eligible  for  your  free  pass. 

First  Name: 

Last  Name: 

Company: 

Title: 

Address: 

City: State: 

Zip: Country: 

Tel: _  Fax: _ 

*  E-mail: _ 

■  II  you  would  like  information  sent  via  E-mail  in  the  future.  EAIE8BZZ 

Register  at  www.interop.com, 
or  fax  to  650-525-0199. 
Questions?  Call  800-062-6513. 


ATTENDEE  PROFILE 

You  must  complete  all  four  questions 
to  receive  your  free  Exhibition  pass. 

1)  Please  indicate  the  category  closest  to 
your  company/organization’s  primary 
business,  (check  one) 

□  A.  Aerospace 

□  B.  Communications  Carriers 

(CLEC,  LEC,  IXC) 

□  C.  Internet  Service  Provider  (ISP) 

□  D.  Financial  Services:  Banking.  Insurance 

□  E.  Manufacturing:  Computers/Software 

□  F.  Manufacturing:  Non-computer 

□  G.  Govemment/Military 

□  H.  Transportation/Utilities 

□  I.  Wholesale/Retail.  Non-computer 

□  J.  Education/Healthcare 

□  K.  Computer  Reseller/RetailerA/AR 

□  L.  Systems  Integration/Consulting 

□  M.  Other 

NOTE:  If  you  checked  K  or  L,  please  answer 
questions  3-4  as  if  you  were  employed  by 
your  most  frequent  or  typical  customer. 

2)  Please  indicate  your  level  of  job 
responsibility,  (check  one) 

□  A.  Executive  QB.  Manager  QC.  Staff 

3)  Please  indicate  the  category  that  best 
reflects  your  primary  job  function. 

(check  one) 

□  A.  I  S/IT/MIS 

□  B.  LAN/Network  Systems 

□  C.  Internet/Web/Intranet 

□  D.  Telecommunications 

□  E.  PC/Microcomputer/Information  Center 

□  F.  Systems  Analyst/Applications 

Development 

□  G.  Systems  Engineer/Integration 


□  H.  Other  Computer  Related 

□  I.  Executive/Corporate  Office 

□  J.  Financial/Accounting 

□  K.  Engineering/R&D 

□  L.  Sales/Marketing 

□  M  Other  Departmental 

□  N  Consulting  (Computer  Related) 

□  0.  Training/Education 

□  P.  Other  Professional 

4)  I  specify,  recommend,  approve,  purchase 
or  influence  the  purchase  of  the  follow¬ 
ing  computer  products  or  services: 

(check  all  that  apply) 

□  A.  Network  Interlace  Cards 

□  B.  Hubs 

□  C.  Switches 

□  D.  Networks  OS 

□  E.  Groupware/Email  Servers 

□  F.  File/PrintServers 

□  G.  Application/Database  Servers 

□  H.  Communication/Fax/Terminal  Servers 

□  I.  Bridges/Routers/Gateways 

□  J.  Remote  Access  Products 

□  K.  Network  Management 

Systems/Software 

□  L  Network  Security 

□  M.  Network  Monitors/Analyzers/ 

Network  Test  Equipment 

□  N.  Web  Browsers/Search  Tools/Engines 

□  0.  Web  Servers 

□  P.  Web  Server  Management 

□  Q.  HTML  Authoring  Tools/ 

Other  Development  Tools 

□  R.  Audio/Video/Multimedia  Enabling  Tools 

□  S.  Web  Publishing  Tools 

□  T.  Firewall/Security/Encryption  Software 

□  U.  Transaction  Processing 

□  V.  PBX  Systems 

□  W.  Videoconferencing 

□  X.  Computer  Telephony 
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Discover  the  Outer 
Reaches  of  Networking 


Experience  the  most  forward-thinking  technologies  from 
over  600  top  networking  vendors.  Expand  your  knowledge 
and  capabilities  through  NetWorld+Interop's  world- 
renowned  educational  programs.  Meet  networking's 
visionaries  and  discover  what  the  future  holds.  That's 
why  we  call  it  the  Definitive  Networking  Event. 


What's  happening  at  NetWorld+Interop  is  what's  shaping 
the  future.  It's  the  one  event  that's  too  important  to  miss. 


At  the  heart  of  it  all  is  the  InteropNet .  The  world's  largest 
short-term,  real-time  network  is  the  only  place  to  see  so 
many  technologies  interacting  in  ways  you  never  thought 
were  possible. 
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INTERNATIONAL  DATA  GROUP 


Words 

have  the  power  to 
unite,  to  define,  to  set  a 
course.  And  when  words 
appear  between  the  covers  of  IDG 
publications,  they  have  an  even  greater 
power:  they  influence  the  most  critical 
economic  force  in  the  world  today  -  the 
technology  buyers  driving  the  Information  Age. 

There  are  many  people  involved  in  selecting 
technology  to  drive  business  results.  And  IDG  is  the 
only  publisher  with  the  breadth  of  trusted  resources  to 
reach  the  full  spectrum  of  IT  buyers.  Each  IDG  publication 
maps  to  a  specific,  influential  audience  responsible  for 
driving  the  adoption  of  technology.  IDG  allows  marketers 
to  place  their  message  within  award-winning  editorial 
environments  where  they  can  effectively  influence  all  levels  of 
the  decision  making  process. 

With  IDG  publications  like  CIO,  Computerworld, 
Info  World,  Network  World  and  PC  World  (plus  290  others  in  75 
countries),  you  have  the  highly  targeted,  relevant  editorial  that 
buyers  turn  to  first.  And  through  IDG's  225  Web  sites,  buyers 
get  the  timely  and  straightforward  perspective  they  need 
when  deciding  on  new  technologies.  The  fact  is  no  one 
addresses  the  concerns  of  this  extensive  community  like  IDG. 
Innovation  excites.  Yet  it  can  also  be  a  barrier  to  those  who 
don't  completely  understand  it.  That's  why  IDG  is  there  to 
decipher,  go  below  the  surface  and  convert  information 
into  the  wisdom  necessary  to  help  our  readers  make 
smart,  comfortable  buying  decisions. 

IDG  also  provides  opinion,  insight  and 
inspiration  through  their  leading  research 
company  (IDC),  best-selling  book  titles  and 
numerous  worldwide  industry  events. 

All  of  which  make  IDG  the  most 
trusted  source  for  technology 
information  anywhere 
in  the  world. 

Answers  for  the  Information  Age 


Discover  the  superstar  in  managed  host  access. 


Looking  for  the  best  solution  for  integrating  Digital™  and  UNIX®  hosts 
with  Microsoft®  Windows®  desktops?  You  won’t  have  to  look  far  at  all. 
You'll  find  it  in  the  Attachmate®  constellation.  KEA!®420  and  KEA!  340  are 
stellar  performers  when  it  comes  to  integrated  host  access,  unsurpassed 
manageability  and  increased  productivity. 


Chart  a  course  with  the 
KEA!  Discovery  Kit. 
When  you  are  looking 
for  performance  that’s 


light  years  ahead. 


But  isn’t  that  just  what  you  would  expect  from  Attachmate?  As  the  world  leader  in  enterprise 
connectivity,  we  understand  the  reliance  you  place  on  mission-critical  business  applications.  It’s  no 
wonder  that  four  out  of  five  Fortune  500  companies  choose  Attachmate. 

Discover  how  to  manage  host  access  for  lower  cost  of  ownership.  Get  the  KEA!  Discovery  Kit, 
complete  with  fully  functional  90-day  trial  versions  of  KEA!  420,  KEA!  340,  and  KEA!  X,  Attachmate's 
proven  PC  X  server,  plus  information  on  Attachmate's  Client  and  Server  for  NFS.  Just  call  1-800-933-6751 
or  visit  our  website  at  www.attachmate.com/ad/nwx.asp 


Call  1-800-933-6751 
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security. 


FireWall-1®  is  the  most  comprehensive  security  suite  available 
on  the  market  today.  Built  on  a  common  architectural  frame¬ 
work,  its  components  work  together  to  increase  security 
across  your  enterprise.  You  get  access  control,  authentication, 
content  security  and  network  address  translation.  It's  truly  a 
complete  enterprise  security  suite. 

Customize  it  to  be  as  unique  as  your  network. 

As  comprehensive  as  FireWall-1  is,  we  still  left  room  for 
customization.  The  industry-standard  OPSEC  architectural 
framework  lets  you  integrate  more  than  150  best  of  breed 
applications,  all  of  which  can  be  set  up,  configured,  and 
managed  from  the  same  console  as  FireWall-1.  Of  course, 
you  also  get  Stateful  Inspection,  the  Check  Point-patented 
technology  that  delivers  superior  performance  and 
unparalleled  application  support. 


Comprehensive  policy  management. 

Because  FireWall-1  is  tied  together  with  a  policy  manage¬ 
ment  framework,  you  can  write  the  policy  once,  then  apply  it 
to  everything.  This  includes  plug-in  security  applications  and 
the  FireWall-1  core  security  suite  deployed  on  hardware  and 
platforms  such  as  UNIX,  NT,  routers  and  switches. 

Get  free  evaluation  software  and  see  for  yourself. 

Naturally,  a  comprehensive  suite  calls  for  a  comprehensive 
offer.  So  here  it  is,  register  to  receive  free  FireWall-1 
evaluation  software  and  well  give  you  a  Guide  to  Enterprise 
Security,  absolutely  free. 


Go  to  www.checkpoint.com/security 
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Switches 


By  choosing  FireWall-1,  the 
industry’s  #1  firewall,  you’re  also 
choosing  a  complete  enterprise 
security  suite.  With  its  unique  policy 
management  framework,  your  entire 
network  stays  secure. 


Check  Point 

Software  Technologies  Ltd. 


CHECK  POINT  SOFTWARE  TECHNOLOGIES  LTD.  Check  Point,  the  Check  Point  logo,  FireWall-1,  ConnectControl,  Open  Security  Manager,  OPSEC  and  VPN- 1 
are  trademarks  or  registered  trademarks  of  Check  Point  Software  Technologies  Ltd.  RealSecure  is  a  registered  trademark  of  Internet  Security  Systems.  Inc. 
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Wayne  Applehans,  manager  of 
knowledge  resource  strategies  at 
J.D.  Edwards,  and  his  hound  dog 
contemplate  future  intranet  search 
techniques. 

Photo  by  Patricia  Barry  Levy 
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COVER:  LEAVE  IT  TO  THE  HOUND.  Next- 

generation  intranet  search  tools  promise  to  track  down 
information  proactively  based  on  predefined  user  profiles. 
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Profile 

Intranet 


CLEAN  UP  THIS  MESS!  Following  our  five  tips 

ought  to  help  you  get  even  the  untidiest  of  intranets 
shipshape.  16 


DEPARTMENTS 

HOT  LINKS.  Your  virtual  connection  to  news  bits, 
opinion,  insight,  humor  and  other  marginalia  from  planet 
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FROM  THE  EDITOR 

You  might  not  think  it  possible  if  you  could  see  my 
office,  but  I’m  usually  pretty  good  at  knowing 
exactly  where  I’ve  placed  that  memo  or  jotted 
down  that  e-mail  address.  I’ve  organized  the  clutter. 

The  same  holds  true  for  my  desktop  computer.  I’ve  got 
my  directories  and  subdirectories,  folders  and  documents 
all  sorted  out  into  nice  little  hierarchical  groupings  that 
make  zeroing  in  on  a  particular  item  a  matter  of  a  few 
quick  mouse  clicks. 

I  expect  no  less  organization  from  the  online  resources  I 
use  while  at  work.  That  means  if  I’m  looking  for  something 
in  the  Network  World  Fusion  article  archive,  on  our  intra¬ 
net  or  out  on  the  World  Wide  Web,  I  expect  a  targeted 
search  to  turn  it  up.  My  trust  in  Internet  search  engines  has 
floundered,  though  —  there’s  just  so  much  out  there  it’s 
hard  to  have  confidence  in  search  results,  no  matter  how 
high  they  rank  in  relevancy. 

You  don’t  want  disheartened  users  searching  your  Web, 
especially  if  you’re  pushing  the  intranet  as  the  knowledge 
management  hub  that  will  propel  the  company  into  the 
next  century  as  a  solid,  savvy  business.  But  that’s  just 
what’s  going  to  happen  if  employees  or  business  partners 
have  to  struggle  to  find  information,  particularly  informa¬ 
tion  they  know  is  out  there  somewhere.  If  your  users  lose 
heart,  the  value  of  your  Web  tanks. 

That’s  what  makes  the  advent  of  the  next-generation 
search  technology  we  discuss  in  our  cover  story,  beginning 
on  page  13,  so  exciting.  Intranet  tool  makers  are  poised  to 
diverge  significantly  from  their  Internet  counterparts  with 
engines  that  will  really  cater  to  the  person  doing  the  search. 

The  controlled  environments  of  intranets  and  extranets 
are  perfect  outlets  for  new  technologies  that  tag  documents 
with  descriptive  labels  meant  to  enable  easy  location,  en¬ 
gage  in  searches  based  on  user  profiles,  and  create  visual 
maps  of  search  results.  In  effect,  this  new  technology  will 
take  the  search  out  of  searching.  Enabling  that,  it  seems, 
should  be  among  every  intranet  manager’s  goals. 

—  BETH  SCHULTZ,  executive  editor 
bschultz@nww.com 


STAFF 

BETH  SCHULTZ 

Executive  Editor  (bschultz@nww.com) 
Phone:  (773)  283-0213 

PEGGY  WATT 

Senior  Editor  (pwatt@nww.com) 

Phone:  (650)  903-9519 

MARK  GIBBS 

Editorial  Adviser  (mgibbs@gibbs.com) 
Phone:  (805)  643-4999 

LEE  SCHLESINGER 

Test  Center  Director  (lschlesi@nww.com) 

CHARLEY  SPEKTOR 

Managing  Editor 

TOM  NORTON 

Art  Director 

ROB  STAVE 

Network  World  Design  Director 

ALLYSON  NICKOW1TZ 

Deputy  Art  Director 

MELISSA  REYEN 

Copy  Editor 

NETWORK  WORLD,  1 

NC. 

JOHN  GALLANT 

Editor  in  Chief  (jgallant@nww.com) 

JOHN  DIX 

Editor  (jdix@nww.com) 

COLIN  UNGARO 

President 

EVILEE  THIBEAULT 

Senior  VP/ Publisher 

CAROL  LASKER 

Associate  Publisher 

Hot  Links 

Your  virtual  connection  to  news,  opinion,  insight, 
humor  and  other  marginalia  from  planet  intranet 


usion  rings  a  bell  at  GTE  unit 


GTE  Telecommunications  Services  is 
building  a  smarter  extranet  by  plug¬ 
ging  in  new  broadcast  technology  from 
start-up  Diffusion. 

Customers,  sales  reps  and  business  partners  will 
log  in  to  GTE’s  Crossroads  extranet  and  indicate 
what  information  —  ranging  from  product  litera¬ 
ture  updates  and  price  changes  to  special  reports 
—  they’d  like  to  get  and  the  delivery  method  with 
which  to  receive  the  information.  GTE  will  use  its 
new  Diffusion  Server  to  send  material  by  e-mail, 
fax,  pager  or  cell  phone. 

“We  knew  Diffusion  could  handle  many  content 
formats  and  could  integrate  with  multiple  broadcast 
methods,  and  we’re  going  to  take  full  advantage  of 
that,”  says  Heather  Diaz,  a  product  manager  at  GTE 
in  Tampa,  Fla. 

GTE  plans  to  launch  a  pilot  project  this  fall  with 
about  300  users.  The  project  will  eventually  grow 
to  several  thousand  users. 

New  in  Diffusion  Server  3.0,  now  shipping,  are 
a  single  logon  interface  for  extranet  users  and  a 
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DIFFUSION  USERS  can  choose  which  way  they  want  to  get 
broadcast  messages,  and  change  their  options  at  their  discretion. 


complete  audit  trail  for  administrators.  The  server 
can  scale  up  to  seven  processors  and  support  one 
million  broadcasts  daily,  says  Richard  Schwartz, 
chairman  at  Diffusion  in  Mountain  View,  Calif. 

Diffusion  Server  3.0  costs  $75,000  per  processor, 
plus  professional  services. 


Start-up  Webridge 
targets  extranet 
management  needs 

New  company  introduces  partner, 
channel  management  suite. 

It’s  a  milestone:  Extranets  are  widespread  enough  to 
garner  vertical  applications. 

One  of  the  first,  a  Web  program  designed  to  manage 
information  for  partners  and  distribution,  is  called  Main- 
span.  It’s  hardly  a  shrink-wrapped  package,  but  Mainspan 
does  offer  a  variety  of  targeted  tools 
that  are  of  use  across  industries. 

Developed  by  Webridge  of  Portland, 
Ore.,  the  program  is  a  user-configurable 
collection  of  object  modules.  The  core 
components  are  a  product  catalog,  col¬ 
lateral  manager  and  user  manager.  Main- 
span  customizes  the  view  and  access  for 
each  logon,  says  Gary  Whitney,  Web¬ 
ridge  vice  president  of  marketing. 

Mainspan  runs  on  Windows  NT  and, 
because  it  is  a  Microsoft  BackOffice 
partner  application,  integrates  with 
other  server-based  programs.  There’s  a  lot  of  room  for  cus¬ 
tomization  by  the  user,  who  enters  basic  business  rules,  cus¬ 
tomer  logic,  prices  and  other  targeted  data.  Whitney  esti¬ 
mates  that  Webridge  provides  80%  of  the  solution,  and 
users  extend  the  model  as  appropriate. 

Optional  and  upcoming  modules  include  e-mail  and  fax 
broadcast  functions,  search  tools  and  a  slew  of  vertical 
extensions  including  order  status,  lead  tracking,  training 
and  other  templates. 

Pricing  for  Mainspan  starts  at  $125,000. 


HOT 

PRODUCTS 


Designing 
for  dollars 

WEB  ART  CONTEST 
BENEFITS  CHARITY. 

f  you’ve  tested  your 
design  talents  on  the 
corporate  intranet  and 
are  hungering  for  broad-  c  ■  ^ 
er  recognition,  you  might  try 
your  luck  competing  in  a  contest  spon¬ 
sored  by  a  number  of  high-tech  firms. 

If  you  win,  you’ll  get  $5,000,  your  design 
will  be  posted  on  the  World  Wide  Web  for 
all  to  see  and,  best  yet,  your  winning  work 
benefits  a  children’s  charity  —  the  Star- 
bright  Foundation,  which  provides 
resources  to  seriously  ill  children. 

Starbright,  as  well  as  The  Computer 
Museum  in  Boston,  will  benefit  by 
receiving  funds  from  entry  fees.  The  chil¬ 
dren’s  charity  also  reaps  the  benefits  of 
the  talented  competitors,  who  design 
Web  pages  for  the  organization  in  a  single 
day  of  creative  frenzy. 

Contestants  download  a  tool  kit  that 
includes  the  site  content,  then  get  specif¬ 
ic  instructions  for  the  design  on  Nov.  6, 
the  day  of  the  event.  In  December,  judges 
will  name  the  finalists,  whose  entries  will 
be  shown,  critiqued  and  defended  online. 
Winners  will  be  announced  at  IDG’s 
Demo  ’99  conference  in  February.  Entries 
are  still  being  accepted  in  the  open  com¬ 
petition  category;  a  separate  masters  divi¬ 
sion  is  by  invitation  only  for  a  field  of  50. 

Go  to  www.webmasters98.com  for 
more  information. 
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WHAT  VENDORS  ARE 
PROTECTING  YOUR 
INTRANET,  EXTRANET? 

IDC  of  Framingham,  Mass.,  recently  released  a  report 
showing  that  firewall  revenue  grew  a  whopping  143% 
from  1996  to  1997.  The  market  research  firm  also 
forecasts  the  market  will  reach  $1.8  billion  by  2002. 
It  attributes  the  growing  uses  of  firewalls  on  intranets, 
extranets  and  virtual  private  networks  as  strong  con¬ 
tributors  to  the  market  climb. 

1997  worldwide  firewall  market: 


Cisco  19% 


Check  Point  23% 

Other,  with  Axent,  Net¬ 
work  Associates  and  Cyber- 
Guard  leading  the  pack  58% 


QUOTE  UNQUOTE 

"A  lot  of  people  won't  know 
it's  there,  but  XML  will  be  per¬ 
vasive.  It's  just  like  electricity: 
You  don't  stop  to  think  about  it 
when  you  turn  on  a  light  or 
power  up  your  laptop,  but  it's 
there." 

-  LAUREN  WOOD,  technical  product  manager  at 
SoftQuad  and  chair  of  the  World  Wide  Web  Con¬ 
sortium’s  Document  Object  Model  Working  Group 


Intranet  links 


A  group  of  Web  developers  and  users  tired  of  the 
diverging  features  and  functions  of  browsers  -  the 
once  revered  universal  user  interface  -  have  coa- 
. ,  _  _  „  ,  _  _  „  lesced  as  the  Web 

H0T  SITES  Standaitls  Project 

The  group’s  goal  is  to  sup¬ 
port  core  browser  stan¬ 
dards  established 
by  the  World  Wide  Web 
Consortium  and  to 
encourage  browser 
makers  to  do  the  same. 
Specifically,  it’s  talking  about  standards  such  as  HTML 
4.0,  XML  1.0,  Cascading  Style  Sheets  (CSS)  Versions 
1  and  2  and  the  Document  Object  Model  (DOM). 


“HTML,  XML,  CSS  and  the  DOM  are  more  than  just 
a  set  of  interesting  technologies.  They  are  a  way  of 
creating  Web  pages  that  will  enable  the  twin  goals 
of  sophisticated  and  appropriate  presentation  and 
widespread  accessibility,”  the  group  says. 


For  more  information,  link  to  these  sights: 

www.webstandards.org 

www.w3.org 

http://style.webreview.com/mastergrid.html 
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Presented  by  Liza  Henderson 

TeleChoice,  Inc . 


gister  today  for  the  seminar  nearest  you! 


Your  registration  fee  of  $450  includes: 

Full-day  seminar,  comprehensive  workbook,  and 
exclusive  Network  World  ATM  Resource  CD-ROM, 
as  well  as  continental  breakfast,  luncheon,  and 
refreshment  breaks. 


PROGRAM  OVERVIEW 

As  a  network  IS  professional,  you  are  faced  with  a  variety  of  network 
challenges  that  directly  affect  your  WAN,  and  your  ability  to  provide 
different  Qualities  of  Service  (QoS)  to  your  end  user  community. 

ATM  is  fast  becoming  the  high-speed  WAN  technology  of  choice,  and 
is  the  technology  that  will  help  you  meet  your  challenges  head-on. 

ATM  Integration  is  designed  to  help  you  discover  ATM’s  best  fit  into 
your  wide  area  network  architecture.  The  program  will  explore  the 
capabilities  and  benefits  of  ATM,  public  and  private  ATM  implementa¬ 
tion  options,  and  typical  carrier-based  service  offerings.  The  pros  and 
cons  of  ATM  compared  with  alternative  solutions  will  be  examined, 
and  you  will  leave  this  seminar  with  the  information  you  need  to 
determine  the  role  ATM  should  play  in  your  enterprise  network. 


BENEFITS  OF  ATTENDING 


Discover  how  to  use  ATM  as  the  WAN  backbone  to 
interconnect  your  existing  LANs 

Find  out  what  you  can  expect  from  future  ATM  equipment 
and  services 

Learn  how  other  users  have  implemented  ATM,  and  how 
they  justified  the  change 


Obtain  a  list  of  questions  and 
checkpoints  for  evaluating  ATM  vendors 

Speak  with  ATM  vendor  representatives 
to  address  your  specific  needs 


ENTER  TO  WIN 
A  FREE  ELECTRONIC 
POCKET  ORGANIZER 
AT  THE  SEMINAR! 


SPONSORED  BY: 
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Save  with  our  Team  Discounts: 

Up  to  $100  off  each  registration  and  every  4th 
person  attends  FREE! 


If  you  are  interested  in  sponsorship  opportunities,  piease  contact 
Andrea  D’Amato  at  (508)  820-7520  or  e-mail  her  at  adamato@nww.com 


(800)643-4668 

www.nwfusion.com/ semina 


Intranet  Handbook 

A  primer  on  evolving  intranet  standards  and  technology 


By  Mark  Gibbs 

%,  1  ow  *n  4-0  release,  HTML  has 
'4  come  far  from  its  roots  as  a 
quick  hack  Tim  Berners-Lee  wrote  for 
use  with  the  World  Wide  Web  he  in¬ 
vented  back  in  1989. 

Berners-Lee  based  HTML  on  the  Standardized 
General  Markup  Language,  a  full-blooded  Inter¬ 
national  Standards  Organization  standard,  but  his 
interpretation  was  rather  loose.  The  World  Wide 
Web  Consortium  (W3C)  ended  up  adopting 
HTML,  and  released  the  latest  iteration  in  Dec¬ 
ember  1997. 

HTML  4.0  builds  on  Version  3.2,  its  predeces¬ 
sor,  by  adding  new  elements,  deprecating  some 
elements  and  obsoleting  a  few  others  (see  graphic). 
The  W3C  considers  deprecated  elements  as  out¬ 
dated,  but  vendors  must  support  them  for  compat¬ 
ibility  with  earlier  products.  These  elements  proba¬ 
bly  will  become  obsolete  in  the  future. 

BEST  BITS 

Among  HTML  4.0’s  highlights  is  support  for 
sophisticated  buttons.  The  new  <button>  element 
has  a  type  attribute  (submit,  reset  or  button)  and 
its  content  may  be  an  image.  For  example,  the 
following  specification  creates  a  button  with  text 
overlaying  an  image:  <button  type=buttonximg 
src=  “connect. gif ’>Connect</button>. 

Prior  to  HTML  4.0,  browsers  interpreted 
table-caption  alignment  with  wild  abandon. 
Now  the  align  attribute  for  the  position  of  table 
captions  defines  values  of  top,  bottom,  left  and 
right.  There’s  also  support  for  building  table 
cells  from  right  to  left  for  languages  written 
that  way. 

The  new  <thead>,  <tfoot>  and  <tbody>  ele¬ 
ments  enable  grouping  of  table  contents.  Each 
table  can  only  have  one 
header  and  one  footer 
section  but  multiple 
body  sections,  making  it 
easy  to  structure  table 
contents.  For  example, 
you  can  apply  alignment 
attributes  to  sections  so 
that  all  rows  within  a 
section  are  targeted. 

Similarly,  the  new 
<colgroup>  element  supports  grouping  of 
columns.  Again,  alignment  attributes  apply  to 
all  columns  within  a  group. 

Forms  acquire  grouping  with  the  <fieldset> 
element.  As  with  the  table  row  and  column 
grouping  functions,  <fieldset>  alignment  attrib¬ 
utes  apply  to  all  fields  in  the  group.  You  can 
name  fieldsets  with  the  <legend>  element, 
which  has  an  alignment  attribute  for  controlling 


where  the  label  appears  relative  to  the  fieldset. 

An  addition  to  form  elements  is  the  “taborder” 
attribute.  This  attribute  is  for  controlling  the  tab¬ 
bing  order  of  the  fields.  All  fields  with  a  tab  order 
of  one  or  higher  are  followed  in  sequence;  fields 
without  a  specified  tab  order  or  a  tab  order  of 
zero  are  followed  in  the  order  that  they  appear  in 
the  HTML  code. 

Tabbing  makes  keyboard  access  for  controlling 
the  user  interface  accelerator  keys  easier.  For 
example,  you  can  associate  Alt  R  with  a  reset 
button  by  using  this  code:  <button  accesskey=“R” 
type=  reset>  Reset</button>. 


Accelerator  keys  apply  to  the  <a>,  <area>, 
<button>,  <input>,  <label>,  <legend>  and 
<textarea>  elements.  However,  HTML  4.0  doesn’t 
define  how  the  user  will  be  alerted  that  an  accel¬ 
erator  key  exists.  That’s  left  to  the  browser  vendor. 

HTML  4.0  also  spruces  up  event-handling  capa¬ 
bilities.  Under  this  version,  almost  any  element  can 
respond  to  a  set  of  element  event  handlers.  The 
events  now  recognized  are: 

•  <onclick>:  mouse  button  clicked. 

•  <ondblclick>:  mouse  button  double-clicked. 

•  <onkeydown>:  key  depressed. 

•  <onkeypress>:  key  pressed 
and  released. 

•  <onkeyup>:  key  released. 

•  <onmousedown>:  mouse 
button  depressed. 

•  <onmousemove>:  mouse 
moved  within  the  element. 

•  <onmouseout>:  mouse 
moved  out  of  the  element. 

•  <onmouseover>:  mouse 
moved  into  an  element. 

•  <onmouseup>:  mouse  button  released. 

These  events  would  typically  be  associated  with 
JavaScript  code. 

Lastly,  HTML  4.0  introduces  the  <object>  ele¬ 
ment.  This  <applet>  replacement  offers  a  generic 
way  of  specifying  images  (rather  than  using  the 
<img>  element)  and  in-line  frame  specification 
(the  <iframe>  element). 

The  <object>  element  allows  control  of  whether 


data  should  be  rendered  by  an  external  program  or 
within  the  document  by  an  author-specified  appli¬ 
cation.  In  general,  the  object  element  requires 
three  specifications:  the  implementation  of  the 
included  object  (the  location  of  executable  code), 
the  data  to  be  rendered  and  additional  values 
required  by  the  object  at  run-time  (such  as  initial 
values  for  parameters) . 

One  of  the  powerful  object  features  is  the 
ability  to  specify  alternate  renderings.  You  could 
write  code,  specifying,  for  example,  that  an  applet 
written  in  the  Python  language  be  used  and  failing 
that,  then  an  MPEG  video,  a  GIF  image  and,  finally, 
a  plain  text  rendition. 

FUTURE  CONTENT 

What  does  HTML  4.0  mean  to  intranet  and 
extranet  managers? 

The  standard  will  go  a  long  way  toward  stopping 


the  explosion  of  proprietary  HTML  extensions, 
but  it  doesn’t  make  much  impact  resolving  com¬ 
patibility  issues  between  the  Microsoft  and  Net¬ 
scape  implementations  of  “dynamic”  HTML.  This 
is  because  each  browser  handles  the  Document 
Object  Model  (DOM),  the  document  architecture 
the  W3C  is  working  on,  differently. 

The  DOM  defines  standard  interfaces  between 
browser  events,  style  sheets  and  scripts.  HTML  4.0 
will  supplement  the  DOM,  but  that’s  about  as  far 
as  the  specification  is  expected  to  go. 

In  April,  participants  at  a  W3C  HTML  work¬ 
shop  decided  that  extending  HTML  would  be  dif¬ 
ficult.  Instead,  they  propose  starting  fresh  with  the 
next-generation  HTML  by  using  a  suite  of  Exten¬ 
sible  Markup  Language  (XML)  tag  sets.  In  effect, 
they  espouse  creating  a  modularized  HTML.  Their 
view  is  that  modularized  HTML  will  be  more 
manageable  and  easier  to  integrate  with  other 
XML  tag  sets. 

But  never  fear.  The  reality  for  intranets  and 
extranets  is  that  the  stability  of  existing  HTML 
content  is  assured  for  years  to  come  —  browser 
vendors  will  always  make  their  new  versions 
backwards-compatible.  Most  browser  and  author¬ 
ing  tool  vendors  won’t  support  the  full  HTML 
4.0  feature  set  until  the  end  of  1998  at  the  earli¬ 
est,  but  you  might  want  to  start  polishing  existing 
content  and  ensuring  that  new  content  is  HTML 
4.0-compatible  anyway. 

When  you  begin  doing  so,  check  out  the  W3C’s 
validation  service  as  a  handy  reference  point.  • 


WWW . NWFUSI0N . COM 

,  ••  •  X*  Go  online  for  more  informa- 
— ■>  tion  on  HTML  4.0,  including: 

r-  •  The  specification. 

^  ‘The  W3C’s  validation  service. 

’An  analysis  of  browser 
DocFInder:  8603  support. 


i  What ' s  in,  what  ’  s  out 

HTML  4.0  not  only  adds  features  not  found  in  its  predecessor,  it  gets  rid  of  others. 

New  features 

Deprecated  elements 

Obsoleted  elements 

1  Support  for  Cascading  Style  Sheets 

1  <applet>,  replaced  by  <object> 

i  <listing>,  now  handled  by  style 

1  Ability  to  build  keyboard  shortcuts 

1  <center>,  now  handled  by  style  sheet  properties 

sheet  properties 

into  page  controls 

1  <basefont> 

i  <plaintext> 

1  Support  for  read-only  documents  for 
copyright-protected  text 

1  In-line  frames 

1  Enhanced  tables 

1  Support  for  objects  and  scripts 

1  More  versatile  buttons 
i  Support  for  non-English  speaking 
users  and  for  users  with  disabilities 

I  <font> 

I  <dir>,  now  handled  by  <ul>  with 
styles  applied 
i  <menu> 

1  <isindex>,  superseded  by  forms 

I  <s>,  replaced  by  the  text-decoration  style  sheet 
property 

1  <strike> 

1  <u> 

1  <xmp> 
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COMPARAT  I  VE 

A  comparison  of  intranet  products 


Review 


Know  your 
audience 


NET.ANALYSIS  AND  HIT  LIST  ARE 
TOPS  AT  QUICKLY  AND  EASILY 
GIVING  YOU  THE  LOWDOWN 
ON  INTRANET  AND  EXTRANET 
VISITORS.  BY  JOEL  SNYDER 


Product  Capsule 

WebTrends 


Product 

Hit  List  Commerce  4.0 

Site  Server  3.0 

Log  Analyzer 

Netlntellect  3.0.2 

neLAnalysis  3.5 

vendor 

Marketwave 

Seattle 

Microsoft 

Redmond,  Wash. 

WebTrends 

Portland,  Ore. 

WebManage 

Technologies 

Nashua,  N.H. _ 

net.Genesis 
Cambridge,  Mass. 

Contact 

(800)  521-8176 
www.marketwave.com 

(425)  882-8080 

www.microsoft.com/ 

siteserver 

(503)  294-7025 
www.webtrends.com 

(603)  594-9226 
www.webmanage.com 

(617)  577-9800 
www.netgen.com 

Price 

$995 

$1,239 

$299 

$199 

$9,500 

High  performance 

High  level  of 
customization 

Content  analysis 
features 

Built-in  high-end 
Web  server 

High  speed 

Easy  to  use 

Nice  report  writer 
interface 

Good  for  gene¬ 
rating  lots  of  reports 
for  lots  of  users 
Multiplatform 

CONS  1 

1  Misleading  geographic 
reporting 

1  Slow 

1  Allows  only  slight 
customization 

1  Slow  if  you  want 
to  run  many  reports 
on  the  same  data 

1  Slow 

1  Very  slow 

1  Fragile 

From  the  moment  your  com¬ 
pany  intranet  goes  online, 
you’ll  be  asked  to  quantify 
its  success.  Which  pages  are 
visited  most?  When  is  traffic  heaviest? 
Are  employees  in  remote  offices  tak¬ 
ing  advantage  of  online  resources? 

Web  server  log  analyzer  software  can  help 
answer  these  questions,  but  none  of  products  we 
looked  at  from  the  five  market  leaders  is  best  for 
every  intranet  or  extranet.  WebTrends’ 
WebTrends  Log  Analyzer  and  net. Genesis’ 
net.Analysis  3.5  provide  the  most  useful  and 
interesting  reports  right  out  of  the  box,  minimiz¬ 
ing  the  need  to  customize  or  write  additional 
tools.  Net.Analysis  supports  the  broadest  range 
of  platforms,  while  Microsoft’s  Site  Server  3.0  is 
limited  to  Windows  NT.  WebTrends  and  Market- 
wave’s  Hit  List  Commerce  4.0  process  logs  and 
deliver  reports  in  the  shortest  amount  of  time, 
while  Site  Server  and  WebManage  Technologies’ 
Netlntellect  3.0.2  take  far  longer. 

The  primary  functions  of  all  five  products  are 
almost  identical,  because  there’s  only  so  much 
you  can  do  with  a  Web 
server  log  file.  All  have  a 
built-in  scheduler,  which 
handles  basic  tasks  such 
as  retrieving  log  files, 
running  reports,  and  sav¬ 
ing,  uploading  and  mail¬ 
ing  reports. 

In  addition,  all  of  the 
programs  allow  you  to 
download  logs  during 
off-peak  hours  and 
schedule  nightly,  weekly 
and  monthly  report 
runs.  And  all  of  the  log 
analyzers  provide  stan¬ 
dard,  built-in  reports; 
however,  some  report 
sets  are  more  compre¬ 
hensive  than  others. 

We  tested  all  the  prod¬ 
ucts  on  Windows  NT;  running  the  schedulers  as 
NT  services  makes  the  process  fairly  painless.  Hit 
List,  WebTrends  and  Netlntellect  support 
Windows  95  and  NT;  net. Analysis  adds  Solaris 


and  AIX  support  as  well.  Site  Server  runs  only  on 
NT,  but  has  a  number  of  additional  Web  manage¬ 
ment  features,  such  as  content  analysis,  built  into 
the  base  product  (NW,  May  25,  page  1). 

Where  the  Web  server  log  analyzers  differ  sig¬ 
nificantly  is  in  performance,  number  and  type  of 
standard  reports  produced,  and  the  ability  to 
handle  sizable  log-viewing  audiences. 

The  slowest  analyzers  took  hours  longer  than 

the  fastest  products  to 
process  data.  If  your 
log  fdes  are  larger 
than  50M  or  100M 
bytes  per  day,  you 
should  make  perfor¬ 
mance  a  top  priority 
or  you  may  not  be 
able  to  process  the 
data  in  a  reasonable 
amount  of  time. 

Most  analyzers  sim¬ 
ply  generate  reports 
and  deliver  them 
somewhere.  If  you’re 
producing  reports  for 
a  small  audience, 
that’s  all  that  really 
matters.  But  if  you 
plan  to  distribute  50 
different  reports  to 
50  different  departments,  you  need  more  power. 
Net.Analysis,  and  to  a  lesser  extent  WebTrends 
and  Hit  List,  build  a  separate  subsystem  to  man¬ 
age  such  high-volume  reporting. 


LOOKING  AT  LOGS 

Getting  the  log  file  to  the  analyzer  is  easier 
than  we  thought  it  would  be.  All  the  tools  we 
looked  at  can  grab  log  files  from  locally  connect¬ 
ed  disks  or  File  Transfer  Protocol  servers.  Web¬ 
Trends,  Hit  List  and  Site  Server  also  can  pull 
logs  via  Microsoft’s  Open  Database  Connectivity 
(ODBC). 

We  found  it’s  essential  to  move  the  log  file  to 
an  analyzer  system  that’s  separate  from  the  Web 
server.  Our  test  file,  a  250M-byte  weekly  log, 
placed  a  significant  burden  on  the  analyzer,  a 
200-MHz  Pentium  Pro  with  128M  bytes  of  mem¬ 
ory.  In  every  case,  the  analyzer  was  essentially 
locked  up  during  the  processing  of  the  log  file 
—  a  period  of  no  less  than  two  hours  for  Hit  List 
and  WebTrends  and  as  many  as  16  hours  for 
Netlntellect  and  Site  Server. 

Once  the  log  files  are  on  the  analyzer’s  local 
disk,  most  of  the  products  preprocess  the  log 
files  and  put  them  into  a  database.  Hit  List 
works  with  any  ODBC  database;  net.Analysis 
requires  Microsoft  SQL  Server;  and  Site  Server 
comes  with  Microsoft  Access  but  can  use  SQL 
Server.  Netlntellect  and  WebTrends  are  a  little 
different:  They  use  an  internal,  proprietary  for¬ 
mat  for  storing  log  files. 

We  found  little  reason  to  prefer  one  method 
of  storing  log  files  over  the  other,  with  an  impor¬ 
tant  exception.  Intranet  managers  who  plan  to 
run  many  reports  on  the  same  data  widi  differ¬ 
ent  filters  should  make  sure  the  processed  logs 
are  stored  in  a  database  where  users  can  access 
them  with  other  tools. 


NET  . Analys  IS  3.5 


I  No  Referral  Mormatwru. 
w«wiifose«k.com 
irik.y«hofceom 
1  wimdbxom 
H  www-redmeat-com 
ota'uta.tKgitalcQni 

■  jwrch.exdfe.com 

■  weeUywire.com 
S  wwwrotten.com 

■  wwwhotbot.com 

■  Other  (1674) 


TOP  REFERRING  WEB  SITES  is  one  of  more 
than  180  reports  included  in  net.Analysis.  This  graph 
ranks  the  host  names  of  the  Web  sites  that  brought  the 
most  traffic  to  a  site.  However,  the  data  isn’t  conclusive 
because  a  sizable  number  of  log  files  don’t  contain 
referral  information. 
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Most  analyzers  discard  data  to  save  space  and  in- 
c  rease  performance.  For  example,  it’s  common  for 
mi  analyzer  to  throw  out  image  records,  such  as  GIF 
and  JPEG  files,  because  they  add  little  informauon 
to  reports.  This  capability  can  result  in  immense 
r  ings  —  in  our  sample  log  file,  more  than  one 
million  of  die  1.3  million  hits  were  for  graphics. 


But  be  warned:  With  some  analyzers,  you  can’t 
retrieve  data  that  you’ve  thrown  out  without  sort¬ 
ing  through  the  entire  log  file  again.  When  we 
asked  WebTrends  for  a  second  report  on  the  same 
data,  the  program  took  nearly  an  hour  to  come 
up  with  the  results.  Netlntellect  and  Hit  List,  how¬ 
ever,  were  able  to  generate  a  second  report  in  just 
seconds.  Neither  Site  Server  nor  net.Analysis 
requires  a  full  database  reload,  but  each  software 
package  still  took  several  hours  to  complete  the 
second  reports  we  requested. 

If  you  plan  simply  to  run  one  report  over  and 
over  again,  either  storage  approach  will  work,  and 
you  should  look  for  the  fastest  product.  If  you  want 
lots  of  reports,  you  need  to  consider  both  analysis 
and  repordng  times.  If  you  plan  to  run  a  variety  of 
reports  on  the  same  data,  consider  Hit  List,  which 
delivered  the  fastest  overall  response  time.  We  sug¬ 
gest  avoiding  Netlntellect  and  Site  Server  for  per¬ 
formance  reasons,  unless  your  log  files  are  tiny  or 
your  log  analyzer  workstation  is  very  fast. 

RUNNING  REPORTS 

Most  useful  to  Webmasters  and  network  man¬ 
agers  are  the  programs’  stock  reports,  which 
include  most  requested  pages,  least  requested 
pages,  popular  starting  and  ending  pages  for  each 
visitor  and  load  statistics  over  time.  Every  analyzer 
offers  these  basic  reports,  but  all  are  not  equal. 

We  found  some  significant  differences  —  and 
some  sloppy  programming. 

For  example,  no  two  analyzers  agreed  on  the 
mix  of  Web  browsers  and  operating  systems,  and 
some  reports  were  wildly  inaccurate.  Hit  List  filed 
all  Internet  Explorer  browsers  as  “Netscape  4.X.” 
On  the  other  hand,  Hit  List  was  the  only  analyzer 
that  let  us  easily  fix  this  bug  once  we  discovered  it. 

All  the  Web  server  log  analyzers  spend  a  great 
deal  of  time  providing  information  about  the  geo¬ 
graphic  location  of  Web  site  visitors.  While  this 
feature  isn’t  a  major  selling  point  for  developers 
of  access-controlled  intranets  and  extranets,  it’s 
worth  noting  —  particularly  because  the  results 
are  less  than  reliable. 

In  our  sample,  approximately  35%  of  the  log 
file  entries  were  numeric,  meaning  that  no  orga¬ 
nizational  information  was  associated  with  them 
in  the  Internet’s  Domain  Name  System.  Another 
20%  of  the  entries  came  from  AOL’s  proxy 
servers.  This  means  that  55%  of  the  log  entries 
could  not  be  tracked  to  any  geographic  location. 


Yet  all  of  the  log  analyzers  were  perfectly  com¬ 
fortable  drawing  pie  charts  that  divided  site 
visitors  among  the  U.S.,  Canada,  Australia  and 
Japan,  for  example. 

What’s  most  alarming  is  that  none  of  the  ven¬ 
dors  adequately  warn  users  about  how  misleading 
and  incorrect  this  information  can  be.  The  worst 

offender  in  this  case 
is  Hit  List,  which  in 
our  test  not  only  did¬ 
n’t  point  out  that 
more  than  one-third 
of  the  data  had  to  be 
discarded,  but  also 
labeled  graphs  to  say 
that  all  users  with 
“.com”  at  the  end  of 
their  domain  name 
—  including  the  20% 
that  came  from  AOL 
proxy  servers  —  were 
in  the  U.S. 

Netlntellect,  Site 
Server  and  Web¬ 
Trends  also  miserably 
failed  this  test,  pro¬ 
viding  deceptive  statistics  as  well  as  poor  and  mis¬ 
leading  interpretations  of  the  geographic  and 
organizational  information  available. 

LOG  TWISTS 

Beyond  the  basics,  each  analyzer  focuses  its 
efforts  in  different  areas.  Netlntellect, 
for  example,  lets  you  create  many  dif¬ 
ferent  versions  of  the  same  reports  by 
filtering  data  in  various  ways,  rear¬ 
ranging  fields  and  changing  the  way 
that  graphs  appear.  Hit  List  takes 
things  even  further  with  a  report 
writer  tool  that’s  highly  sophisticated 

—  more  sophisticated,  in  fact,  than 
most  Webmasters  have  the  time  or 
patience  to  learn. 

WebTrends  doesn’t  have  the  same 
flexibility  as  Netlntellect  or  Hit  List, 
but  it  offers  the  most  useful  and  inter¬ 
esting  set  of  reports  in  its  complete 
package,  including  such  cool  queries 
as  most  popular  search  engines, 
search  strings  and  Web  crawlers. 

The  king  of  the  report  family  is 
undoubtedly  net.Analysis.  Although 
many  of  the  analyzer’s  180-plus  stan¬ 
dard  reports  are  small  variations  of 
each  other  (“page  views  per  day  for 
the  current  month”  vs.  “page  views  per 
day  for  the  previous  month”),  net.An¬ 
alysis  offers  some  things  that  no  other 
analyzer  does. 

For  example,  you  can  request  a 
clickstream  analysis,  which  determines  the  precise 
page  sequences  accessed  most  often  by  users. 
However,  these  reports  are  so  costly  to  generate 
that  they  may  be  of  little  use  to  most  companies. 
What’s  more,  we  abandoned  our  efforts  to  gener¬ 
ate  a  full  set  of  clickstream  reports  after  our  analy¬ 
sis  workstation  had  worked  on  them  for  six  hours 
and  still  wasn’t  finished. 

VIEWING  THE  RESULTS 

Once  the  reports  you  requested  are  generated 

—  probably  automatically  via  a  scheduled  event 

—  the  log  analyzers  deliver  them  to  a  location 
and  in  the  format  of  your  choice.  They  can  put 
reports  in  HTML  format  on  your  Web  server,  save 
them  as  local  Microsoft  Word  files  or  mail  them 
to  users.  Hit  List,  net.Analysis  and  WebTrends  also 


can  create  reports  as  plain  text. 

Some  packages  allow  you  to  generate  reports 
remotely.  Hit  List  and  WebTrends  have  fairly  sim¬ 
ple  procedures  for  remote  report  generation, 
while  net.Analysis  has  a  massive  Web-based  report 
generation  and  management  facility.  In  fact, 
net.Analysis  reports  are  more  naturally  managed 
and  viewed  through  their  built-in  Web  server  than 
through  any  other  mechanism.  Net.Analysis  can 
generate  reports  for  specific  users,  authenticate 
users  for  access  and  automatically  clean  up  old 
reports.  Net.Analysis  has  an  elegant  interface, 
which  helps  if  you  have  lots  of  users  looking  at 
many  different  reports. 

CHOOSING  A  PRODUCT 

Which  analyzer  is  right  for  you  depends  most 
on  how  many  reports  you’re  generating  and  how 
you’re  distributing  them.  If  you  need  to  create 
dozens  of  reports  for  a  corporation  full  of  depart¬ 
ments,  consider  net.Analysis,  but  be  aware  that  it’s 
expensive,  slow  and  fairly  fragile.  Plan  on  using  a 
high-end  workstation  to  keep  net.Analysis  run¬ 
ning  in  anything  approximating  real  time. 

For  most  companies,  Hit  List  and  WebTrends 
are  excellent  choices.  Hit  List  is  more  flexible  and 
a  practical  necessity  if  you  have  to  generate  many 
different  reports  with  many  different  criteria.  But 
while  you  get  these  useful  drill-down  features,  you 
sacrifice  some  reports  that  the  product  doesn’t 
provide,  such  as  search  engine  query  strings. 

WebTrends  offers  a  better  set  of  reports  with 


more  interesting  information  out  of  the  box.  If 
you  want  to  set  up  your  analyzer  and  let  it  run, 
and  if  you  don’t  plan  to  try  and  finesse  every 
graph,  WebTrends  gives  you  lots  of  great  informa¬ 
tion  quickly  and  easily.  And  for  only  $200  more 
than  the  standard  version,  WebTrends  Profes¬ 
sional  adds  management  features  such  as  content 
analysis  and  link  checking. 

Netlntellect  and  Site  Server  did  respectable  jobs 
of  generating  reports,  but  because  of  their  snail- 
like  pace  when  handling  the  log  file  we  threw  at 
them,  we  wouldn’t  put  them  in  our  top  tier. 

Snyder,  a  member  of  the  Network  World  Test  Alliance, 
is  a  senior  partner  at  Opus  One  in  Tucson  ,  Ariz.,  where 
he  specializes  in  networks  and  communication  systems. 
He  can  be  reached  atjms@opusl.com. 


e  Scoop 


Product 

Built-in  reports  (25%) 

Hit 

List 

8 

net.Analysis 

9 

Web¬ 

Trends 

8 

Netlntellect 

6 

Site 

Server 

6 

Customizable  reports  (10%) 

8 

8 

5 

7 

8 

Performance,  first  report  (20%) 

9 

6 

9 

5 

5 

Performance,  add’l  report  (10%) 

9 

6 

5 

9 

8 

Additional  features  (10%) 

6 

8 

8 

6 

9 

Platform  support  (10%) 

6 

8 

6 

6 

5 

Documentation,  online  help  (10%) 

5 

8 

6 

6 

5 

Installation  (5%) 

9 

7 

9 

9 

3 

Overall  score 

7.65 

7.6 

7.25 

6.35 

6.3 

*  Individual  category  scores  are  based  on  a  scale  of  1  to  10.  Percentages  are  the  weight  given  each  category 
in  determining  the  total  score. 
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Profi le  Intranet 

An  in-depth  look  at  a  corporate  Web 


PacifiCare  takes 


THE  WEB  TEAM  AT  THIS 
HEALTH  CARE  SERVICES 
FIRM  MAKES  A  BIG 
SPLASH  STARTING  WITH 
AN  EXECUTIVE-ONLY 
SITE. 


PACIFICARE’S  WEB  DEVELOPMENT  TEAM  encourages  employees  to  surf  like  mad.  Team  members  include  (from  left  to 
right):  Jim  Williams,  Gail  Navarette,  Randy  Jackson,  Judy  Ehrenreich,  Damon  Lovett  and  Cherie  Ciotti-Roco. 


acifiCare  Health  Systems 
saw  an  ocean  of  opportu¬ 
nity  in  Web  technology 
but  the  company  wanted 
to  test  the  waters  before 
jumping  in  headfirst. 

So  executives  at  the  Santa  Ana,  Calif.,  firm 
dipped  their  toes  into  the  tides  last  summer 
by  testing  an  intranet,  called  Compass,  devel¬ 
oped  for  their  use.  For  six  months,  they 
learned  about  Web  tools  by  using  the  site. 

Compass  provides  easy  access  to  propri¬ 
etary  records  such  as  sales  figures  and  bud¬ 
gets.  Executives  can  view  reports  in  various 
formats  and  import  them  into  spreadsheet 
applications.  The  site  also  includes  business 
news  feeds,  live  stock  data  and  frequently 
accessed  industry  resources. 

“Compass  is  our  way  of  providing  a  secured, 
internal  net  that  recognizes  the  need  to  share 
information  with  a  broad  selection  of  indivi¬ 
duals,”  says  Jim  Williams,  PacifiCare  senior  vice 
president  and  chief  information  officer.  Pre¬ 
viously,  managers  shared  such  material  on  a 
more  limited  basis  and  much  more  slowly. 

Judy  Ehrenreich,  who  supervises  intranet 
design  and  content  as  head  of  an  interdepart¬ 
mental  Web  development  team,  worked  with 
PacifiCare’s  executives  to  train  them  in  the 
use  and  value  of  an  intranet,  as  well  as  to 
solicit  their  support.  “I  knew  we  couldn’t  suc¬ 
ceed  without  it,”  she  says. 

Regardless  of  their  previous  exposure  to  com¬ 
puters,  the  executives  generally  liked  their  experi¬ 
ences  with  Compass.  And  so  they  approved  plans 
for  an  employee  intranet  and  an  extranet,  as  well 
as  a  general  network  overhaul. 

SEA  CHANGES 

The  technology  decisions  came 
together  at  a  time  of  change  for 
PacifiCare.  In  February  1997,  the 
company  acquired  a  competitor, 

Foundation  Health  Plan  (FHP), 


which  was  almost  equal  to  PacifiCare’s  size.  The 
resulting  combination  is  a  $10  billion  firm  with 
operations  in  14  states  and  Guam.  PacifiCare  had 
been  planning  to  revamp  its  network  when  the 
merger  occurred;  development  of  the  intranet, 

called  Planet,  and  the  challenge  of 
doubling  in  size  simply  made  the 
change  more  dramatic. 

“The  former  FHP  had  to  get  to 
the  same  technological  baseline  in 
order  to  launch  both  parts  of  the 
company  to  the  next  step,”  says 
Ehrenreich,  who  is  also  vice  presi¬ 


dent  of  human  resources  operations. 

It  all  came  together  early  this  spring.  IS  laid  the 
new  network  plumbing;  Ehrenreich ’s  team  pre¬ 
pared  to  populate  the  internal  Web;  and  the 
applications  development  team  produced  a 
framework  of  pages  (see  sidebar,  page  12). 

With  executives  backing  the  project, 
PacifiCare’s  intranet  grew  with  vigor.  “That  lead 
time  with  Compass  really  helped  grease  the  skids 
for  building  Planet,”  Ehrenreich  says. 

To  populate  Planet,  Ehrenreich  assembled  a 
cross-functional  team  of  1 5  users  representing 
each  major  PacifiCare  department  and  holds 
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e-business 


IBM.  Solutions  tor  a  small  planet  and  the  e-business  logo  are  trademarks  of  International  Business  Machines  Corporation  in  the  United  States  and/or  other  countries.  ©  1998  IBM  Corp. 


IBM  security 


|  gives  thousands  of  companies 


\ 

^l®MS^lthr  power  to  distribute  sensitive  mlormation 


over  networks  and  the  Web, 


while  controlling  who  sees  what. 


IBM  security 


helps  protect 


can  help  you  protect  your  e-business 


To  see  how, 


call  1  877  IBM  EBIZ(3249),  ext.  NC40 


www.ibm.com/e-husiness 


Solutions  for  a  small  planet" 


PROFILE  INTRANET: 


I 


rwvultiy  meetings  to  deter- 
i':'n  protocol,  rules,  content 
appearance.  They  use 
’  %s<  •»!  FrontPage  and  Win- 

.  >‘.epad  to  design  pages, 

.  :  templates  with  users 

who  want  to  post  content. 

The  pages  use  similar  designs 
but  have  department-  or 
region-specific  color  schemes. 

Fart  of  the  team’s  role  is  to 
encourage  participation,  and 
now  sites  pop  up  regularly. 

HR’S  ODYSSEY 

The  HR  site,  called 
Odyssey,  is  extensive  because 
the  company’s  numerous 
regions  have  different  ser¬ 
vices.  But  the  resulting  effort 
is  comprehensive. 

Odyssey  includes  sections  on  benefits,  a  reference 
library  and  general  employee  information  such  as 
training  programs.  Online  forms  are  a  big  HR  effort: 
Using  Odyssey,  employees  can  fill  out  time  cards, 
submit  performance  appraisals,  change  personnel 
information  and  register  for  benefits. 

"We’re  moving  to  a  very  self-servicing  environ¬ 
ment,”  says  Damon  Lovett,  HR  information  ser¬ 
vices  analyst  and  a  team  member  representing  HR. 

For  now,  employees  forward  online  forms  as 
Microsoft  Outlook  e-mail  attachments.  This  pro¬ 
vides  an  audit  trail,  but  the  HR  team  plans  to 
migrate  to  a  formal  workflow  system  with  the  e- 


The  FAST  LAN  WAVE 

PacifiCare  standardized  on  3Com  products  for 
the  Fast  Ethernet  infrastructure  it’s  building  for 
the  intranet.  Here’s  a  breakdown: 

I  CoreBuilder  5000  switches  operate  on  an  FDDI 
backbone. 


mail  and  PeopleSoft  person¬ 
nel  management  software. 

Because  employees  are 
also  PacifiCare  health  in¬ 
surance  customers,  they 
make  ideal  beta  testers  for 
applications  that  the  com¬ 
pany  will  eventually  market. 

One  such  example  is  for 
an  extranet  application.  HR 
staffers  have  created  a 
knowledge  base  using  the 
Health  Care  Encyclopedia 
published  by  HealthWise  in 
Boise,  Idaho.  Users  search 
health  care  topics  for  pre¬ 
ventative  information,  refer¬ 
rals  and  other  resources. 

The  Health  Care  Ency¬ 
clopedia  comprises  70M 
bytes  of  data,  mostly  in 
15,000  static  but  searchable  HTML  files,  and  is 
updated  quarterly,  says  Randy  Jackson,  an  IS  staff 
member  who  is  a  liaison  to  the  intranet  content 
team.  PacifiCare  plans  to  offer  the  knowledge  base 
not  only  to  its  member  customers  but  also  to  em¬ 
ployee  groups  whose  employers  subscribe  to  Pacifi¬ 
Care.  “We  used  to  give  out  these  huge  paperbound 
books  that  were  almost  immediately  out-of-date,  so 
this  is  a  great  thing  to  provide  online,”  Jackson  says. 

SWELLING  TIDES 

While  the  content  team  designed  pages,  IS 
cranked  along  behind  the  scenes  so  the  structure 


lOOM-bit/sec  connections  link  the  backbone 
switches  to  SuperStack  II  Switch  3000  switches. 

SuperStack  II  Switch  1000  switches  provide 
switched  Ethernet  desktop  links. 

Four  AccessBuilder  9600  ATM  multiservices 
devices  link  two  California  sites. 

Remote  LANs  use  CoreBuilder  2500  Ethemet/FDDI 
switches  and  SuperStack  Hub  10s. 

NetBuilder  II  and  SuperStack  II  NetBuilder  routers 
provide  WAN  routing  from  the  remote  sites. 

Net  managers  use  Transcend  Enterprise  Manager 
to  monitor,  configure  and  manage  the  equipment. 


“THE  INTRANET  project 
started  as  a  murmur  and 
grew  into  a  real  roar,”  says 
Jim  Williams,  PacifiCare  CIO. 


Intranet  apps  ride  wave  of  acceptance 


PacifiCare’s  primary  Planet- 
builders  say  the  intranet  was 
swept  into  the  company  by  a 
receptive  tide. 

The  first  ripples  were  the  simple 
Web  pages  that  Cherie  Ciotti-Roco, 
intranet  project  leader,  and  others 
on  the  application  development 
team  crafted  in  their  spare  time. 
Ciotti-Roco,  with  Gail  Navarette,  an 
intranet  project  developer,  and 
graphics  consultant  Maria  Angeloni, 
spent  a  weekend  mapping  out 
Planet.  They  hosted  the  first  site  last 
October,  on  a  spare  server  under¬ 
neath  Ciotti-Roco’s  desk. 

As  PacifiCare  employees  learned 
to  use  browser-equipped  systems, 
the  company’s  text-based  default 
interface,  called  InfoCare,  started  to 
look  even  older  than  its  eight  years. 
InfoCare  was  a  3270  application  but 
employees  with  PCs  could  use  emu¬ 
lation  mode  to  access  its  VAX-based 
e-mail  and  databases. 

Planet  caught  on  with  its  clever 
graphics;  easily  navigable  satellites 
to  early,  basic  departmental  sites; 
and  intuitive  access.  More  than  80% 
of  employees  were  accessing  some 
part  of  the  intranet  by  its  formal 
launch  in  March,  Ciotti-Roco  says. 


The  IS  department  shut 
down  InfoCare  in  May. 

Now,  PacifiCare’s  applica¬ 
tion  development  staff  has  a 
decided  Web  orientation. 

Most  new  application  devel¬ 
opment  is  for  the  Web,  and 
existing  applications  get 
more  manageable  browser 
interfaces,  Ciotti-Roco  says. 

For  example,  an  online 
reference  manual  is  sched¬ 
uled  to  debut  early  next 
month.  PacifiCare’s  member 
services  staff  now  relies  on 
stacks  of  reference  resources 
to  answer  questions  from 
health  service  members 
about  benefits,  procedures  and  poli¬ 
cies.  The  few  online  resources  are 
accessible  by  logging  on  to  a  half- 
dozen  emulation  screens  that  draw 
data  —  slowly  —  from  several  legacy 
systems.  Training  takes  several  weeks. 

Planet  team  members  obtained 
electronic  copies  of  many  of  the 
paper  references  and  put  them  on¬ 
line.  They  built  SQL  databases  to 
front  end  the  legacy  systems,  and 
users  can  browse  the  reference 
sources  simultaneously  in  different 
windows  —  the  intranet  supports  six 


PACIFICARE  APPLICATION  DEVELOPERS 
Gail  Navarette  (left)  and  Cherie  Ciotti-Roco  have  99 
intranet  projects  on  their  wish  lists. 


transactions  per  second  for  500  users. 
Training  should  take  only  a  day. 

The  applications  development 
team  works  with  Judy  Ehrenreich, 
vice  president  of  human  resources 
operations,  and  her  committee  of 
intranet  content  masters,  to  help 
departments  prepare  Web  sites.  They 
developed  a  toolbox  of  templates, 
clip  art,  fonts  and  other  resources. 
New  departmental  sites  appear  at 
the  rate  of  about  two  per  week. 


INTRANET 


and  tools  would  be  ready  when  the  sites  were  done. 

“We  needed  a  scalable,  cost-effective  network 
to  handle  mission-critical,  bandwidth-intensive 
applications,”  says  Rick  Garcia,  PacifiCare’s  PC 
network  operations  manager. 

At  its  California  sites,  PacifiCare  installed  redun¬ 
dant  switched  Ethernet  LANs  and  standardized  on 
3Com  net  gear  to  deliver  traffic  to  desktops  (see 
graphic).  Most  employees  access  Planet  using 
Microsoft’s  Internet 
Explorer  browsers  run¬ 
ning  on  Windows  95  or 
NT  Workstation  Pen¬ 
tium  PCs.  The  PCs  are 
typically  replacing  X 
terminals. 

The  next  major  job 
is  Web-enabling  legacy 
data  resources  —  ware¬ 
houses  full  of  company 
data  and  databases  with 
general  industry  and 
governmental  informa¬ 
tion.  Already  the  compa¬ 
ny’s  Web  site,  www. 
pacificare.com,  is  the 

gateway  to  an  extranet.  Different  levels  of  access  are 
available  to  individual  customers,  corporate  cus¬ 
tomers  (such  as  an  HR  representative  or  health  plan 
coordinator),  health  care  providers  and  brokers. 

Applications  in  development  will  let  sales  reps 
and  customers  determine  eligibility  standards  for 
benefits.  Customers  will  be  able  to  change  their 
policies  online.  The  legacy  data  is  protected  by  a 
firewall,  and  users  will  need 
passwords  and  Secure  Sockets 
Layer  security  for  access. 

Web  applications  are  operat¬ 
ed  at  the  data  center  on  an 
application  relay  server,  a 
Digital  Alpha  server  running 
Windows  NT.  It  is  separate 
from  the  intranet’s  Microsoft 
Internet  Information  Server  — 
to  allow  another  layer  of  secu¬ 
rity,  Jackson  says. 

Part  of  the  IS  mission  is 
to  see  if  an  application  is  use¬ 
ful  to  multiple  departments 
so  redundant  development 
can  be  avoided,  Jackson  says. 
For  example,  the  online-eligi¬ 
bility  program  uses  the  same 
back  end  as  the  older  interac¬ 
tive-voice-response  program 
that  provides  much  of  the 
same  information. 

To  Jackson,  the  multilevel 
Web  project  is  dramatically 
expansive.  He  points  to  the 
fact  that  when  he  and  Web¬ 
master  Jeff  Dailey  designed 
PacifiCare’s  World  Wide  Web 
site  in  1995,  only  about  30 
employees  had  browsers.  Now 
he  estimates  that  9,000 
PacifiCare  employees  are 
browsing.  “It’s  been  a  long 
road,”  he  says. 

Ehrenreich  pictures  the 
project  rather  as  a  continuing 
stream.  “The  intranet  will  be 
a  living,  evolving  tool,”  she 
says.  “It  will  never  be  done.”  • 


—  Peggy  Watt 
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Leave  it  to 

THE  HOUND 

INTRANET  MANAGERS  AWAIT  NEXT-GENERATION  SEARCH  TOOLS  THAT  WILL  HUNT  FOR 
INFORMATION  BASED  ON  PREDEFINED  USER  PROFILES.  BY  SANDRA  6ITTLEN 


magine  logging  on  to  your  com¬ 
puter  and  being  welcomed  with 
this  message:  “Good  morning.  Here 
are  the  briefs  on  your  competitors 
I  gathered  for  you  last  night.” 

As  futuristic  as  this  scenario  might  seem,  it 
could  soon  be  possible.  Where  Internet  search 
engine  vendors  have  faltered  in  creating  true  per¬ 
sonalized  and  refined  search  results,  intranet 
search  tool  makers  are  on  the  cusp  of  major 
breakthroughs  that  would  enable  just  that. 

Many  intranet  managers  anxiously  await  the 
possibility.  “Search  technology  will  evolve  into  a 
middleware  tool  that  becomes  part  of  an  arsenal 
for  gathering  information.  It  will  take  people  out 
of  hunt  mode,”  says  Wayne  Applehans,  manager  of 
the  knowledge  resource  strategies  group  at  J.D. 
Edwards,  in  Denver. 

Search  vendors  targeting  the  Internet  have  all 
they  can  handle  just  trying  to  ensure  their  soft¬ 
ware  can  deal  with  the  World  Wide  Web’s  wild 
growth,  says  Ron  Weissman,  vice  president  of 
worldwide  marketing  for  Verity  in  Sunnyvale, 
Calif.  “There  are  130  million  Web  sites  on  the 
Internet,  and  that  number  is  going  to  grow  to 
1 .3  billion  in  the  next  few  years.  It’s  hard  to 
create  search  technology  to  [keep  up]  with 
that,"  he  says. 

Meanwhile,  intranets,  because  of  their  control¬ 
led  environment,  are  perfect  for  the  new  tech¬ 
nologies  that  tag  documents  with  descriptive 
labels,  engage  in  searches  based  on  user  profiles 
and  create  visual  maps  of  search  results. 

Capabilities  such  as  these  will  go  a  long  way 
toward  making  it  easier  to  get  information  out  of 
intranets.  Intranet  searching  today  often  takes 
place  on  a  piecemeal  basis,  as  Forrester  Research 
discovered  in  a  survey  of  50  Fortune  1,000  com¬ 
panies.  More  than  60%  of  the  survey  respondents 
said  they  can  only  perform  searches  on  individual 
servers  and  not  across  the  enterprise. 

Forrester,  in  Cambridge,  Mass.,  says  that  only 
32%  of  intranets  are  completely  searchable.  The 
firm  is  not  alone  in  its  belief  that  the  way  to  turn 


WAYNE  APPLEHANS,  manager  of  the  knowledge  resource  strategies  group  at  J.D.  Edwards,  knows  that,  like  a  good  hound 
dog,  next-generation  intranet  search  tools  will  track  down  precisely  what  a  user  hunting  for  information  needs. 
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COVER  STORY 


ires*-  Timbers  around  is 
>o  .Tcatc-  search  tools  that 
work  it?  tandem  with 
knowledge  management. 

ID  Edwards,  for  exam- 
pic,  is  embracing  that 
p-i-  tapie.  The  supply 
chain  software  maker  is 
readying  the  rollout  of  the 
Knowledge  Garden  2.0, 
an  intranet  that  will  serve 
more  than  8,200  employ¬ 
ees,  partners  and  cus¬ 
tomers.  One  of  the  most 
advanced  features  of  the 
Knowledge  Garden  will 
be  an  extensive  search 
tool,  A.pplehans  says. 

GARDEN  OF  EDEN? 

To  compile  J.D. 

Edwards’  search  database, 

Applehans  and  his  team 
created  profiles  of  the 
company’s  4,200  employ¬ 
ees.  These  profiles  includ¬ 
ed  name,  job  title  and  job 
needs,  such  as  information  on  com¬ 
petitors  and  clients. 

Employees  ranked  the  value  of  the 
information,  and  Applehan’s  team 
categorized  the  data  based  on  that 
criteria.  "Buying  a  million-dollar 
search  engine  doesn’t  help  if  you 
don’t  organize  people  around  the 
information,”  Applehans  says. 

The  team  used  Microsoft’s  Site 
Server  3.0,  which  includes  a  tool  that 
lets  you  create  a  site  vocabulary  and 
then  allows  you  to  automatically 
mark  those  words  within  documents 
using  meta  tags.  Intranet  managers 
create  query  forms  for  users  to  check 
off  which  resources,  such  as  file  or 
Web  servers,  they  want  searched, 
Applehans  says. 

Site  Server  3.0  allows  searches  of 
Office  documents,  Web  pages,  Active 
Server  Pages  (ASP)  and  text  files. 
Upcoming  versions  of  SQL  Server 
and  NT  will  feature  built-in,  full-text 
search. 

“The  object  is  to  make  sure  that 
everything  within  the  enterprise  is 
searchable,”  says  Mike  Tuchen, 
Microsoft’s  group  program  manager 
for  Site  Server.  “You  also  have  to 
make  sure  that  a  search  user  inter¬ 
face  is  built  into  everything.” 

At  J.D.  Edwards,  departmental 
knowledge  authors  insert  meta  tags  in 
documents  and  then  build  an  abstract 
on  each  document  for  their  groups. 
Pull-down  menus  within  Site  Server 
help  this  task  so  only  the  meta  tags 
that  apply  to  a  knowledge  author’s 
department  appear,  Applehans  says. 

A  knowledge  resource  analyst 
validates  the  information  submitted 
by  the  knowledge  author  and  then 
checks  the  document  into  the 
Knowledge  Garden  database. 

Applehans  says  upcoming  versions 
of  the  Knowledge  Garden  might  fea- 


The  COST  OF  SEARCH 

Here’s  a  breakdown  of  what  you’ll  need  to  jump-start  search 
on  your  intranet,  assuming  20,000  users,  20  business  units 
and  500,000  intranet  pages. 


Software 

$150,000 

1  Web-based  text  search 
!  Extensions  to  include  content  from  selected 
network  file  servers  and  Notes  databases 

Server  platform 

$14,000 

1  Dual  Pentium  II  with  256M  bytes  of  RAM, 
16G-byte  RAID  disk 

Installation  and  initial 
deployment  (three  worker  months) 

$30,000 

1  Performance  tuning 

1  Graphic  page  design 

1  Link  creation  and  promotion 

One-year  maintenance  (four  worker  months) 

$40,000 

1  Technical  maintenance 

1  Home  page  content  updates 

1  Package  and  promote  high  value 
(queries  of  the  month) 

Setup  and  one-year  operation 

$234,000 

SOURCE:  FORRESTER  RESEARCH 


ture  the  Extensible  Markup  Language 
(XML),  a  new  World  Wide  Web 
Consortium  standard  for  tagging  Web 
content.  The  standard  lets  users  cre¬ 
ate  fields  that  name  data;  search 
engines  use  those  fields  to  create 
more  accurate  return  lists. 

THE  RIGHT  PRESCRIPTION 

There’s  a  tremendous  coalition 
around  XML,  but  Verity’s  Weissman 


says  the  standard  is  about  two  to 
three  years  away  from  becoming  the 
next  big  thing  in  intranet  searching. 

However,  intranet  managers  who 
want  XML  now  don’t  have  to  wait. 
Start-up  Centraal  for  example,  offers 
an  XML  search  tool  for  the  Internet 
that  companies  can  use  internally  as  a 
browser  plug-in. 

Centraal’s  technology,  called  Real 
Name  System  (RNS),  allows  compa¬ 
nies  to  attach  keywords  to  URLs  so 
that  typing  in  a  simple  word,  not  the 
whole  name  string,  produces  a  docu¬ 
ment.  For  instance,  instead  of  typing 
in  “www.nwfusion.com,”  a  user  could 
simply  program  his  search  tool  to 
look  for  "Fusion.”  Because  the  page 
has  been  tagged  with  that  name,  the 
search  tool  will  link  directly  to  it, 
explains  Keith  Teare,  president  and 
CEO  of  the  Palo  Alto,  Calif.,  company. 

Centraal  plans  on  bolstering  RNS 
with  a  centralized  management  fea¬ 
ture,  Teare  says.  Currently,  users  have 
to  install  the  product  as  well  as  the 
predefined  lists  at  their  desktops.  This 
means  someone  has  to  walk  each 
addition  or  deletion  to  the  list  to 
every  computer. 

Walgreens,  the  nationwide  phar¬ 
macy  chain  headquartered  in  Deer¬ 
field,  Ill.,  hopes  to  have  XML  up  and 
running  within  1 2  months,  says  Pete 
Van  Valin,  team  lead  on  Web  sys¬ 
tems  at  the  company. 

Van  Valin  has  been  trying  to  make 


Walgreens  employees  understand 
the  importance  of  placing  meta  tags 
in  their  HTML  documents,  and  says 
he’s  looking  forward  to  automating 
the  process  with  XML.  He’s  still 
evaluating  tools,  however,  so  he 
doesn’t  have  specific  plans. 

Trying  to  get  hold  of  all  the  infor¬ 
mation  generated  from  the  intranet’s 
10,000  users  would  be  impossible 
without  tagging,  Van  Valin  says.  His 
team  has  created  a  list  of  standards 
and  best  practices  for  intranet  docu¬ 
ments  but  has  not  done  formal 
training  on  tagging  yet. 

“Tagging  is  all  about  precision. 
When  that  precision  happens,  it’s 
ideal,”  Microsoft’s  Tuchen  says. 

Microsoft  recently  announced 
support  for  the  XML  standard  and 
is  implementing  support  for  the 
standard  in  products  such  as  its 
Internet  Explorer  4.0  browser. 

DOING  THE  MATH 

While  vendors  such  as  Centraal 
favor  XML-based  keyword  lists, 
other  search  tool  makers  shy  away 
from  them. 

San  Francisco-based  Autonomy, 
for  example,  opts  for  Bayesian  logic 
to  track  word  patterns  in  docu¬ 
ments.  Thomas  Bayes,  the  18th  cen¬ 
tury  minister  and  mathematician, 
examined  the  relationship  between 
multiple  variables  and  determined 
the  extent  to  which  one  variable 


How  to  track  down  a  good  search  tool 

Danny  Sullivan,  editor  of  the  Search  Engine  Watch  Web  site,  says  intranet  managers  should  consider  the 
following  questions  when  choosing  a  search  engine. 


IHow  complex  is  your  intranet? 

If  you  have  one  server  in  your  organization  and 
everyone  uses  that  server,  then  you  don’t  need 
much  in  the  way  of  a  search  tool.  But  if  you  have  20 
different  servers  and  you  need  to  search  them  all, 
you’ll  need  an  advanced  search  tool  from  a  company 
such  as  Verity,  Sullivan  says. 

2  What  administrative  tools  are  available? 

Free  tools  are  great  if  you  know  how  to  pro¬ 
gram,  but  if  you  need  an  out-of-the-box  pro¬ 
gram,  you're  going  to  have  to  pay  for  it.  “If  you’re  in 
an  overworked  IT  department,  you  may  want 
a  WYSIWYG  product.  But  sometimes 
even  those  can  be  complicated.  A  $5,000 
search  package  can  sometimes  make 
you  feel  overwhelmed,”  Sullivan  says. 

3  What  file  types  are  in  use? 

Figure  out  what  file  types,  such  as 
Portable  Document  Format,  Rich 
Text  Format  and  spreadsheets, 
employees  use.  “The  free  and  lower 
cost  systems  may  only  index  ASCII 
and  HTML  files,”  Sullivan  notes. 


4  Can  the  search  tool  do  filtered  field  searching? 
You  may  be  indexing  documents  that  aren’t 
HTML  and,  therefore,  will  need  a  search 
engine  that  can  read  fields  or  meta  tags.  For 
instance,  if  you  want  to  search  for  data  based  on 
date,  you  have  to  be  able  to  narrow  down  the 
fields.  If  you  foresee  using  XML,  you’ll  want  to 
include  that  in  your  analysis,  as  well,  Sullivan  says. 
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Is  the  tool  scalable? 

It’s  not  only  documents  that  take  up  room  — 
search  indexes  can  be  space  mongers,  too.  “They 
can  sometimes  take  up  as  much  space  as  what 
you’re  searching,”  Sullivan  adds. 

The  amount  of  documents  the  search 
engine  can  index  is  only  part  of  the 
equation.  For  instance,  if  you  want 
to  index  based  on  word  position¬ 
ing,  that  may  take  up  more 
room  than  regular  indexing. 
“You  need  a  tool  that  is 
going  to  grow  with  your 
needs,”  he  adds. 

—  Sandra  Gittlen 


affects  the  other.  Applied  to  search, 
this  means  that  rather  than  search¬ 
ing  for  individual  words,  Autonomy’s 
engine  examines  patterns  of  words 
within  documents,  marking  their 
occurrence  together. 

For  instance,  if  a  user  wants  to 
search  for  information  on  Micro¬ 
soft’s  Wolfpack,  he  won’t  receive 
information  about  wolves  in  the 
wild.  Because  of  the  user’s  marked 
pattern,  Autonomy’s  Agentware  sys¬ 
tem  will  know  that  this  request  is 
dealing  with  software  and  Microsoft. 

Other  companies  are  turning  to 
visualization  to  help  users  under¬ 
stand  their  search  options.  Start-up 
Semio,  for  example,  offers  a  search 
tool  that  indexes  text,  creates  clus¬ 
ters  of  content  and  then  generates 
visual  maps  of  those  clusters  for 
search  results. 
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If  a  user  searches  on  "NT,” 
SemioMap  2.0  will  display  the 
returns  that  directly  pertain  to  that 
result,  and  then  map  out  related 
concepts  such  as  Windows,  Micro¬ 
soft  and  operating  systems.  This 
gives  users  a  sense  of  the  hierarchy 
of  their  searches. 

SEARCH  NO  MORE 

Searching  as  a  stand-alone  tool 
will  eventually  become  obsolete,  J.D. 
Edwards’  Applehans  says.  Instead, 
search  will  be  embedded  into  other 
systems  as  is  planned  for  NT  5.0  and 
Lotus  Notes  5.0.  Rather  than  having 
people  spend  time  tracking  down 
information,  next-generation  search 
tools  will  proactively  and  transpar¬ 
ently  gather  information  for  users 
based  on  predefined  profiles  and  job 
titles,  he  says. 

Applehans  says  four  things  are 
necessary  in  future  search  tools: 

•  They’ll  have  to  become  more 
user-friendly  and  simplify  search. 
(Boolean  searches  alone  will  no 
longer  be  acceptable.) 

•  They’ll  have  to  gather  and  pro¬ 
cess  external  information  as  well  as 
they  gather  internal  data. 

•  Embedded  agents  will  have  to 
analyze  search  paths  and  offer  other 
ways  to  find  information.  They’ll 
also  have  to  study  data-gathering 
behavior,  store  that  information  and 
be  able  to  build  suggested  query  lists 
based  on  that  information. 

•  They’ll  have  to  incorporate  stan¬ 
dards  such  as  XML. 

Arriving  at  such  a  searchable  uni¬ 
verse  is  going  to  cost,  of  course. 

According  to  Forrester,  imple¬ 
menting  a  full-blown  search  tool 


installation  for  a  20,000-person 
company  would  cost  about 
$234,000.  That  figure  takes  into 
account  software,  servers,  initial 
deployment  design  and  one-year 
maintenance  (see  graphic,  page  14). 

And  that  could  be  peanuts  com¬ 
pared  to  the  cost  of  implementing 
a  knowledge  management  system 
from  a  company  such  as  Verity. 

Such  an  installation  would  tally 
from  $300,000  to  $1.2  million,  not 


including  the  salaries  of  the  people 
who  will  be  ensuring  that  informa¬ 
tion  is  properly  tagged  and  summa¬ 
rized,  Forrester  says. 

For  its  part,  J.D.  Edwards  spent 
slightly  more  than  $600,000  to  build 
Knowledge  Garden.  That  figure 
includes  the  cost  of  software,  hard¬ 
ware,  maintenance,  personnel,  con¬ 
sulting  and  training,  Applehans  says. 

J.D.  Edwards  expects  a  big  payoff. 
The  company  estimates  that  it  will 


save  about  $4  million  annually  by 
enabling  employees  and  others  to 
search  for  information  through  the 
Knowledge  Garden,  says  Applehans, 
noting  that  the  firm  expects  a  three- 
year  return  on  investment  of  1,81 1% 
for  the  intranet. 

You’d  have  to  search  long  and  hard 
to  find  fault  with  returns  like  that. 

Gittlen  is  online  reporter  for  Net¬ 
work  World. 
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TAKING  HEED  OF 
THESE  FIVE  TIPS 
OUGHT  TO  GET  EVEN 
THE  UNTIDIEST  OF 
INTRANETS  IN  ORDER. 
BY  MARK  GIBBS 


ren’t  they  messy?  I  mean,  really!  Have  you  ever  seen  a  sloppier 
bunch  than  your  intranet  content  providers  —  that  is,  with  the 
exception  of  your  kids? 


If  you’re  a  parent,  you  probably 
know  all  too  well  how  difficult  it 
can  be  to  get  kids  to  clean  up 
their  rooms.  More  often  than 
not,  they  ignore  your  pleas  for  tidiness. 

And  if  your  intranet  has  been  running  for 
more  than  a  few  months,  that  means  it  needs 
cleaning,  just  like  a  kid’s  room  would.  These 
five  tips  ought  to  help. 

1.  FIND  AND  FIX  DEAD  LINKS 

When  perusing  the  intranet,  users  get  frus¬ 
trated  following  links  to  nowhere,  as  happens 
when  authors  move  or  delete  documents  or 
Web  sites  but  don’t  change  associated  hyper¬ 
links.  That’s  why  you  need  to  get  at  least  one 
of  the  various  tools  now  available  for  finding 
and  correcting  broken  links.  (You  might  need 
more  than  one  because  no  single  product  yet 
offers  a  full  feature  set.) 


I  recommend  Mercury  Interactive  Astra 
SiteManager  1 .0  on  the  strength  of  its  con¬ 
tent  analysis,  reporting  and  site-mapping  fea¬ 
tures.  But  Web  Analyzer  2.0  from  Every  Ware 
Development  and  Coast  WebMaster  2.02 
from  Coast  Software  are  worth  considering, 
too.  (For  a  review  of  these  and  other  Web 
content  managers,  see  Network  World,  Dec.  1 , 
1997,  page  53.) 

Most  important,  IT  has  got  to  use  these 
tools  regularly.  Ideally,  that  means  searching 
and  fixing  on  a  weekly  basis  or,  on  a  large 
intranet,  daily.  If  the  intranet  is  overly  large, 
you  may  have  to  do  daily  scans  selectively. 

What’s  more,  it  should  be  standard  practice 
for  intranet  content  providers  to  check  for 
problems  with  their  links.  A  good  tactic  for 
getting  them  to  do  so  is  awarding  a  monthly 
prize  for  the  best  content. 


2.  REMOVE  REDUNDANT  CONTENT 

As  your  Web  authors  get  more 
confident,  they’ll  start  adding 
small  icons  that  label  page 
items  as  “New”  or  “Revised” 
o^what  have  you.  But  novice 
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content  providers  tend  to  duplicate  each 
graphical  element  rather  than  use  the  same 
item  they’ve  already  made  for  a  previous 
page.  For  example,  a  human  resources  man¬ 
ager  might  have  identical  New  icons  in  her 
press  releases  and  benefits  information 
subdirectories. 

This  duplication  is  common,  but  most  Web 
authoring  packages  don't  address  it.  That 
means  you’ve  got  to  alert  content  providers  to 
the  problem  and  get  them  to  draw  their 
graphics  from  a  library  of  commonly  used 
items.  The  library  can  be  filed  in  a  content 
provider’s  subdirectory  or  a  shared  directory. 

Things  are  more  complicated  if  content 
providers  are  copying  graphics  from  one 
page  to  another  in  an  authoring  tool  and 
then  saving  the  page  with  the  copied 
image.  The  authoring  tool  usually  will 
ask  for  a  file  name  to  save  the  graphic 
users,  not  understand- 


location  on  all  corporate  Web  servers  and 
index  them  through  a  set  of  Web  pages  that 
also  explains  their  use. 


documents  might  V*  \ 

not  be  of  interest  to  any- 

one,  but  you  can’t  just  throw  them 

away.  Even  a  rarely  accessed  document  might 

be  crucial  when  needed. 

You  do  want  to  weed  unused,  unlinked  and 
infrequently  accessed  documents  from  the 
intranet,  but  you  don’t  want  to  destroy 
them.  Moving  such  documents  to  long¬ 
term  storage,  such  as  tape,  would  give 
you  the  flexibility  of  restoring  them  to 
the  intranet  if  need  be. 

When  you  move  the  documents,  you’ll 
have  to  find  and  fix  links  to  them  using  a 
tool  described  in  Tip  No.  1 .  You  could  point 
those  links  to  a  generic  document  that  says 
the  target  has  been  archived  and  offers  a  form 
for  requesting  the  material. 

Another  technique  for 
preventing  intranet  content  J 

stale  is  time-  ^  £ 


By  cross-referencing  your  intranet  server 
logs  with  a  list  of  documents  ordered  by  last 
access  date,  you’ll  find  out  which  documents 
aren’t  used  often  or  at  all. 

Documents  that  aren’t  used  often  might  b 


under  and  the 
ing  that  they  already  have  a  copy  of 
the  image  saved,  will  save  the  file 
under  a  different  name.  / 

For  example,  our  HR  manager  / 

writes  a  press  release,  then  calls  v  ^ 
up  a  benefits  information 
page  so  she  can  copy  a  New 
icon,  stored  as  binew.gif,  and  , 

place  it  and  the  press  release 
on  a  new  page.  When  saving 
the  page,  she  saves  the  New 
icon  as  pmew.gif —  same  content 
as  binew.gif,  different  file. 

This  is  harder  to  fix.  It  requires  you  to 
scan  for  all  image  files  and  then  check 
those  of  the  same  size  to  see  if  they  do, 
indeed,  have  the  same  content. 

You’ll  need  a  utility  such  as  Cerious 
Software’s  ThumbsPlus  for  this  work. 
ThumbsPlus  builds  a  database  of  all  image 
files  and  then  lets  you  sort  the  images  by  size 
and  display  thumbnails.  This  makes  it  easy  to 
inspect  a  large  number  of  files  quickly. 


trom  growing 
stamping  documents.  You  M§ 

can  do  so  by  examining  the 
modified  date  set  by  the  ffi|; 

operating  system  for  files 
that  haven’t  changed  in,  jBSb 
say,  six  months.  Alter- 
^  natively,  make  content 

authors  include  a  last-modified 
field  in  each  document. 

In  either  case,  you  can  remove 
documents  that  don’t  comply  or  are 
older  than  a  certain  date. 


Your  clean-up  campaign  has 
Ttfct.  to  include  checking  for 

compliance  with  publish¬ 
ing  standards.  If  your  pub- 
lishing  standards  are  well-  » 
defined,  this  will  be  easy.  Requiring  w, 
every  document  to  contain  the  author’s  ® 
name  and  e-mail  address  makes  it  easy 
to  find  those  who  don’t  comply. 

But  once  you  find  offending  documents, 
what  should  you  do?  Much  depends  on 
how  many  incorrectly  formatted  documents 
you  find,  your  authority  and  how  much 
work  is  required  to  fix  the  problem.  In 
general,  you  should  check  all  newly 
added  documents  each  day  for 
standards  compliance.  •  .  *  *  »  . 


more  useful  if  people  knew  about  them  or 
could  find  them  more  easily.  For  example,  you 
might  provide  a  link  to  these  documents  from 
a  common,  heavily  used  page.  Or,  even  easier, 
bolster  the  documents  themselves  with  key¬ 
words  that  more  accurately  describe  the  con¬ 
tent.  This  would  make  the  documents  come 
up  more  often  in  searches. 

Documents  that  don’t  appear  to  be  used  at 
all  are  more  problematic.  It’s  possible  that  the 


As  I  indicate  in  Tip  No.  2,  resources  used 
by  multiple  authors  are  much  easier  to  con¬ 
trol  if  there  is  only  one  centrally  managed 
copy  of  each.  To  make  this  work,  you  need 
to  keep  shared  authoring  components  such 
as  graphics  and  boilerplate  text  in  a  standard 
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Time  to  rethink 
management 

By  Mark  Gibbs 


Charge-back:  A 
matter  of  choice 

By  Steve  Blass 

Please  step  in  and  lie  down,  the  doctor  is  in 
for  consultations.  As  a  network  architect  at 
Houston-based  Sprint  Paranet,  Blass  under¬ 
stands  the  strain  of  people  who  are  developing 
and  managing  intranets.  Send  him  your  prob¬ 
lems  at  dr.intranet@paranet.com. 


anaging  people  is  hard.  I  know,  I’ve 
run  three  technical  support  groups  so 
I  have  experienced  how  complicated, 
repetitive  and  frequently  frustrating 
management  can  be.  But  creating  an  effective 
organization  with  happy  members  is  also  enor¬ 
mously  rewarding. 

But  traditional  ways  of  managing  people  are 
less  effective  in  the  intranet  era.  For  the  reasons 
behind  this,  we  need  to  consider  how  our  busi¬ 
nesses  have  changed. 

First,  the  speed  of  business  has  increased  dra¬ 
matically.  We  have  to  make  decisions  faster,  and 
we  need  information  faster.  If  we  don’t  respond 
as  well  as  the  customers  expect,  our  now  global 
competitors  are  only  too  ready  to  do  so. 

To  make  decisions  faster,  we  have  to  build 
organizations  that  have  less  formulaic  business 
practices  —  we  can  no  longer  rely  on  rigidly 
structured  approaches  to  doing  business. 

Rigid  structure,  I  would  argue,  is 
the  reason  groupware  is  generally 
unsatisfactory.  Intranets,  on  the 
other  hand,  have  developed  so 
fast  because  they  provide  the 
right  amount  of  structure 
without  too  many  constraints. 

While  intranets  provide  a 
more  effective  basis  for  group 
support,  they  also  reinforce  the 
separation  of  staff  and  manage¬ 
ment.  Many  workers  use  e-mail, 
the  backbone  of  intranets,  as  the  main 
channel  for  communicating  with  other 
employees  and  with  the  rest  of  the  world. 

More  staff  members  than  ever  before 
require  PCs  to  do  their  jobs.  Along  with  this 
we  are  seeing  the  curious  phenomenon  of 
managers  who  manage  by  e-mail.  This  may 
sound  acceptable,  but  the  fact  is  e-mail  is  far 
too  constrained  for  effective  management  and 
most  managers  don’t  express  themselves  well 
enough  to  get  the  best  out  of  it. 

Combine  management  by  e-mail  with  in¬ 
creased  work  force  mobility  (seeing  customers 
sells  more  than  calling  them  on  the  phone) 
and  telecommuting,  and  managers  are  becom¬ 
ing  disconnected  from  those  they  manage.  And 
when  the  two  are  disconnected,  evaluating 
employee  performance  becomes  difficult  if  it 
is  done  in  a  traditional  framework.  The  old 
way  still  used  by  many  managers  is  “man¬ 
agement  by  wandering  about.”  The  theory  is 
that  managers  can  drive  their  employees  to 
effectiveness  by  looking  over  their  shoulders. 

But  when  your  employees  are  mainly  online 


or  using  applications  and  quite  possibly  not 
even  in  a  central  office,  managing  by  wandering 
about  obviously  doesn't  work. 

Now  it  comes  as  no  surprise  to  me  that  one 
of  the  complaints  I  keep  hearing  from  man¬ 
agers  about  intranet  service  and  Internet  access 
is  that  they  provide  an  opportunity  for  the  staff 
to  waste  time.  Typically  cited  are  nonwork- 
related  surfing  and  e-mail,  and  the  endless 
tweaking  of  intranet  content.  Sure,  these  things 
happen,  but  before  you  start  blaming  the  tech¬ 
nologies  consider  what’s  behind  these  appar¬ 
ently  time- wasting  activities. 

The  first  problem  is  managers’  perceptions 
of  what  defines  nonwork-related  surfing  and 
e-mail.  If  this  is  evaluated  by  looking  over  a 
worker’s  shoulder  (whether  in  reality  or  by 
looking  at  server  or  other  access  logs),  it  will 
take  you  a  lot  of  research  to  really  know  that 
the  activity  is  truly  not  work  related. 

Many  managers  think,  for  exam¬ 
ple,  that  e-mailing  jokes  isn’t  rele¬ 
vant  to  work.  On  the  contrary, 
passing  around  jokes  and  other 
tidbits  is  a  great  way  to  build 
relationships. 

Next  is  the  issue  of  con¬ 
structive  playing.  Fooling 
around  with  intranet  content 
is  a  requisite  for  skills  develop¬ 
ment.  Languages  such  as  HTML 
and  JavaScript  aren’t  easily  mas¬ 
tered  without  developing  an  insight 

into  how  they  work  —  something  that 
comes  quickest  when  you  play. 

Consider  page  design.  Unless  you  look  at 
other  people’s  designs,  deconstruct  their  work, 
then  adapt  and  extend,  you  wind  up  reinventing 
the  wheel.  Sure,  you  can  figure  out  for  yourself 
how  to  create  JavaScript-driven  buttons  that 
change  as  your  mouse  passes  over  them.  But 
why?  Hundreds  of  people  already  have  written 
the  code,  which  is  available  for  examination. 

So  what  is  the  new  way  of  managing  staff  in 
the  intranet  era?  Simple  —  you  have  to  rely  on 
quantitative  measures  of  individual  perfor¬ 
mance  rather  than  qualitative  assessments  of 
whether  the  staff  appears  to  be  doing  its  job. 

And  guess  what?  Intranets  can  make  manage¬ 
ment  easier.  By  providing  online  job  definitions, 
defined  work  objectives  and  feedback,  the  need 
to  keep  an  eye  on  staff  disappears  and  the  orga¬ 
nization  focuses  on  what  really  matters:  results. 

z 

< 

2 

Gibbs,  a  really  good  manager,  can  be  reached  s 
at  imcolumn@gibbs.com.  3 
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Are  companies  implementing  charge-back  poli¬ 
cies  for  intranet  use? 

It  depends.  Some  companies  charge  back 
for  all  IT  services,  including  those  related  to 
the  intranet.  Other  companies  see  intranet 
accounting  needs  as  the  reason  for  instituting 
IT  charge-back  processes  for  client/server 
resources.  In  some  cases,  IT  splits  costs  at  the 
department  level  based  on  a  head  count  or 
some  other  agreed  upon  standard  of  mea¬ 
surement.  In  other  cases,  IT  tracks  server, 
client  and  network  use  and  charges  for  every 
bit  of  data  downloaded.  A  lot  depends  on 
whether  management  views  IT  as  a  cost  or  as 
a  service  center.  One 
common  model  is  to 
establish  a  standard  ser¬ 
vice  level  for  a  monthly 
per-person  charge  and 
then  augment  that  with 
established  pricing  for 
requests  that  fall  outside 
the  scope  of  the  agree¬ 
ment.  In  such  an  envi¬ 
ronment,  departmental  intranet  content  pro¬ 
ducers  might  provide  and  maintain  server 
resources  after  negotiating  with  IT  to  get 
network  connectivity. 

Tracking  intranet  spending,  expenses  and 
funding  can  be  handled  in  as  many  differ¬ 
ent  ways  as  there  are  corporate  cultures 
and  blends  of  legacy  technology. 

Is  it  possible  to  split  a  T-3  pipe  into  three  15M- 
bit/sec  lines  and  then  take  one  of  the  smaller 
chunks  and  dedicate  10M  bit/sec  to  intranet  use 
and  5M  bit/sec  to  Internet  access? 

Yes,  you  can  split  a  45M-bit/sec  T-3  circuit 
into  a  number  of  smaller  virtual  pipes  and 
allocate  bandwidth  for  specific  uses.  How¬ 
ever,  splitting  a  T-3,  which  is  28  64K-bit/sec 
lines,  into  exact  thirds  will  take  some  careful 
arithmetic. 

Whether  your  equipment  will  partition  the 
bandwidth  just  the  way  you  want  is  another 
matter.  You’ll  need  a  chassis  that  supports  the 
incoming  T-3  and  allows  the  bandwidth  to  be 
distributed  easily  among  collections  of  T-ls. 
One  device  with  the  flexibility  and  capability 
to  support  a  wide  variety  of  transport  inter¬ 
faces  is  Adtran’s  Atlas  800  series. 

You  have  other  choices  as  well.  One  worth 
looking  into  is  whether  your  service  provider 
can  provision  the  lines  the  way  you  want. 
Frame  relay  or  ATM  services  may  be  alterna¬ 
tives  to  leased  lines. 
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user  -  Jonn  Swythe 
Compaq  Versa  4850  desktop 
Purchased  9/15/97 
Cost  -  $3,208 
IP  address  -  103.57.58.230 
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You  re  connected 


With  a  click  of  your  mouse, 
launch  Word  documents,  text 


files,  Web  hyperlinks,  and  even 
other  Windows  programs  to 
include  additional  pertinent  data 
in  your  diagram! 


NetDraw; 


Get  the  big  picture:  Take  advantage  of  the  huge 
drawing  area  in  NetDraw  Plus  and  build  multiple-page  diagrams. 
Then  drill  down  as  far  as  you  need  to  go  by  attaching  diagrams 
to  images. 

More  power  to  make  your  point:  NetDraw  Pius 

includes  the  most  authentic  3-dimensional,  full-color  network  and 
computing  icons  to  bring  your  diagrams  to  life!  Jump  to  our  Web 
site  for  the  latest  updates  completely  free  of  charge. 


VENDORS: 
Call  today  about 
a  customized 
version  for  your 
company! 
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Close  that  deal:  Seamlessly  integrate  your  NetDraw  Plus 
diagrams  into  Office  presentations  quickly  and  easily. 

Order  up:  Call  Network  World  today  at  1-800-643-4668 
or  508-820-7493  to  order  your  copy  for  only  $149.  Or  visit  our 
Web  site  at  www.netdraw.com  to  download  a  30-day  trial  of  this 
extremely  easy  to  use  product  today.  Or  send  Email  to 
netdraw@nww.com  for  more  information. 
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The  future  belongs  to  objects. 

Jasmine™  is  the  future  of  objects. 

It’s  the  first  complete  and  pure  object  solution. 

It’s  not  a  hybrid.  It’s  not  hype. 

Jasmine  is  real.  A  proven,  complete  object-oriented  database  and 
development  environment.  So  now  you  can  build  the  next  generation  ^ 
of  multimedia  business  applications  and  run  them  everywhere:  ac 

client/server,  Internet,  intranet,  and  extranet. 

Introducing  The  Industry’s  First  Multimedia, 


With  built-in  multimedia  and  Internet  support,  Jasmine  has  it  all.  A  pure, 
object-oriented  database.  Drag-and-drop  development  environment.  Distributed 
object  delivery.  Efficient  database  multimedia 
storage  and  manipulation,  and  efficient 
delivery  through  streaming  and  caching.  The 
industry’s  easiest  development  environment 
lets  you  use  all  your  favorite  tools:  built-in 
VB  integration,  native  Java  support,  and 
C++  support. 

Unlike  hybrid  or  partial  object  solutions, 

Jasmine  actually  works. 

So  you  can  shorten  your  time  to 
market  and  gain  a  distinct  competitive  advantage. 

If  that  sounds  good,  pick  up  the  phone  right  now. 
ready  today. 

Are  you? 
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NETWORK  HELP  DESK 


Ron  Nutter,  a  Master  Certi¬ 
fied  Novell  Engineer  and  Micro¬ 
soft  Certified  Systems  Engineer 
in  the  Lexington,  Ky.,  area, 
tracks  down  the  answers  to  your 
questions.  Call  (800)  022-1108, 
Ext.  476,  or  send  your  questions 
to  helpdesk@networkref.com. 

I  manage  a  100-user  NetWare 
3.12  token-ring  LAN  with 
Category  5  unshielded  twisted¬ 
pair  cabling.  Five  multistation 
access  units  are  in  one  wiring 
closet,  and  one  is  located  in  a 
separate  building  connected 
by  underground  cable.  Users 
can  be  logged  on  to  the  Net¬ 
Ware  LAN  and  attach  to  the 
Unix  servers  simultaneously. 
Three  RS/6000  servers  also 
share  the  LAN. 

We’re  pushing  the  envelope 
on  lobe  length  and  are  maxed 
out  on  connections.  I’ve  read 
that  the  limit  on  16M  bit/ sec 
token  ring  is  72  connections; 
we’ve  got  85  connections.  I’ll 
soon  have  to  add  more  users  to 
the  network. 

Is  there  a  device  I  can  use  to 
split  the  network  so  I  don't  go 
over  my  connection  limit?  Can  I 
use  a  router  or  switch  to  do  this? 
And  is  there  some  method  to 
boost  the  signal  in  order  to 
avoid  these  connection  limits? 

Via  e-mail 

You  should  check  out  Novell 
Technical  Information  Document 
No.  14402,  which  indicates  a  96- 
node  station  limit  on  a  single 
token  ring.  However,  I  wouldn’t 
recommend  taking  the  connec¬ 
tion  count  any  higher  than  you 
already  have  done. 

To  alleviate  network  conges¬ 
tion,  you  can  use  a  router  or 
switch,  or  you  can  add  a  network 
card  in  one  of  the  NetWare 
servers  and  establish  a  second 
ring  on  the  network. 

There’s  no  way  to  use  a  sig¬ 
nal  booster  to  get  around  token 
ring’s  96-station  limit.  I  recom¬ 
mend  putting  the  nodes  in  the 
other  building  on  a  separate 
ring  and  connecting  that  ring  to 
the  original  one  via  fiber-optic 
cable.  This  would  help  avoid 
the  introduction  of  electrical 
problems. 


Technology  Update _ 

Covering:  Evolving  Technologies  and  Standards 

ATM  flow  control:  Recipe  for  demanding  apps 


By  Mikkel  Brodersen 
and  Bengt  Beyer-Ebbesen 

The  use  of  switched  ATM  to 
provide  a  high-speed  backbone 
for  interconnecting  Ethernet  or 
token-ring  LANs  has  become  a 
fact  of  life  in  many  business 
enterprises. 

Often  the  intent  of  compa¬ 
nies  deploying  ATM  is  simply  to 
provide  a  high-bandwidth  pipe 
for  delivering  traffic  —  pre¬ 


dominantly  from  IP  applica¬ 
tions  —  from  one  part  of  the 
network  to  another. 

Of  course,  ATM  was  designed 
to  provide  not  only  big  pipes, 
but  also  intelligent  pipes. 
Through  a  combination  of 
hardware  and  software  imple¬ 
mentations,  network  adminis¬ 
trators  can  assign  the  traffic 
from  certain  sender  stations, 
usually  routers  or  servers,  to 
specific  service  levels  on  the 
ATM  backbone. 

High-end  service 

At  the  high  end  of  the  service 
categories  are  constant  bit  rate 
(CBR)  and  variable  bit  rate 
(VBR) .  The  ATM  standard  also 
specifies  two  standards  for 
time-sensitive  traffic:  unspeci¬ 
fied  bit  rate  (UBR)  and  avail¬ 
able  bit  rate  (ABR). 


Because  the  UBR  service  cat¬ 
egory  is  the  simplest  for  ven¬ 
dors  to  support  and  customers 
to  deploy,  it  has  become  the 
predominant  service  level  used 
with  current  ATM  networks. 
However,  as  traffic  over  the  net¬ 
works  has  increased,  the  use  of 
UBR  has  caused  a  serious  prob¬ 
lem:  network  congestion. 

This  situation  has  led  to 
increased  interest  in  ABR  as  an 


alternative  service  category. 
ABR  is  a  bridge  service  between 
the  guaranteed  services  of  CBR 
and  VBR  and  the  laissez-faire 
handling  of  traffic  offered  by 
UBR.  ABR,  used  in  conjunction 
with  flow  management  tech¬ 
nologies,  provides  the  means  to 
designate  a  minimum  and  max¬ 
imum  rate  of  transmission  for 
traffic  while  minimizing  cell 
loss.  ABR  also  provides  conges¬ 
tion  management. 

In  a  network  utilizing  ABR, 
the  switch  informs  the  transmit¬ 
ting  station  (via  the  receiving 
station)  about  congestion  situa¬ 
tions.  Depending  on  the  flow- 
control  technology  that  is  sup¬ 
ported  by  the  switch,  the  switch 
can  request  a  new  rate  for  trans¬ 
mitted  data,  which  it  calculates 
will  minimize  buffer  overflow, 
reduce  cell  loss  and  improve 


throughput. 

This,  in  turn,  can  prevent  the 
exacerbation  of  network  con¬ 
gestion  that  results  from  IP 
frame  retransmissions. 

Two  basic  ABR  flow  manage¬ 
ment  technologies  have  been 
specified  within  ATM  stan¬ 
dards.  One,  Explicit  Forward 
Congestion  Indication  (EFCI), 
involves  the  retasking  of  a  cell 
header  field,  the  payload  type 


field,  to  serve  as  a  simple  on/ off 
switch  for  use  in  regulating 
sender  station  transmission 
rates.  When  congestion  is 
detected  at  the  switch,  the  field 
is  turned  on  in  a  cell  being 
directed  to  the  destination  sta¬ 
tion.  Once  received,  the  desti¬ 
nation  station  responds  with  an 
instruction  to  the  sending  sta¬ 
tion  —  in  the  form  of  a 
resource  management  cell  —  to 
slow  the  speed  of  transmission. 

A  second  flow  management 
technology,  explicit  rate,  uses 
special  software  and  hardware 
in  the  switch  to  generate  and 
inject  a  resource  management 
cell  into  the  ABR  datastream 
every  32  cells.  These  resource 
management  cells  travel  from 
the  switch  to  the  receiving  sta¬ 
tion  and  then  back  to  the  send¬ 
ing  station,  where  software  and 


hardware  support  must  also 
exist,  to  report  congestion.  In 
response,  the  sending  station 
will  speed  up  or  slow  down  the 
transmission  of  data  in  accor¬ 
dance  with  rate  information 
specified  in  the  resource  man¬ 
agement  cell. 

Until  recently,  the  technology 
required  to  support  ABR  flow 
control  had  not  been  added  to 
ATM  switches  or  adapters.  That 
has  been  largely  due  to  the  lack 
of  interest  in  ABR  from  network 
product  customers  and  the 
resulting  lack  of  impetus  to  add 
ABR  functionality  to  network 
products. 

Hardware  vs.  software 

However,  with  congestion 
becoming  a  problem  in  many 
ATM  networks  using  the  UBR 
service  category  for  most  traffic 
handling,  ABR  and  EFCI  explic¬ 
it  rate  flow  control  are  receiving 
renewed  attention. 

Some  vendors  are  seeking  to 
add  support  to  existing  switch 
products  through  software 
enhancements,  while  others, 
including  Olicom,  prefer  a 
hardware-based  approach.  The 
decision  to  support  ABR  flow 
control  through  software  en¬ 
hancements  has  garnered  some 
criticism  within  the  trade  press. 

Effective  flow  control  using 
explicit  rate,  the  more  sophisti¬ 
cated  flow-control  technology, 
requires  the  management  of 
resource  management  cells  and 
the  application  of  complex 
algorithms  to  determine  appro¬ 
priate  transmission  rate  set¬ 
tings.  For  switches  already 
bogged  down  by  congestion,  it 
may  be  asking  too  much  of  resi¬ 
dent  processors  to  perform  this 
task  in  software. 

For  now,  the  important  point 
is  that  dramatic  improve¬ 
ments  in  network  throughput 
are  possible  through  the  appli¬ 
cation  of  ABR  with  EFCI  or 
explicit  rate  flow  management 
technolog)'. 

Brodersen  and  Beyer-Ebbesen  air 
product  managers  for  ATM  adapters 
and  IAN  switch  products,  respective¬ 
ly,  at  connectivity  vendor  Olicom  A/S. 
Contact  Brodersen  at  mbr@olicom.dk 
and  Beyer-Ebbesen  at  bbe@olic.om.dk. 


HOW  IT  WORKS 


ATM  ABR 
traffic  flow 
control 

ABR  technology  is 
used  in  conjunction 
with  other  ATM  flow 
management  tech¬ 
nologies  to  control 
congestion  in  ATM 
networks.  ABR  provides 
the  means  to  set  a 
minimum  and  maxi¬ 
mum  rate  of  trans¬ 
mission  for  traffic, 
while  minimizing 
ATM  cell  loss. 


1 


When  an  ATM  switch  experiences  congestion, 
it  uses  ABR  to  notify  downstream  ATM  switches 
and  destination  stations  by  changing  the 
payload  type  field  in  the  ATM  cell  header. 


The  sending  station 
throttles  back  to  the 
new  ABR  level. 


Destination 

station 


i  The  destination  station  reads 
the  congestion  indicators  and 
1  tells  the  sending  station  to 
adjust  its  traffic  rate. 
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All  these  problems  with  products  shipping  on  time  have 
got  me  hotter  than  a  penguin  in  the  desert.  It  seems 
nobody  can  ship  anything  on  time.  And  customers,  re¬ 
peatedly  burned  by  dtese  promises,  have  taken  to  sim¬ 
ply  shrugging  away  the  delays. 

We’ve  all  got  to  stop  letting  the  sloppy  software  yahoos  get  away 
widi  this  ship-date  murder.  Sure,  developing  software  is  compli¬ 
cated,  and  unforeseen  hitches  happen.  Duh.  So  why  don’t  the 
companies  just  account  for  these  problems  in  the  schedule? 
Because  they  simply  don’t  care. 

A  number  of  years  ago  (bear  with  me  while  I  name-drop  here),  I 
interviewed  Bill  Gates  at  Comdex.  Right  before  that,  I  interviewed 
John  Landry,  then  the  chief  technology  officer  at  Lotus.  I  asked 
John  if  he  had  any  quesdons  for  Gates.  “Yeah,  ask  him  when  he  is 
going  to  stop  $#@A%  us  around  on  Windows’  ship  dates,”  he  said. 

So  I  did,  and  said  something  like  .  .  .  “Umm,  I  was  wondering, 
Mr.  Gates  .  .  .  because  your  software  usually  misses  its  ship  dates, 
and  because,  to  some  extent,  people  plan  around  those  dates, 
would  you,  uh,  consider  a  new  way  of  predicting  the  dates  that  is 
more  accurate?  Or  perhaps  provide  a  window  under  which  you 
expect  to  ship  a  product,  like,  ‘We  hope  to  ship  in  a  year,  but 


complications  could  stretch  it  out  to  two  years?’  ” 

Bill  almost  busted  a  gut.  First,  he  looked  at  me  like  I  was  some 
kind  of  an  idiot,  sort  of  the  way  my  kids  do  now.  Then  he  screwed 
himself  up  and  let  loose  something  along  the  lines  of,  “Show  me 
the  guy  who  thinks  the  date  is  the  date.  Is  this  someone  new  to 
software?  Is  this  someone  new  to  journalism?  I  want  to  meet  the 
guy  who  thinks  the  date  is  the  date!” 

This  was  all  pre-Windows  95,  which  should  have  been  Windows 
93  or  94.  Since  then,  Microsoft  and  others  have  continued  to  give 
rosy  projecuons  about  when  God’s  gifts  to  software  will  ship,  only 
to  revise  and  revise  when  coders  run  into  snags.  Why?  Because  we 
all  let  diem  get  away  with  it.  We  now  expect  software  to  be  late  and, 
thus,  are  quite  forgiving  of  the  poor  software  vendors.  Instead  of 
being  all  nice  about  it,  how  ’bout  we  tell  ’em  to  knock  it  off? 

Try  this:  Oh  holy  software  vendor,  go  back  and  look  at  how  far 
off  you’ve  been  in  the  past  and  add  that  percentage  to  any  future 
ship  dates.  Then  offer  it  up  as  a  goal,  but  publicly  admit  you  may 
do  some  stupid  things  that  naturally  could  push  the  date  back. 
Maybe  you’ll  even  ship  early  someday.  Maybe. 

Doug  Barney,  news  editor  dbamey@nurw.com 


Totally  Unplugged 


Ira  Brodsky 


Needed:  A  philosophy 
for  the  cyberspace  age 


©omething  is  missing  from  the  computer  networks  industry:  a 
sense  of  purpose.  We’re  so  busy  building  and  using  networks 
that  we  seldom  stop  to  ask  ourselves  how  they  fit  into  the 
larger  scheme  of  things.  Do  people  build  networks  just  because 
they  help  pay  the  bills,  or  as  the  only  species  that  assembles  knowl¬ 
edge  for  transmission  to  future  generadons,  are  we  striving  toward 
some  long-range  goal? 

Sure,  the  Internet  is  teeming  with  third-wave  Pied 
Pipers.  Some,  such  as  the  Progress  and  Freedom 
Foundation  (www.pff.org),  focus  on  socioeconomic 
issues  such  as  opposing  or  influencing  government  reg- 
uladon.  Others,  such  as  the  Extropy  Institute 
(www.extropy.org),  seem  caught  up  in  a  hedonisdc  cel¬ 
ebration  of  technology.  There  is  surprisingly  litde  dis¬ 
cussion  about  technology’s  ultimate  purpose. 

There  was  once  a  respected  group  of  people  who 
devoted  their  lives  to  exploring  such  fundamental  ques¬ 
tions.  They  were  called  philosophers.  Often,  they  were  also  scien¬ 
tists.  Michael  Faraday,  the  19th-century  pioneer  of  electricity  and 
magnetism,  to  whom  the  information  technology  industry  is  greatly 
indebted,  routinely  referred  to  his  fellow  researchers  as  philoso¬ 
phers. 

Of  course,  philosophers  did  more  than  just  raise  bothersome 
questions.  Philosophers  were  meticulous  in  their  analysis  and  articu¬ 
lation  of  ideas.  They  helped  others  clarify  their  thinking  and,  on 
occasion,  could  be  a  source  of  inspiration. 

Today,  few  IT  researchers  can  rightly  be  called  philosophers.  We 
have  accumulated  so  much  knowledge  and  each  individual  must 
master  so  much  detail  in  order  to  have  any  impact  that  virtually  all 
scientists  are  specialists.  We  consider  anyone  who  calls  himself  a 
philosopher  an  intellectual  jack-of-all-trades  —  and,  consequendy,  a 
master  of  none. 

So  we  have  consigned  philosophers  to  academia.  Worse,  the 
entire  profession  seems  to  be  in  a  cosmic  rut.  Most  philosophers 
busy  themselves  analyzing  the  structure  of  language.  Those  who 
venture  into  the  realm  of  technology  focus  on  what  they  see  as  its 
ethical  dilemmas.  To  wit,  they  believe  the  philosopher’s  role  is  to 


warn  society  of  technology’s  hidden  dangers.  The  advent  of  com¬ 
puter  networks,  and  more  specifically  the  establishment  of  cyber¬ 
space,  cries  out  for  a  new  philosophical  movement.  We  need  a  new 
breed  of  philosopher  —  people  with  the  courage  to  propose  and 
debate  the  long-term  goals  of  technological  development. 

It’s  often  said  technology  is  neither  inherendy  good  nor  bad  — 
it’s  what  we  do  with  it  that  matters.  It’s  odd  that  philosophers  don’t 
challenge  this  view.  Philosophers  have  always  believed  knowledge  to 
be  the  highest  pursuit.  Surely,  they  appreciate  the  wondrous  tools, 
from  the  printing  press  to  the  Internet,  that  technology  has  provid¬ 
ed  for  the  dissemination  of  learning. 

If  I  am  wrong,  if  technology  does  pose  serious  risks  to  humanity, 
a  resurgence  of  philosophy  is 


desperately  required.  But  even 
if  I  am  right,  there  is  still  a 
compelling  need.  The  uni¬ 
verse  can  be  a  dangerous 
place,  and  it  would  be  a  shame 
if  we  came  up  just  short  trying 
to  save  ourselves  from  extinc¬ 
tion.  Philosophers  could  help 
us  identify  the  right  priorities. 

Here  are  some  of  the  ques¬ 
tions  I  think  philosophers 
should  start  exploring.  Must 
technology  destroy  religious, 
political  and  social  institutions, 
or  could  it  enhance  them?  As 
machines  take  on  more  func¬ 
tions,  which  roles  should  be 
reserved  for  humans?  Will 
machines  ever  be  able  to 
think?  If  so,  should  humans 
plan  to  eventually  abandon 
their  physical  bodies  and 
migrate  to  cyberspace? 

Answers  to  these  questions 
would  certainly  put  networks 
in  a  new  light. 


Brodsky  is  president  of  Data- 
comm  Research,  a  Chesterfield, 
Mo. -based  consultancy.  He  can  be 
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editor  in  chief,  Network  World,  161  Worcester  Road, 
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Carrier  resistance 

Thanks  for  the  interesting 
article  on  IP  convergence 
(“There’s  no  stopping  IP,”  Aug. 
10,  page  35).  The  article  points 
out  the  attempts  made  by  the 
earners  to  provide  ISDN  and 
ATM  as  vehicles  for  conver¬ 
gence.  I  believe  we  can  agree 
that  IP  will  eventually  dominate 
all  the  others,  despite  the  carri¬ 
ers’  efforts.  As  the  article  notes, 
the  carriers  have  a  billion-dollar 
investment  in  doomed  circuit- 
switched  technology  to  protect. 
Their  only  incentive  to  em¬ 
brace  convergence  is  survival. 

Witness  die  Intelligent 
Network  World  Fonims,  spon- 


— S 
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Speaking  the  L  A  N  g  u  a  g 


Linda  Musthaler 


The  importance  of  being  experienced 


Ohave  been  following  with  interest  the  Network  World  Fusion  forum  discus¬ 
sion  on  the  merits  of  technical  certifications  from  hardware  and  software 
vendors.  My  colleague  Dave  Kearns  wrote  a  series  of  columns  on  this  topic 
last  spring.  His  basic  asserdon  is  that  cerdficadons  without  commensurate  experi¬ 
ence  aren’t  worth  the  paper  they’re  printed  on.  Did  Dave  ever  sdr  a  hornet’s  nest 
with  Network  World  readers! 

Most  of  the  contributors  to  the  forum  agree  that  cerufication  from  a  vendor  such 
as  Novell  or  Microsoft  is  most  valuable  when  combined  with  years  of  experience. 
That’s  the  ideal  world.  We’d  like  to  think  that  all  technical  people  could  spend  a  few 
years  setting  up  or  suppordng  networks,  then  earn  cerdficadon  to  prove  to  the 
outside  world  they  are  indeed  recognized  experts.  The  fact  is,  many  peo 
pie  use  the  cerdficadon  training  and  tests  as  an  entry  into  the  world  of 
networking.  This  is  OK,  as  long  as  the  newly  certified  person  does 
not  present  himself  as  a  fully  qualified  network  professional.  He 
should  recognize  that  cerdficadon  is  only  a  starting  point  and  it 
must  be  combined  with  hands-on  experience. 

Recendy,  my  company  experienced  firsthand  the  dangers 
of  a  “paper  professional.”  We  hired  a  young  man  whose 
resume  touted  Novell  cerdficadon.  He  also  claimed  to  be 
working  toward  Microsoft  certification.  Despite  his  dearth 
of  real-world  experience,  we  respected  his  training  and  gave 
him  a  shot.  Turns  out,  he  couldn’t  use  a  spreadsheet,  much 
less  maintain  a  network.  His  resume  puffery  was  quickly 
revealed,  and  now  he’ll  be  getdng  his  experience  elsewhere. 

Kearns  proposed  the  possibility  of  some  type  of  apprenticeship 
program  for  technical  professionals.  We  could  take  this  a  step  further  by 
implemendng  a  requirement  for  professional  references  before  a  person  can  obtain 
a  cerdficadon  —  sort  of  like  college  graduates  who  can’t  get  a  job  without  prior 
experience,  so  they  fall  back  on  references  from  professors  and  community  leaders. 

Compaq  actually  comes  close  to  requiring  references  or  previous  experience. 
Candidates  for  Compaq’s  Accredited  Systems  Engineer  (ASE)  program  must  be 
already  cerdfied  on  at  least  one  network  operadng  system  (NOS),  either  from 
Novell  or  Microsoft.  Without  the  accompanying  NOS  experience,  Compaq  will  not 
award  full  certification  on  its  products. 

Considering  that  most  certification  programs  are  offered  and  controlled  by  hard¬ 
ware  and  software  vendors,  we  get  what  we  pay  for.  For  the  most  part,  the  programs 
are  initiated  to  serve  the  vendor  by  creating  an  extended  sales  force  and  are  neces¬ 
sarily  biased  toward  that  vendor’s  concepts  and  products.  Do  the  programs  serve  the 


network  community  at  large  or  companies 

that  seek  the  services  of  a  well-rounded  network  professional?  Hardly. 

Perhaps  what  we  need  is  an  impartial  body  that  is  not  funded  by  vendors  to  offer 
a  true  test  of  knowledge  and  skills,  not  just  an  exam  on  a  particular  vendor’s  prod¬ 
ucts,  but  of  network  concepts  and  practices  in  general.  It  could  be  patterned  after 
the  Certified  Public  Accountant  program.  Being  a  CPA  means  you  understand  good 
accounting  practices,  not  that  you  are  proficient  in  Quicken  or  QuickBooks. 

Having  just  criticized  the  vendors’  programs,  I’ll  now  defend  them  because  1 
believe  they  do  provide  some  value  to  the  network  community.  The  vast  majority  of 
systems  engineers  who  get  certified  do  so  to  increase  their  knowledge  of 
networking  and  to  stay  up-to-date  on  products  and  technologies. 
The  vendors  do  a  good  job  of  providing  this  education,  at  least  on 
their  own  products.  And  because  most  vendors  require  annual 
renewal  of  certifications,  we  know  the  cerdfied  professional’s 
knowledge  must  be  kept  up-to-date. 

Another  huge  benefit  of  vendor  certification  programs  is 
priority  technical  support.  Novell,  Compaq,  Microsoft,  IBM, 
Hewlett-Packard  and  Cisco  all  provide  priority  telephone  sup¬ 
port  for  their  cerdfied  systems  engineers.  Whether  you  W'ork  for 
a  corporation  and  maintain  just  one  network  or  work  for  a  sys¬ 
tems  integrator  and  install  hundreds  of  networks,  priority  techni¬ 
cal  support  is  a  gem  to  have  in  your  back  pocket. 

Certification  programs  also  promote  a  sense  of  community  among 
their  members  and  encourage  the  exchange  of  tools,  tips  and  techniques 
among  peers.  For  example,  Compaq  ASEs  have  a  Web  site  where  they  can 
post  or  download  information  that  will  help  their  fellow  ASEs  around  the 
world.  If  an  ASE  has  a  question  about  configuring  a  server,  it’s  likely  that  at  least  one 
of  his  peers  has  been  down  that  path  already  and  can  provide  pointers. 

Certification  programs  do  have  value,  as  long  as  we  recognize  the  inherent 
biases  that  come  with  vendor-sponsored  programs.  Until  we  have  that  totally  impar¬ 
tial  body  willing  to  create  a  standardized  universal  certification  process  and  pro¬ 
gram,  we’ll  have  to  rely  on  the  likes  of  Novell  and  Microsoft  to  tell  us  who  is  quali¬ 
fied  to  call  himself  a  “certified”  network  professional.  And,  as  Kearns  asserts,  we’ll 
have  to  do  our  own  probing  into  a  person’s  background  to  find  out  if  he  has  the 
commensurate  experience  we  seek. 

Musthaler  is  vice  president  of  Currid  &  Co.,  a  Houston-based  technology  consulting 
firm.  She  can  be  reached  at  linda@currid.com. 


sored  by  the  International 
Engineering  Consortium 
(IEC).  The  agendas  of  the 
1996,  1997  and  1998  forums 
were  dominated  by  circuit- 
switched  voice  applications  of 
the  intelligent  network.  A  few 
of  us  on  the  planning  commit¬ 
tee  attempted  to  put  more 
emphasis  on  data  and  Internet 
applications  of  intelligent  net¬ 
works,  but  the  carriers  on  the 
planning  committee  (mostly 
regional  Bell  operating  compa¬ 
nies)  just  weren’t  interested. 
That’s  why  you  didn’t  see  it  on 
the  agendas. 

One  of  the  hottest  topics 
right  now  is  the  use  of  intelli¬ 
gent  networks  to  divert 
Internet  access  calls  from  the 
circuit-switched  network.  You 
didn’t  hear  a  word  about  it  at 
this  year’s  forum.  They  still  see 
intelligent  networks  only  as  a 
vehicle  for  fancy  voice  call  for¬ 
warding  and  can’t  relate  to 
data  calls. 

So  I  guess  the  convergence 
will  happen  in  spite  of  the 
incumbent  carriers. 


Don  Berteau 
Vice  president 
GeoNet,  Ltd. 

Sebastian,  Ha. 

Redundant  anonymity 

Regarding  your  article 
“Hiding  out  on  the  Internet” 
(Aug.  10,  page  1): 

Why  would  Zero-Knowledge 
Systems  (ZKS)  even  need  to 
offer  anonymity  for  e-mail?  At 
my  university,  e-mail  identity  is 
as  anonymous  as  a  user  chooses 
it  to  be.  There’s  no  binding  of 
e-mail  address  to  a  name,  sex, 
university  job  status  or  age. 

For  an  ISP  to  offer  e-mail 
anonymity  via  ZKS  seems 
redundant  in  the  sense  that  if 
some  spam  comes  by  way  of  the 
ISP,  the  ISP  has  to  identify  die 
source  to  eliminate  the  spam¬ 
mer’s  violation  of  the  accept¬ 
able-use  policy.  So  I  can’t  see 


the  advantage  of  ZKS  for 
e-mail;  it  might  even  cause 
more  work  for  the  ISP! 

Craig  Paul 

Systems  support  software  analyst  4 
University  of  Kansas 
Computer  Center 
Lawrence,  Kan. 

To  have  and  have  not 

In  his  column  “Politicians 
don’t  get  the  ’Net”  (Aug.  10, 
page  78),  Mark  Gibbs  con¬ 
tends  that  not  having  a  car 
is  a  greater  disadvantage  than 
not  having  Internet  access.  For 
a  change,  Gibbs  has  missed 
the  target. 

Having  Internet  access  is 
nothing  like  having  a  car.  The 
“have”  part  of  the  equation 
is  access  to  knowledge  and 
the  ability  to  partake  in  the 
global  village  (to  borrow  a 
term  from  Joseph  Campbell). 


The  “have  not”  part  is  the  lack 
of  technical  skills  in  an  in¬ 
creasingly  technical  society 
and  job  market. 

Owning  or  driving  a  car  does 
not  determine  your  career 
prospects  (unless  you  want  to 
be  a  taxi  driver) .  Conversely, 

Te  I  e  t  o  o  n  s 


one’s  computer  skills  do 
have  a  major  impact  on  one’s 
future. 

I  do  agree  with  Gibbs  that 
politicians  have  no  clue  on  how 
to  leverage  the  Internet. 

Dean  Grant 
Greenville,  S.C. 


G&t  more  Letters  about  politicians  and  the  ’Net. 


online 


Ralp h..,yoW\tJi:  e*-pla'<oe<^  t znnM y  -Eh® 

"Mow"  c?p  a*  ei nbedded  da\J3  appii caii'on 
a  photocopier  do  a  co-Ffee 
bwb  Some  3r-«o+  cle 

fet  an  -Me  "VNMZ? 


ear 


Network  World  •  August  31, 1998  •  wnv  iwhisisn.ctw  •  31 


PROGR/s 


As  the  technology  matures  to  a  point  of  mass  user  adoption,  frame  relay 
continues  its  explosive  growth  trend  in  1998.  Frame  relay  has  proven 
it  can  deliver  the  increased  performance  and  network  efficiencies  IT 
managers  are  looking  for  while  at  the  same  time  decreasing  their  overall 
operations  costs.  In  addition,  carriers  and  equipment  vendors  continue 
to  deliver  the  enhanced  services  and  capabilities  necessary  for  managers 
to  address  today’s  and  tomorrow’s  application  needs. 


Whether  you  are  a  network/telecom  planner,  manager,  designer  or 
administrator,  Frame  Relay  ’98  will  provide  you  with  the  information 
and  insight  necessary  to  understand  the  technology  and  services  allow¬ 
ing  you  to  more  efficiently  and  effectively  deploy,  expand,  manage,  and 
guarantee  reliability  of  your  network.  And  for  those  individuals  that  are 
still  deciding  whether  to  incorporate  frame  relay  in  their  network,  this 
seminar  also  covers  the  basics  in  enough  detail  to  help  you  make  a 
decision  and  get  you  going. 
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SEMINAR  TOUR 

October  13 

New  York,  NY 

October  14 

Philadelphia,  PA 

November  4 

Cincinnati,  OH 

November  5 

Boston,  MA 

November  10 

Detroit,  Ml 

November  1 1 

Chicago,  IL 

November  12 

Dallas, TX 

December  8 

Atlanta,  GA 

December  9 

Raleigh-Durham,  NC 

December  15 

San  Francisco,  CA 

December  16 

Seattle, WA 

Presented  by  Tom  Jenkins 

TeleChoice,  Inc . 


Register  today  for  the  seminar  nearest  you! 
Your  registration  fee  of  $450  includes: 

Full-day  seminar,  comprehensive  workbook,  exclusive 
Network  World  Frame  Relay  Resource  CD-ROM,  as  well  as 
continental  breakfast,  luncheon,  and  break  refreshments. 

Save  with  our  Team  Discounts: 

Up  to  $100  off  each  registration. 
Every  4th  person  attends  FREE! 


KEY  BENEFITS  OF  ATTENDING 

Explore  the  inherent  benefits  of  using  frame  relay 


mpare  and  contrast  frame  relay  to  other  wide  area 
tworking  solutions 

nderstand  the  pros  and  cons  of  in-house  vs.  outsourced 
twork  management 


Learn  how  to  save  money  by  placing  your  voice  traffic  over  frame  relay 

|»SM3 

Visit  with  seminar  sponsor  representatives  to  discuss  your  specific  needs 


ENTER  TO  WIN  A  FREE 
ELECTRONIC  POCKET 
ORGANIZER  AT  THE 
SEMINAR 


SPONSORED  BY: 


Adirati 


|[2  Kentrox 

The  Network  Access  Company"* 


Digital  Link 


intermidia  nortel  micom 

COMMUNICATIONS 


PACIFIC  Q  BELL. 

A  Pacific  Telesis  Company 

(§)  Southwestern  Bell 


PARADYNE'" 

NetScout. 


If  you  are  interested  in  sponsorship  opportunities,  please  contact  Andrea  D’Amato 
at  (508)  820-7520  or  adamato@nww.com 


(800)643-4668 

www.nwfusion.com/ seminars 
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Cable  or  DSL:  Which  is  better  for  telecommuters 

Traditionally ,  telecommuters  have  relied  on  dial-up  connections.  Now  your  choices  are  expanding  to 
include  cable  and  DSL.  Which  of  these  new  options  is  most  promising? 


By  Mark  Housman,  Paradyne 

Digital  subscriber  line  (DSL)  is  the  only 
practical  choice  for  telecommuters.  Cable 
modems  are  to  high-speed  Internet  access 
what  party  lines  were  to  early  telephony.  As 
soon  as  phone  customers  were  offered  a 
private  line,  they  took  it. 

I  recently  had  a  cable  modem  installed  in 
my  home  to  see  firsthand  what  it’s  all 
about.  Do  I  think  cable  modems  should  be 

banished  from  the  face  of  the  earth?  No.  Even  though  it  took  four  truck 
rolls  to  install  mine?  No.  Even  though  they  trenched  my  yard  to  lay  new 
coaxial  cable?  No.  Even  though  the  cable  modem  couldn’t  plug  into  the 
existing  cable  jacks?  No.  Even  though  when  my  cable  goes  out,  I  lose 
Internet  access  and  cable  TV?  No.  In  fact,  I  can’t  think  of  anything  better 
than  competition  from  cable  modems  to  get  DSL  rolled  out. 

Cable  modems  have  an  early  rollout  lead  —  despite  the  fact  that  DSL 
offers  superior  service,  copper  reaches  20  times  the  number  of  homes 
and  coaxial  cable  doesn’t  really  touch  businesses.  How  could  this  be? 
Simple:  The  cable  guys  are  good  marketers.  They  bundled  and  priced 
cable  as  a  turnkey  installation  with  no  contract,  and  they  didn’t  wait  for  a 
standard. 

So  with  all  of  this,  why  is  DSL  better  for  telecommuters? 

First,  DSL  is  easily  installed.  Your  copper’s  already  there.  Your  competi¬ 
tive  local  exchange  carrier  (CLEC  )  hot-wires  your  connection  and  you 
can  order  your  pizza  on  your  phone  line  while  you’re  downloading  your 
e-mail.  Cable  needs  fiber  to  the  neighborhood  before  two-way  cable 
modems  can  be  installed  in  subscribers’  houses. 

Second,  DSL  guarantees  bandwidth.  The  bandwidth  on  a  cable 
modem  is  shared  and  there  are  no  service-level  guarantees.  On  a  DSL 
link,  CLECs  can  provide  specific  bandwidth  per  customer. 

Third,  DSL  outperforms  cable.  Cable  appears  to  offer  good  perfor¬ 
mance,  but  that  is  temporary.  Cable  is  lightly  loaded  right  now  with  few 
subscribers.  Chuck  Thacker  of  Microsoft  recently  warned:  “In  a  heavily 
loaded  branch  . . .  downstream  bandwidth  available  to  any  one  cable 
modem  user  is  about  the  same  as  it  would  be  with  a  33K  bit/sec  modem.” 

What  about  the  in-home  LAN?  If  you  are  one  of  the  growing  number 
of  users  with  more  than  one  PC,  you’ll  need  to  connect  them  all.  Cable 
modems  don’t  provide  subaddressing  or  LAN  capabilities.  With  some 
innovative  DSL  solutions,  you  get  multiple  virtual  lines  and  the  ability  to 
do  print  and  file  sharing  —  without  new  wiring.  This  is  the  promise  of 
the  “smart  home”  fully  realized. 

What  about  security?  The  cable  guys  will  tell  you  they  have  encryption, 
but  who  cares?  With  DSL,  you  can  create  a  virtual  private  network  that 
completely  bypasses  the  Internet.  With  DSL  you  can  have  either  a  fixed 
or  dynamic  IP  address;  cable  only  offers  dynamically  assigned  addresses. 
Furthermore,  with  cable  you  have  no  choice  of  end  points.  Cable  is  ter¬ 
minated  at  the  cable  company’s  ISP;  DSL  services  can  have  multiple  ISPs, 
and  one  of  them  can  be  your  corporate  intranet. 

What  about  reliability?  How  often  does  your  cable  go  out  compared 
with  your  phone  service?  For  performance,  quality  of  service,  security, 
functionality  and  reliability,  DSL  is  clearly  the  best  bet  for 
telecommuters. 

Housman  is  vice  president  of  marketing  for  Paradyne,  a  leading 
network  digital  access  company  headquartered  in  Largo,  Ha.  He 
can  be  reached  at  (727)  530-2000  or  mhousman@fxiradyne.com. 


By  Tom  Cullen,  MediaOne 

Many  industry  experts  agree  the  vehicle 
that’s  going  to  provide  high-speed  access 
to  the  World  Wide  Web  is  the  cable 
modem.  According  to  Kinetic  Strategies, 
publisher  of  “Cable  Datacom  News,”  cable 
operators  are  adding  more  than  1 ,000 
cable  modem  subscribers  per  day.  At  this 
pace,  there  will  be  more  than  400,000 
subscribers  by  year-end  and  more  than 
one  million  by  the  end  of  1999. 

Hybrid  fiber-coax  (HFC)  networks  have  more  capacity',  flexibility  and 
expandability  than  any  other  available  wired  alternative.  HFC  nets  offer 
consistent  data  speeds  up  to  50  times  faster  than  28. 8K  bit/sec  dial-up 
phone  modems  —  and  in  some  cases  faster  than  a  T-l  connection.  In 
addition,  HFC  networks  beat  ISDN  and  digital  subscriber  line  (DSL)  ser¬ 
vices  on  price  and  performance. 

HFC  networks  have  enough  capacity  to  allow  you  to  watch  cable  pro¬ 
gramming  while  you’re  online.  Your  connection  to  the  Internet  is  con¬ 
stant,  just  like  your  connection  to  cable  TV. 

Cable  modem  subscribers  can  receive  unlimited,  high-speed  Internet 
access  for  between  $40  and  $60  per  month,  depending  on  who  provides 
the  service.  This  rate  is  competitive  with  DSL  service  but  much  lower 
than  residential  ISDN,  T-l  or  high-speed  wireless  access  rates.  And  unlike 
other  options,  the  cable  operator  is  your  ISP,  which  eliminates  at  least 
$20  per  month  in  additional  charges. 

Cable  modem  systems  operate  on  a  shared  access  platform,  not  unlike 
a  typical  LAN.  This  has  led  many  to  speculate  that  if  every  subscriber  in  a 
particular  node  (one  node  equals  250  to  500  homes)  is  on  the  net  at  the 
same  time,  they  would  be  competing  for  bandwidth. 

However,  unlike  phone-based  systems,  in  which  each  user  is  allocated  a 
dedicated  connection,  cable  modem  users  share  the  network  with  other 
active  users  and  only  access  the  network’s  resources  when  they  send  or 
receive  data  in  quick  bursts.  For  example,  a  user  typically  downloads 
information  and  then  stops  to  read  it.  The  next  user  would  then  be  using 
the  net  during  the  first  user’s  “quiet”  time,  and  so  on. 

Finally,  although  DSL  may  deliver  high-speed  access,  it  can  do  so  only 
within  a  relatively  short  distance  from  the  central  office  housing  the  soft¬ 
ware  and  hardware  system  that  makes  the  technolog)'  work.  So  your  neigh¬ 
bor  across  the  street  might  be  able  to  get  DSL  but  you  can’t  because  you 
live  just  a  little  too  far  away.  In  fact,  taking  into  account  distance  from  the 
central  office,  the  condition  of  the  phone  lines  and  differences  in  techni¬ 
cal  standards  throughout  the  network,  today  less  than  35%  of  homes  are 
eligible  for  DSL.  Much  of  the  infrastructure  necessary  to  make  DSL  avail¬ 
able  isn’t  in  place,  while  cable  modem  systems  are  ready  right  now. 

Two-way  broadband,  which  nearly  all  of  the  principal  cable  providers 
now  are  installing,  uses  a  single  coaxial  cable  to  provide  high-speed 
downloads  and  uploads.  Many  areas  already  are  two-way  readv  and  the 
service  will  become  more  available  during  the  next  several  years. 

As  speedier  access  to  the  Internet  becomes  more  common,  die  Web  will  be1 
woven  more  and  more  tightly  into  the  fabric  of  everyday  life.  We’re  convinced 
that  the  best  way  to  connect  economically,  seamlessly 
and  speedily  will  be  over  broadband  networks. 

Cullen  is  vice  president  of  Internet  sendees  for  MediaOne, 
a  cable  TV  and  Internet  provider  based  in  Denver.  He  can 
be  reached  at  (303)  705-7600  or  tcullen@mediaone.com. 
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BECOME  A  KINGSTON  PREFERRED  RESELLER. 


The  Kingston®  Preferred  Reseller  Program  is  designed  specifically 
for  the  enterprise  reseller.  This  program  represents  yet  another 

^  step  in  ensuring  our  product  compatibility, 

www.kingston.com/network 

_ _ a. _ _ _ high  quality  service  and 

seamless  purchasing  process.  For  further  details 
regarding  this  special  program,  call  Kingston  at 
(800)  435-0605  and  get  in  sync  today. 


PROGRAM  BENEFITS 

•  EXCLUSIVE  OFFERS* 

•  PRE-RELEASED  PRODUCT  NEWS 

•  PRE-APPROVED  RMA 

at 

5 

•  PRIORITY  TECH  SUPPORT 

•  SPECIAL  PRICING 

m 


*As  a  newly  registered  Kingston  Preferred  Reseller,  you  qualify  to  purchase  a 
Fast  EtheRx'"  Stackable  8-Port  Dual  Speed  Hub  and  Two  Fast  EtheRx  Adapters  for  $  1 99.  *  * 


Kingston  Technology  Company,  17600  Newhope  Street,  Fountain  Valley,  CA  92708  USA,  (714)  435-2600,  Fax  (714)  438-1879.  ©  1998  Kingston  Technology  Company.  All  rights  reserved.  All  trademarks  and  registered 
trademarks  are  the  property  of  their  respective  owners.  Introductory  offer  available  through  December  31,  1998.  Offer  limited  to  one  product  per  reseller  location.  **Call  Kingston  for  additional  introductory  offers. 
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NETWORK  WORLD/DELOITTE  CONSULTING 
BUDGET  SURVEY 


Begging  for  bandwidt 

While  most  IT  budgets  got  bigger  this  year, ;  managers  had  to  postpone 
some  projects  or  find  ways  to  deploy  technology  without  breaking  the  bank. 

By  Elisabeth  H  o  r  w  i  t  t 

hen  network  managers  met  with  corporate  bean  counters  to 
carve  out  their  current  budgets,  many  of  their  line-item 
requests  came  down  to  one  thing:  additional  network  capacity. 


Network  engineers  are  facing  major  design 
and  capacity  planning  challenges  as  companies 
implement  more  distributed,  business-critical 
applications,  says  Gerry  Cunningham,  a  partner 
at  Deloitte  Consulting  in  New  York.  In  particu¬ 
lar,  engineers  must  plan  for  the  increased 
network  demands  of  enterprise  resource 
planning  (ERP)  packages  now  being  rolled 
out  globally. 

The  results  from  the  1998  Network  World/ 
Deloitte  Consulting  Budget  Survey  back  up 
Cunningham’s  claims.  The  survey  shows  that  IT 
administrators  face  the  usual  budgeting  chal¬ 
lenges,  such  as  upper  management’s  strong 
emphasis  on  return  on  investment  (ROI).  More 

BUDGETS  ARE  GETTING  BIGGER 

As  a  whole,  network  budgets  got  a  bit  bigger  in  1998. 
Respondents  were  asked  whether  their  current  budgets 
increased,  decreased  or  stayed  the  same  as  their  1997 
budgets. 

•Increased  70% 

(These  budgets  increased 
an  average  of  15%. ) 

Stayed  the 
same  23% 


Decreased  8% 

(These  budgets  decreased 
an  average  of  16%. ) 


Percentage  totals  more  than  100  due  to  rounding. 

than  half  the  respondents  said  they  had  to  post¬ 
pone  a  major  implementation,  and  many  com¬ 
plain  about  Year  2000  expenditures  robbing 
resources  from  pet  projects. 

On  the  other  hand,  the  management 
approval  cycle  continues  to  shorten,  and  most 
managers’  budgets  increased  in  1998  or  at  least 
held  steady  with  1997  spending.  Major  line- 
item  increases  are  earmarked  for  areas  such  as 


WAN  expansion,  switching  upgrades,  NT 
servers  and  network  management. 

Upper  management  may  finally  be  under¬ 
standing  the  importance  of  networking,  or  per¬ 
haps  the  healthy  economy  has  helped  loosen 
corporate  purse  strings,  but  the  overall  budget 
outlook  for  1998  was  positive. 

The  survey  is  based  on  telephone  interviews 


Darel  Eschbach  of  Arizona  State  University  ranks  Gigabit 
Ethernet  high  on  his  list  of  1 999  budget  requests. 

with  200  Network  World  readers  who  were  respon¬ 
sible  for  choosing  or  approving  network  expen¬ 
ditures.  The  scope  of  responsibility  varied  — 
27.5%  had  purchasing  authority  for  a  depart- 


GREAT  EXPECTATIONS 

The  voice,  data  and  video  operating  budgets  for  this  year  vs.  estimates  for  next  year  show  very  little  change, 
though  some  managers  expect  their  budgets  to  be  bumped  up  to  the  $5  million  to  $9.99  million  range. 


1998 

Less  than 

$100,000 

5.5% 


Don’t 

know 

17% 


$10  million 
more  10.5% 


$100,000  to  $499,000  17.5% 


$500,000 
to  $999,000 

17.5% 


- $1  million  to 

$4.99  million 


■H 

25.5% 

$5  million  to  $9.99  million  6.5% 


1999 

Less  than 

$100,000 

5.5% 

Don’t 
know 

21.5% 


$10  million  or 
more  10.5% 


$100,000  to  $499,000  16.5% 

'  $500,000 

Igl,  to  $999,000 

15% 

_  • 


$1  million  to 
—  $4.99  million 

22.5% 

$5  million  to  $9.99  million  8.5% 


When  it  comes  to  capital  equipment,  a  few  respondents  also  expect  to  jump  to  the  $5  million  to  $9.9  million 
bracket  next  year. 


1998 

Less  than 

$100,000 

5.5% 


Don’t 
know 

23.5% 


$10  million 
more  5.5% 


$100,000  to  $499,000  18% 


$500,000 
to  $999,000 

17.5% 


$1  million  to 
$4.99  million 

24.5% 


$5  million  to  $9.99  million  5.5% 


1999 

Less  than 

$100,000 

6.5% 


Don’t 
know 

27.5% 


$10  million  or 
more  5.5% 


$100,000  to  $499,000  16% 


$500,000 
to  $999,000 

14.5% 


$1  million  to 
$4.99  million 

23.5% 


$5  million  to  $9.99  million  6.5% 
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ment,  while  66%  worked  on  the  corporate  level. 
The  remaining  6.5%  worked  for  the  government. 

Doling  out  the  dough 

We  asked  respondents  to  name  the  products, 
services  and  network  software  that  received  the 
most  significant  increases  in  their  current  bud¬ 
gets.  The  question  was  open-ended  to  garner 
more  accurate  results,  and  multiple  responses 
were  allowed.  As  such,  no  one  technology  re¬ 
ceived  a  high  percentage  of  responses. 


Deloitte  Consulting,  the  sponsor  of  this 
year's  Budget  Survey,  is  one  of  the 
world’s  leading  management  consulting 
firms.  Its  network  practice  focuses  on 
applying  telecommunications  solutions  and  expertise  to 
meet  today’s  business  challenges.  The  firm  has  network 
centers  of  expertise  in  15  offices  around  the  world. 

Go  online  for  more  results  of  the  budget  survey. 
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QUICK  TO  SEEK  APPROVAL 

As  networks  become  more  critical  to  business,  purchase  approval  cycles  are  shrinking.  Respondents  were  asked 
how  many  months  it  takes  to  get  major  network  expenditures  approved  today  vs.  two  years  ago. 


Today 

More  than  12  months  2.5% 
7  to  12  months  4% 

6  months  11% 

5  months  2% 

4  months  5% 


Don’t 
know  2% 


I 


3  months  or 
less  73.5% 


Less  than  1  month  11% - 

1  month  19.5% - 

2  months  25.5% 

3  months  17.5% - 


Internetwork  products  such  as  ATM,  Ethernet 
switches,  hubs  and  routers  topped  the  list  of 
products  and  technologies  receiving  additional 
funding. 

ATM  seems  to  be  gaining  slowly  but  steadily 
as  a  broadband  technology  of  choice.  A  modest 
6%  of  respondents  set  aside  more  money  in 
their  budgets  for  ATM,  up  from  4%  last  year. 

And  6.5%  of  respondents  cited  some  form 
of  bandwidth,  WAN  or  network  expansion/ 
upgrade  as  getting  significant  increases. 

Such  budget  allocations  come  none  too  soon 
for  many  companies.  IT  needs  to  budget  for 


BIG  SPENDERS 

Respondents  backed  the  products  and  technologies  below  with 
more  budget  dollars  this  year. 

(Increase  in  budget) 

10%  Network  management 
9.5%  WindowsNT 
7.5%  Switches 

6.5%  LAN/WAN  expansion/upgrade 
6%  ATM 
6%  Routers 
5.5%  Servers 
5%  Fast  Ethernet 
3.5%  Hubs 

3.5%  Year  2000  projects 

Everything  else  is  below  2%. 


increased  network  capacity  at  least  a  few  years 
ahead  of  ERP  implementations  to  avoid  perfor¬ 
mance  problems  down  the  line,  Deloitte’s 
Cunningham  says. 

Automotive  hand-tools  manufacturer  Snap- 
on  has  already  tackled  an  ERP  deployment. 
The  Kenosha,  Wis.,  firm  just  finished  rolling 
out  Baan’s  Triton  ERP  package  to  its  offices, 
manufacturing  plants  and  distribution  sites 


worldwide.  Bill  Sandy,  senior  purchasing  sys¬ 
tems  coordinator  for  Snap-on,  says  the  ERP  sys¬ 
tem  replaces  a  hodgepodge  of  home-grown 
and  multivendor  mainframe  programs  that 
were  difficult  to  manage  and  maintain. 

The  company  needed  to  add  several  T-l  lines 
to  support  the  ERP  system.  Sandy  may  upgrade 
some  Ethernet  hubs  on  the  LAN  to  Fast  Ether¬ 
net,  but  he  says  the  firm’s  WAN  has  enough 
bandwidth  to  handle  the  increased  traffic. 

However,  several  survey  respondents  said 
they’re  playing  a  perpetual  game  of  catch-up 
with  their  organizations’  bandwidth  needs. 

A  growing  user  community  and  more  server- 
based  applications  are  driving  up  traffic  at 
Arizona  State  University  (ASU),  says  Darel 
Eschbach,  director  of  telecommunications  ser¬ 
vices  for  the  school  in  Tempe,  Ariz. 
“Gigabit  Ethernet  is  our  next  big  budget 
item,”  he  says.  He  expects  to  begin 
installing  the  hardware  this  school  year. 

“We’re  in  the  process  of  upgrading 
our  infrastructure  to  the  point  where  we 
should  have  been  three  years  ago,”  says 
a  manager  in  charge  of  PC,  LAN  and 
user  support  for  the  investment  side  of  a 
major  insurance  company,  who  request¬ 
ed  anonymity. 

Server  spending  accounted  for  some 
of  the  most  significant  budget  increases 
from  1997  to  1998  for  5.5%  of  the 
respondents.  Windows  NT  grabbed  a  big¬ 
ger  share  of  the  1998  budget  at  9.5%  of 
respondents’  companies. 

ASU  allocated  one  of  its  biggest  budget 
increases  to  Windows  NT  servers,  includ¬ 
ing  hardware,  software  and  start-up  costs 
such  as  site  preparation,  Eschbach  says. 
The  school  also  budgeted  for  a  new  Microsoft 
Exchange  e-mail  system. 

Overall,  there  seems  to  be  more  in  corporate 
coffers  for  network  systems  implementations. 
Furthermore,  approval  cycles  for  major  ex¬ 
penditures  are  shrinking,  according  to  the  sur¬ 
vey.  Almost  75%  of  respondents  said  purchase 
approval  now  takes  three  months  or  less,  as  com¬ 
pared  to  64%  who  said  their  1996  purchases 


TVvo  years  ago 

More  than  12  _ 
months  2.5% 

7  to  12  months 

4.5% 

6  months 

11.5% 

5  months  .5% 

4  months  5.5% 


Don’t 

know 

11.5% 

fim 


3  months  or 
less  64% 


Less  than  1  month  8.5% - 

1  month  17% - 

2  months  20.5% - 

3  months  18% - 


were  approved  in  the  same  time  frame. 

But  that  doesn’t  mean  corporate  manage¬ 
ment  has  started  handing  out  blank  checks. 
Indeed,  the  survey  found  some  of  the  same 
projects  that  got  big  budget  increases  at  some 
companies  had  to  be  put  on  hold  at  others. 

Respondents  dealt  with  managements’ 
refusals  to  fund  major  expenditures  in  1998  in  a 
number  of  ways.  They  made  do  with  what  they 
had,  chose  lower-cost  alternatives,  spread  out 
purchases  over  time  or  pinned  their  hopes  on 
getting  approval  down  the  road.  Some  respon¬ 
dents  received  the  funding  in  a  matter  of 

FREEZING  PROJECTS 

Respondents  were  asked  how  many  times  they  had  to 
hold  back  on  major  expenditures  during  the  past  year. 

Five  or  more  times  16%^ 


Four  times  5% 


Three  times  7% 


Two  times  18% 


Never 

44% 


One  time  10% 


Those  who  had  to  delay  expenditures  at  least  once 
were  asked  what  technologies  or  projects  were  affected: 

5.5%  Servers 
5%  ATM 

4%  Internet/ intranet  infrastructure 
3%  Fast  Ethernet  switches 
3%  Network  management 
2%  Routers 

2%  Client/server  systems 
2%  WAN  expansion/upgrade 
1%  IP  telephony 
1%  WindowsNT 

Everything  else  is  below  1%. 
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months  by  making  a  stronger  business 
case  or  simply  waiting. 

Postponed  purchases 

Some  13.5%  of  respondents  said  they 
were  forced  to  delay  major  expenditures 
in  various  network  services,  equipment 
and  WAN  expansion.  In  addition,  2% 
needed  to  postpone  client/server  soft¬ 
ware  or  infrastructure  upgrades,  and  4% 
delayed  Intemet/intranet  infrastructure 
investments.  Major  network  manage¬ 
ment  allocations  got  the  short  end  of 
the  stick  at  3%  of  respondents’  compa¬ 
nies,  while  5.5%  of  respondents  needed 
to  delay  server  rollouts. 

A  more  fortunate  44%  of  respondents 
said  they  didn’t  need  to  postpone  any  major 
purchases  this  year,  the  same  as  the  44%  who 
reported  this  last  year.  One-quarter  had  to  hold 
back  on  major  expenditures  two  or  three  times 
during  the  past  year,  while  16%  suffered  this 

ARRIVING  AT  A  FIGURE 

Respondents  use  several  different  methods  to  determine 
budget  amounts  for  each  line  item. 


29% 

Benchmarking 

72% 

Needs  assessment 

01 

0) 

N© 

Take  what  we  can  get 

35% 

Discuss  with  colleagues 

36% 

Examine  ROI 

(Multiple  responses  permitted.) 


Joe  Burnett  is  struggling  to  gain  approval  to  hire  support  technicians 
for  each  of  the  state  of  Arkansas’  85  government  offices. 


fate  five  times  or  more. 

Behind  the  numbers  is  a  continuing  trend 
toward  bottom  line-oriented  IS  budgeting,  and 
the  need  for  network  technicians  to  make  a 
business  case  for  major  outlays.  In  the  survey, 
36%  of  respondents  said  they  examine  ROI  to 
determine  budget  amounts  for  each  line  item. 

“Cost  management  is  a  major  priority  for 
companies,”  Cunningham  says.  “People  are  still 
looking  at  the  price-times-quantity  equation  of 
what  they  are  spending  on  networks,  and  rene¬ 
gotiating  their  contracts  with  service  providers.” 

Jesse  Rivera,  a  consultant  at  Riscorian  Enter¬ 
prise,  is  doing  internal  consulting  for  a  major 
client  that  put  off  a  big  WAN  upgrade  project 
this  year,  largely  because  “management  had  little 
understanding  of  what  the  upgrade  would  do,” 
he  notes. 


A  WIDE  REACH 

Number  of  end  users  respondents  support: 

5,000  or 
more 

34.5% 


2,500  to 
4,999  15% 


Less  than 
1,000  34% 


1,000  to  2,499 

16.5% 


Total  number  of  sites  for  which  respondents  have 
budgetary  responsibility: 

100  or 
more  15% 


One  to  five 

43.5% 


11  to  20  12.5% 


Six  to  ten 

13.5% 


Y2K  issue  hogs  funding 


Even  with  management  officially  behind  a  pro¬ 
ject,  a  major  implementation  can  still  run  into 
trouble  down  the  road  when  additional  funding 
is  needed.  At  the  large  insurance  company  men¬ 
tioned  earlier,  upper  management  a  few  years  ago 
decided  that  in  order  to  become  a  world-class 
industry  leader,  it  needed  to  have  a  world-class  IT 
infrastructure.  “But  we  still  can’t 
spend  everything  we  want  upfront; 
plans  have  to  be  stretched  out  and 
prioritized  because  of  funding,” 
says  the  firm’s  PC,  LAN  and  user 
support  manager. 


ear  2000  testing  and  conversion  projects  are 
increasingly  hogging  a  larger  portion  of  avail¬ 
able  IT  funding,  according  to  the  results  of  the 
1998  Network  World/Deloitte  Consulting 
Budget  Survey. 

Products  and  services  associated  with  the  millenni¬ 
um  crisis  accounted  for  the  most  significant  budget 
increases  at  3.5%  of  respondents’  firms.  One  compa¬ 
ny  had  to  settle  back  a  Windows  rollout  to  pay  for  Year 
2000  work,  while  another  network  manager  cited  a 
delay  in  obtaining  approval  for  a  network  expansion. 

‘Year  2000  got  the  biggest  budget  increases  this 
year  in  testing  systems  and  consulting  dollars,”  says 
Richard  Legere,  manager  of  network  integration 
for  Adventist  Health  Care  in  Rockville,  Md. 

However,  Legere  expects  the  organization  to 
spend  even  more  on  the  problem  next  year,  esti¬ 
mating  the  Year  2000  issue  to  consume  at  least  $1 
million  out  of  a  $10  million  budget.  “If  applications 
don’t  work  or  won’t  support  Year  2000,  we  have  to 
get  rid  of  them  and  find  something  else,”  he  says. 

“We  are  running  into  a  lot  of  clients  who  are 
concerned  with  the  amount  of  resources  Year 
2000  preparation  is  soaking  up,”  says  Gerry 
Cunningham,  a  partner  at  Deloitte  Consulting  in 
New  York.  Some  of  his  clients  may  be  forced  to 


put  off  implementing  next-generation  technology 
because  of  Year  2000-related  allocations,  he  says. 

That’s  already  happening  at  Arizona  State 
University  (ASU).  Year  2000  expenses  prevented  a 
Gigabit  Ethernet  rollout  from  getting  full  funding, 
says  Darel  Eschbach,  director  of  telecommunica¬ 
tions  services  for  ASU  in  Tempe.  Eschbach  says 
other  projects  have  been  put  on  hold. 

ASU  has  already  implemented  Year  2000  fixes 
and  is  spending  a  lot  of  time  testing  them, 

Eschbach  says.  One  project  involves  “aging  data 
through  12  to  19  months  of  the  new  millennium  to 
be  sure  we  get  past  the  first  cycle  of  systems  run¬ 
ning  in  the  new  age,”  he  says.  “This  is  very  labor 
and  machine  resource  intensive,  since  it  essentially 
requires  operating  dual  systems,”  Eschbach  adds. 
Testing  how  the  new  systems  will  interact  with  sys¬ 
tems  outside  the  school  is  also  a  major  headache. 

Some  firms  have  simply  thrown  up  their  hands 
on  Year  2000  work,  at  least  temporarily.  Two  IT  pro¬ 
fessionals  reported  having  to  put  off  major  Year 
2000-related  expenditures:  one  because  of  “insuffi¬ 
cient  information”  from  a  vendor;  another  because 
“more  important  projects  had  priority.” 

—  Elisabeth  Horwitt 


The  fight  for  funding 

Many  respondents  said  upper 
management  balked  when  it 
came  time  to  shell  out  money  for 
systems  support  and  mainte¬ 
nance,  particularly  regarding  the 
issue  of  staffing. 

“It’s  kind  of  tough  getting 
enough  money  turned  loose, 
especially  for  support,”  says  Joe 
Burnett,  manager  of  equipment 
leasing  and  telecommunications 
for  the  state  of  Arkansas.  He’s 
working  to  obtain  funding  for 
anything  related  to  supporting 
and  maintaining  existing  systems. 

In  particular,  Burnett’s  group  is 
trying  to  secure  a  budget  line  item 
for  1999  that  would  place  a  sup¬ 
port  technician  in  all  85  state  gov¬ 
ernment  offices.  The  state  is 
scheduled  to  complete  a  network 
rollout  this  month  and  will  need 
additional  support  to  maintain  it. 

“A  consulting  company  man¬ 
ages  the  network,  but  we  still  have 
to  have  someone  local,”  Burnett 
says.  Management  is  resisting  the 
initiative  and  says  the  state  doesn’t 
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have  the  job  slots  available.  A  similar 
budgetary  approval  problem  confronts 
Miles  Britten,  network  administrator  at 
White  River  Medical  Center  in  Bates- 
vilie,  Ai  k.  Britten  asked  for  money  to 
hire  a  technician  to  troubleshoot  prob¬ 
lems  with  the  firm’s  AIX,  NT  and  IBM 


AS/400  systems,  and  applications  such 
as  billing  and  managed  care. 

Britten  says  he  may  have  trouble  get¬ 
ting  final  budget  approval  because 
management  likes  support  to  come 
from  staffers  in  the  departments  where 
the  systems  reside.  That  plan  would 


obviate  the  need  for  additional  fund¬ 
ing,  but  Britten  says  that  problems 
would  still  fall  back  on  his  department. 

On  the  other  hand,  Britten  doesn’t 
expect  to  have  trouble  putting  through  a 
budget  line  item  for  Microsoft’s  Zero 
Administration  for  Windows  softwar  e  to 
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manage  Windows  95  and  NT  clients. 
“That’s  only  $4,000  for  200  seats,”  he  says. 

Several  respondents  interviewed  are 
rolling  out  systems  and  desktop  man¬ 
agement  software  to  minimize  the  need 
to  hire  new,  expensive  and  scarce  tech¬ 
nicians.  “We  use  network  management 
tools  instead  of  more  people,”  ASU’s 
Eschbach  says.  Survey  numbers  bear 
this  out:  10%  of  respondents  listed  net- 


Survey 

methodology 

The  1998  Network  World/ 
Deloitte  Consulting  Budget  Survey 
was  based  on  telephone  interviews 
with  200  Network  World  readers  con¬ 
ducted  by  Focus  Data  in  Framing¬ 
ham,  Mass.  Respondents  were 
pulled  from  a  random  list  of  read¬ 
ers  whose  companies’  revenue  are 
at  least  $100  million  per  year. 
Surveys  were  conducted  only  with 
subjects  who  indicated  they  are 
responsible  for  specifying  or 
approving  expenditures  in  network 
equipment,  software  and  services. 


work  management  products  and  ser¬ 
vices  as  receiving  the  most  significant 
budget  increases  this  year. 

“Users  are  turning  to  enterprise  sys¬ 
tems  management  platforms  from 
Tivoli,  BMC  and  Computer  Associates 
to  handle  the  whole  end-to-end 
process  of  managing  networks,  servers 
and  applications,”  Deloitte ’s  Cun¬ 
ningham  says.  “Of  course,  there  is  still 
a  lot  of  wrestling  with  management 
over  the  business  case  for  that.” 

And  enterprise  systems  management 
is  still  complex  and  difficult  to  imple¬ 
ment.  Consultant  Rivera’s  client,  for 
example,  has  implemented  Cabletron’s 
Spectrum,  but  like  many  companies, 
the  client  neglected  to  plan  the  project. 
In  particular,  the  company  didn’t  figure 
out  what  specific  business  benefits  it 
wanted  to  target.  “As  a  result,  Spectrum 
is  providing  very  little  benefit,”  says 
Rivera.  “It’s  generated  some  reports,  but 
those  reports  haven’t  been  too  useful.” 

The  tendency  to  make  business- 
focused  budget  decisions  will  only  get 
stronger  in  the  next  few  years, 
Cunningham  says,  as  companies 
increasingly  focus  on  managing  net¬ 
work  investments  globally  rather  than 
piecemeal  across  business  units. 

The  likely  result,  Cunningham  says, 
is  that  strong  business  justification  will 
become  even  more  crucial  in  the  years 
to  come  —  particularly  for  technology 
such  as  ATM  switching  or  systems 
management  frameworks  that  adds  to 
rather  than  replaces  what  exists  today. 

Honvitt  is  a  freelance  uniter  and  consultant 
in  Waban,  Mass.  She  can  be  reached  at 
EHoruiitt®  CompuServe,  com. 
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UPGRADE  YOUR  NETWARE  SERVER  DRIVE  IN  ABOUT  AN 
HOUR?  SERVERMAGIC  MAKES  THE  IMPROBABLE  POSSIBLE. 


Magic  for  your 
NetWare  partitions 

By  Dennis  Williams,  Network  World  Test  Alliance 

t  may  not  be  pretty,  but  it  works  like  a  charm. 

PowerQuest’s  ServerMagic  1.0  is  a  disk-partitioning  tool  that 
lets  you  manipulate  new  and  existing  partitions  on  NetWare  3.x 
and  4.x  servers.  We  used  ServerMagic  to  help  us  upgrade  a  handful 
of  NetWare  servers  and  found  it  to  be  a  valuable  tool.  With  it,  we 
replaced  the  4G-byte  Integrated  Drive  Electronics  (IDE)  drive  in  an 
IntranetWare  server  with  a  9G-byte  SCSI  drive  and  had  the  server  up 
and  running  in  one  hour.  With  results  like  that,  we  can  forgive  the 
product  for  its  surprisingly  lackluster  interface. 


ServerMagic  allows  you  to  move  or 
copy  a  NetWare  partition  to  another  disk. 

You  might  want  to  do  this  if  you’re 
upgrading  the  capacity  or  performance  of 
your  disk  drives  or  if  your  disk  becomes 
troublesome.  You  can  also  move  parti¬ 
tions  around  on  the  same  disk,  which  will 
consolidate  the  free  space  on  the  disk. 

You  can  also  use  ServerMagic  to  en¬ 
large  an  existing  NetWare  partition.  Enlarging  a 
partition  is  helpful  when  upgrading  to  larger 
disk  drives  or  consolidating  volumes.  However, 
ServerMagic  can  only  enlarge  the  partition;  it 
cannot  shrink  a  partition.  And  after  enlarging  a 
partition,  you  still  must  use  NetWare  to  enlarge 
the  volume. 

If  you’ve  ever  spent  the  weekend  upgrading 
the  drives  on  a  NetWare  server,  you  know  how 
time-consuming  it  can  be.  You  can  copy  from 
one  server  or  drive  to  another,  but  only  with 
non-SYS:  volumes.  The  alternatives  are  to  use 
Novell’s  migration  tools  or  your  existing  backup 
software.  But  these  methods  only  allow  you  to 
move  data  from  one  volume  to  another.  Server¬ 
Magic  lets  you  do  the  same  thing  much  more 
quickly,  and  ServerMagic  is  the  only  tool  that 
enables  you  to  resize  the  NetWare  partition. 

The  ServerMagic  interface  takes  you  back 
about  10  years,  to  a  time  when  most  programs 


copy  the  DOS  partition  and  about  45  minutes  to 
copy  the  NetWare  partition.  We  then  used 
ServerMagic  to  expand  the  NetWare  partition  to 
occupy  the  remaining  space  on  the  drive.  Next, 
we  had  to  load  INSTALL.NLM  from  the  DOS 
partition  (because  the  volumes  are  dismounted 
during  this  process)  and  increase  the  volume  size 
by  adding  the  new  volume  segment  to  die  exist¬ 
ing  SYS:  volumes.  We  thought  ServerMagic 
should  give  us  the  option  to  increase  the  volume 
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ServerMagic  1.0 

PowerQuest 
(801)437-8900 
www.powerquest.  com 
$495 for  a  single-server  license 
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rd-IlTvi  ▲  Copies  partitions  from  drive 
I"™1**1”'  to  drive. 

▲  Expands  NetWare  or  DOS 
partitions. 


Aged  interface. 


size  automatically  to  fill  the  remaining  free  space. 

ServerMagic  works  only  with  directly  attached 
drives;  you  can’t  copy  partitions  across  a  network. 

If  you’re  familiar  with  NetWare  partitions  and 
volumes,  this  product  is  so  intuitive,  you  won’t 
need  the  documentation.  However,  the  docu¬ 
mentation  lacks  the  detail  newcomers  may  need 
to  use  the  product  with  confidence.  Of  course, 
make  sure  you  have  a  reliable  backup  when  you 
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were  strictly  character-based.  We  were  surprised 
that  it  lacked  even  the  C-Worthy  interface  com¬ 
mon  among  NetWare  server  applications.  But 
despite  the  antiquated  interface,  the  technology 
behind  the  product  is  leading-edge. 

ServerMagic  runs  as  a  NetWare  Loadable 
Module  and  is  installed  using  NetWare’s 
INSTALL.NLM.  We  installed  ServerMagic  first 
on  an  IntranetWare  server  with  a  4G-byte  SYS: 
volume.  Once  we  installed  it,  we  downed  the 
server  and  added  a  second  4G-byte  drive.  We 
were  then  able  to  duplicate  all  the  partitions, 
DOS  and  NetWare,  quickly  and  easily  from  the 
original  disk  to  the  new  disk.  It  only  took  a  few 
minutes  to  copy  the  lOOM-byte  DOS  partition, 
but  the  4G-byte  NetWare  partition  took  about  45 
minutes  on  our  Pentium  II  server. 

Next,  we  added  a  9G-byte  SCSI  drive  to  the 
same  server  and  used  it  to  upgrade  from  die  4G- 
byte  drive.  Again,  it  took  only  a  few  minutes  to 


modify  partitions  and  volumes. 

PowerQuest  also  offers  PartitionMagic,  which 
provides  the  same  functionality  for  Windows  95, 
98  and  NT  servers.  A  future  release  will  bundle 
ServerMagic  with  PartitionMagic. 

Despite  its  few  shortcomings,  ServerMagic  is  a 
worthwhile  tool  for  any  NetWare  administrator’s 
toolbox. 


Williams  is  a  freelance  uniter 
and  network  consultant  in 
Alpine,  Utah.  He  can  be  reached 
at  Dennis@Product  Reviews.com. 

Williams  also  is  a  member  of  the  Network  World 
Test  Alliance,  a  cooperative  of  the  premia  reviewers 
in  the  network  industry.  For  more  Test  Alliance 
information,  including  what  it  takes  to  become  a 
member,  go  to  immv.nwfusion.com/al.ltance. 
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Iheld  handyman 


SCom’s  Palm  Pilot  is  more  than  a 
status  symbol  —  with  add-on  hard¬ 
ware  and  software,  it’s  a  complete 
mobile  office. 


If  you  haven’t  tried  a  PalmPilot  since 
it  first  came  out,  you’ll  be  pleased  to 
see  that  current  models  can  act  as  e- 
mail  clients.  Of  course,  the  first  thing 


you  need  to  check  mail  from  a  remote 
site  is  a  modem.  Luckily,  3Com  makes 
the  dandy  PalmPilot  Modem,  which  fits 
into  the  bottom  of  PalmPilot,  and 
looks  as  if  it  were  born  there.  Like 
PalmPilot  itself,  it  runs  on  two  AAA 
batteries.  The  modem’s  top  speed  is 
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•  5  world-renowned  keynoters 

•  3  full  days  of  workshops 
and  sessions 

•  Java  University  —  Java  Training 
from  Sun  Microsystems 

•  4  vertical  technology  showcases 
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To  Attend  the  Conference 
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only  14.4K  bit/ sec,  but  because  I  don’t 
expect  to  use  it  heavily,  I  can  live  with 
the  slow  speed. 

3Com  provides  a  facility  for  reading 
mail  with  Palm  Desktop,  but  it  only 
works  with  certain  desktop  clients, 
notably  those  that  support  Simple  MAPI 
or  VIM.  My  favorite  client  doesn’t  sup¬ 
port  either  of  these,  so  I  had  no  good 
options  —  until  Smartcode  Software 
sent  me  HandStamp  Pro. 

HandStamp  lets  you  send  and  receive 
messages  through  Simple  Mail  Transfer 
Protocol  and  Post  Office  Protocol  3 
servers.  It  can’t  connect  through  a 
remote  access  server  that  demands  a 
password,  but  it  did  connect  through 
my  AT&T 
WorldNet 
account,  and  it 
supports  eight 
other  bundled 
services. 

Sometimes 
you  need 
tighter  ties  to 
your  tasks  than 
e-mail  allows. 

For  those  occa¬ 
sions,  you  can 
install  the 
Synapse  pager  card  from  PageMart 
Wireless.  The  new  card  uses  Motorola- 
developed  technology  to  add  paging 
and  double  the  internal  memory  of 
PalmPilot  to  2M  bytes. 

With  the  card  in  place,  you  can  get 
not  only  numeric  pages  but  also  alpha¬ 
numeric  messages.  Unfortunately,  car¬ 
riage  returns  aren’t  properly  supported 
in  alphanumeric  messages,  so  message 
headers  and  other  lists  run  together  in 
a  single  paragraph. 

I’ve  run  out  of  space  to  do  more 
than  mention  AvantGo’s  WebClient 
browser  for  the  PalmPilot.  It  along 
with  all  these  tools  make  the  PalmPilot 
a  viable  replacement  for  a  notebook 
computer  for  frequent  travelers.  It 
won’t  let  you  create  presentations,  and 
you  wouldn’t  want  to  use  it  to  write  the 
Great  American  Novel,  but  it  offers 
enough  value  to  justify  its  cost. 

The  PalmPilot  platform  has  an  active 
developer  community.  See  Network 
World  Fusion  (www.nwfusion.  com) 
for  links  to  a  few  sites  where  you  can 
download  dozens  of  commercial  and 
shareware  applications  for  your 
PalmPilot.  ■ 


Quick  takes  on  high-tech  toys 
by  Test  Center  Director 

Lee  Schlesinger 
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3Com 
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Not  only  trendy,  but  actually  useful  now 
that  it  can  receive  e-mail  and  pages. 


They  just  go 

together! 
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Network  World  and  Network  World  Fusion - 
a  perfect  combination. 


Just  like  peanut  butter  and  jelly, 
Network  World  and  Network 
World  Fusion  work 
together  to  create  a 
winning  combination. 

Network  World  Fusion 
is  a  key  part  of  your 
subscription  that 
expands  and 
enhances  Network 
World's  award-winning 
content  by  providing 
numerous  links  to 
directly  related  articles 
across  the  entire 
Web.  This  helps  you 
immediately  zero  in 
on  the  network 
management  issues 
and  concerns  that 
are  relevant 
to  you. 


Access  a 
wealth  of 
focused 
information 
and  resources 
to  help  you 
manage  and 
develop  your 
networks. 


Membership  Card 


User  Name 


i  Password 


World 


uvww.nwfusion.com 


For  assistance, 
email  nwfmail@nww.com 
http://www.nwfusion.com 


Network  World  Fusion  complements 
your  subscription  through  its 
advanced  search 
capabilities,  content 
layers  and  technology 
focused  email 
newsletters.  This 
places  it  all  in 
context  for  you, 
enabling  you  to 
expand  your 
knowledge  quickly  and 
consistently.  Network 
World  Fusion  is  a 
valuable  complement 
to  your  subscription 
and  is  designed 
exclusively  for  busy 
Network  IS 
professionals,  so  don't 
hesitate  to  check  it 
out  today. 

How  do  I  access 
Network  World  Fusion? 


As  a  Network  World 
subscriber  you  are 
preregistered  for  this  FREE 
service.  The  NWF#  that 
appears  on  your  Network 
World  mailing  label 
highlighted  in 
yellow,  is  all  you  need  to 
create  an  account.  If  you 
are  not  a  NetworkWorld 
subscriber,  simply 
register  as  a  non¬ 
subscriber  by  answering 
a  few  questions.  At  the 
same  time,  you  can  apply 
for  your  own  print 
subscription 
to  Network  World. 
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Here  are  some  details  on  the  wide 
range  of  information  services  you'll  find  on 
Network  World  Fusion: 

Daily  News 

Nothing  changes  more  quickly  than  networking.  Keep  up  with  it 
all  by  reading  NetFlash,  our  exclusive  daily  networking  digest. 

Our  reporters  and  the  IDG  News  Service  will  make  sure  you 
don't  miss  any  breaking  news.  Updated  Monday  through  Friday 
by  10  a.m.,  EST. 

Email  Newsletters 

Network  World  Fusion  Focus  is  a  series  of  FREE  email 
newsletters  focusing  on  specific  networking  technologies. 

Each  newsletter  is  written  by  an  industry  expert  and  will  offer  the 
latest  advice  and  insights  on  the  key  issues  Network  IS  managers 
face.  These  newsletters  combine  the  expertise  and 
knowledge  of  our  Network  World  contributors  and 
editors,  along  with  the  immediacy  of  email  to 
help  you  keep  abreast  of  the  changing 
Network  World. 

Columnists 

Read  Fred  McCliman's  frank  insight  and 
competitive  intelligence  in  his  online-only 
column.  Plus,  look  for  exclusive  commentary 
from  all  of  Network  World's  weekly 
columnists,  and  then  let  them  know  what  you 
think  through  our  interactive  Forums. 

Search/archives 

Search  back  issues  of  Network  World  or  all  of 
Network  World  Fusion  with  our  easy  to  use  search  engine 


Interactive  Buyers  Guides 

Network  World  reviewers  and  editors  help 
you  make  the  best  buy  with  extensive 
research  and  testing  of  networking 
hardware,  software  and  services. 
Interactive  Buyer's  Guides  enable  you 
to  search  for  products  based  on 
your  own  criteria. 


M  World 


www.iiwfusion.coin 


Primers 

Our  innovative  audio  primers  let 
you  listen  to,  and  watch, 
explanations  of  key  networking 
technologies  including:  Frame  relay,  ATM, 

Gigabit  Ethernet,  IPv6,  VPNs,  DSL,  IPv6  and  more 


Net  Resources 

Here  you'll  find  thousands  of  links  organized  by  networking 
technology.  Our  editors  tame  the  web  for  you  and  save  you  hours 
of  time  by  guiding  you  to  key  articles  and  resources  about 
specific  technology  areas.  You'll  also  find  a  networking  calendar  of 
events  and  Abend  -  links  to  the  lighter  side  of  networking. 

White  Papers 

Learn  about  the  latest  technology  solutions  from  our  library  of 
vendor  white  papers. 
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Management  Strategies 

Campus  convenience 

Distance  learning  reduces  scheduling  conflicts  and  eliminates  commuting  woes  for  IT  professionals. 


aseeb  Akhtar  used  to  travel  two 
hours  each  way  to  get  to  class  at 
Southern  Methodist  University 
(SMU)  in  Dallas,  where  he’s  working 
toward  a  master  of  science  in 
telecommunicadons.  Today,  he  walks 
five  minutes  from  his  office  to  a  con¬ 
ference  room  to  attend  class  with 
four  co-workers.  Akhtar,  who 
manages  network  technology 
development  for  Nortel  in  Richardson, 

Texas,  found  relief  from  his  tiresome 
commute  in  distance  learning. 

“It’s  much  less  pressure  and  a  very  effi¬ 
cient  way  of  managing  time,  especially 
since  I  can  take  classes  during  the  day,” 

Akhtar  says.  “The  only  thing  I  have  to 
worry  about  is  getting  my  manager  to 
approve  the  time.” 

SMU  broadcasts  the  lectures  over  The 
Association  for  Graduate  Education  and 
Research  (TAGER)  television  network  to 
Nortel  and  dozens  of  other  corporate 
sites  in  northern  Texas.  Remote  students 
such  as  Akhtar  watch  the  lectures  and 
participate  via  telephone. 

Distance  learning,  a  growing  trend  in 
continuing  education,  allows  motivated 
students  to  take  classes  without  leaving 
their  homes  or  offices  —  courtesy  of  the 
Internet,  satellite  television  broadcasts  and 
express  delivery. 

It’s  a  $6  billion  per  year  industry, 
according  to  Alan  Minard,  director  of  aca¬ 
demic  markets  for  Lotus  in  Cambridge, 

Mass.  Lotus  manufactures  Lotus  Learning- 
Space,  a  collaborative  training  application  used 
by  schools  such  as  Drexel  University  and  New 
York  University. 

“I  think  the  Internet  has  made  access  so 
ubiquitous  that  you  could  take  classes  anytime,” 
Minard  says.  “Folks  are  using  their  spare  time 
to  increase  their  knowledge  and  ability  and  stay 
current  with  technology  as  it  rockets  ahead  of 
all  of  us.” 

Distance  learning  also  eliminates  geographic 
boundaries,  making  it  easier  for  you  to  find  a 
challenging  program  that  meets  your  needs. 

For  example,  Phil  Freyer  manages  global  net¬ 
work  architecture  for  Bechton  Dickinson,  a 
manufacturer  of  medical  supplies  and  devices 
in  Franklin  Lakes,  N.J.  In  his  spare  time,  Freyer 
is  working  toward  a  master’s  degree  in  technol¬ 
ogy  management  from  the  University  of 
Phoenix  in  Arizona.  Instead  of  traveling  2,400 
miles  to  attend  class,  Freyer  dials  in  to  the 
online  program  at  night  from  home  and  in  the 
early  morning  from  his  office. 


By  Lynne  Jackson 

“It’s  kind  of  like  a  chat  room,”  Freyer  says. 
“All  of  the  classes  and  lectures  are  downloaded 
there.  Then  you  fulfill  the  assignments  and 
upload  them  to  classmates  and  the  teacher. 
Everybody  reads  each  other’s  assignments  and 
participates  in  online  discussions.” 


Though  convenient,  the  online  program 
isn’t  easier  than  traditional  on-site  classroom 
education.  In  fact,  Freyer  claims  it’s  more  diffi¬ 
cult.  “Participation  is  required,  so  students  have 
to  get  online  everyday.  It’s  a  bit  tougher  than 
raising  your  hand  in  class,”  he  says. 

Freyer  believes  his  hard  work  will  pave  the 
way  for  greater  career  opportunities  as  it 
increases  his  managerial  capabilities  and  IT 
knowledge.  “Everyone  is  starting  to  recognize 
that  you  need  credentials  in  this  field,  espe¬ 
cially  if  you  want  to  manage  and  lead,”  Freyer 
says.  “This  degree  takes  into  account  all  the  dif¬ 
ferent  areas  of  information  technology  and 
how  to  manage  them  from  the  legal  aspects  to 
finance  to  storage  systems  to  research  and 
development.” 

At  SMU,  the  TAGER  television  network  lets 
remote  in-state  students  tune  in  to  lectures, 
and  a  courier  service  delivers  their  books, 
assignments  and  exams.  For  out-of-state  stu¬ 
dents,  SMU  ships  videos  and  posts  assignments 


on  the  World  Wide  Web.  The  university  also 
plans  to  deploy  Internet  streaming  video  tech¬ 
nology  so  students  can  download  lectures  any¬ 
time  via  a  Web  browser. 

“The  classroom  looks  more  like  a  TV  studio 
than  a  traditional  college  classroom,”  says 
Michael  Kirkpatrick,  director  of  graduate  edu¬ 
cation  and  marketing  at  SMU. 

There,  off-site  students  receive  the  same 
classroom  instruction  as  on-campus  pupils, 
but  they  have  the  opportunity  to  view  lec¬ 
tures  repeatedly,  which  often  yields  them 
better  grades  than  their  on-campus  coun¬ 
terparts.  Students  who  receive  the  tapes 
from  a  courier  experience  a  10-day  delay 
on  average  and  turn  in  their  assignments 
and  exams  accordingly. 

Per-credit  tuition  is  comparable  for 
on-site  and  off-campus  graduate  students 
at  both  the  University  of  Phoenix  and 
SMU.  At  Phoenix,  off-site  students  pay 
an  additional  $100  for  software.  At  SMU, 
they  pay  10%  more  per  course  to  cover 
videotaping  and  courier  services,  but 
they  avoid  the  activity  fees  on-campus 
students  pay. 

At  Phoenix,  off-site  students  take  one 
course  at  a  time  and  have  six  weeks  to 
complete  it.  They  can  take  consecutive 
classes  for  two  years  or  space  them  out 
over  roughly  four  years,  which  Freyer 
chose  to  do.  He  says  that  he  could  have 
finished  sooner,  but  he  opted  to  periodi¬ 
cally  take  time  off  to  spend  with  his  family. 

Balancing  work,  school  and  family 
remains  Akhtar’s  and  Freyer’s  biggest 
challenge,  but  it  hasn’t  deterred  either  from 
continuing  their  studies. 

In  fact,  both  plan  to  pursue  other  degrees 
after  completing  their  current  programs  to 
keep  pace  with  the  demands  of  the  IT  world. 

“I  don’t  think  education  ever  really  stops,” 
Freyer  says. 

The  key  ingredient  is  motivation.  Distance 
learning  can  be  a  long,  lonely  journey.  Students 
must  concentrate  on  their  academic  require¬ 
ments  with  minimal  accountability  and  peer  sup¬ 
port.  But  they  can  find  comfort  in  learning  at 
their  own  pace  and  in  their  own  space. 

Jackson  is  a  freelance  writer  in  Collingswood,  NJ.  She 
can  be  reached  at  lynnejackson@erols.com. 

Get  more  online: 

o  Information  about  distance  learning 
programs. 
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SOP  Contract 
Services ™ 


Anytime,  anywhere,  any  job. 


Areas  of  Opportunities: 


Applications  Development 
Systems  and  Network  Analysis 
Systems,  Network,  and  PC  Support 
Software  Re-Engineering 
System  Administration 


EDP  Contract  Services™ 
makes  it  easier  than  ever  to 


Have  you  explored  your  career  today?  Don't  miss  the  opportunities, 
or  the  chance  to  change  direction  in  your  job  search. ..plug  into  EDP 
Contract  Services'  website. 


explore  contracting  opportuni- 


www.edpcs.com 


ties  worldwide.  If  you're  a 
contractor,  or  considering  a 
contracting  career,  check  out 
the  EDP  website.  It's  easy  to 
use  and  offers  extensive, 
up-to-date  listings  of  short- 
and  long-term  IT  contracting 
assignments.  Forget  about 
downtime,  using  EDP's 
comprehensive  services  allows 
you  to  lock  into  new  IT 
opportunities  24  hours  a  day, 

7  days  a  week. 


We  offer  challenging,  lucrative,  project-based  assignments, 
career  development,  flexibility  and  independence,  optional 
health  care,  401  (k),  direct  deposit,  weekly  payroll,  and  more. 


So  connect  anytime,  24  hours/day, 
7  days/ week.  Or  contact  us  at: 

1-800-TAC-STAF 

dir 


EOE,  M/F/D/V. 
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As  one  of  the  premier  providers  of 
internetwork  consulting  east  of  the 
Mississippi,  RPM  Consulting  bases 
much  of  its  success  on  hiring  the  best 
people  and  then  giving  them  the  training 
and  employment  opportunities  to 
become  even  better. 

We  currently  are  seeking  senior  and 
mid-level  engineers  in  the  following 
disciplines  for  East  Coast  and 
Midwest  positions. 

•  Internetwork  Design 

•  Network  Management 
Design/Implementation 

»  Enterprise  System  Management 
Design/Implementation 

•  WAN  Design/Implementation 


For  additional  information,  please  visit 
our  Web  site  www.rpm.com  or  mail/fax 
your  resume  to: 

RPM  Consulting,  7130  Minstrel  Way, 
Suite  230,  Columbia,  MD  21045. 

Attn:  NW,  Fax  (410)  309-6070 

Or  send  your  resume  electronically  to: 

NW@rpm.com 


Looking  for  an 
easier  way 
to  find  a 
high  tech  job? 


Let  DICE  do  it 
for  you. 


NETWORKING  CAREERS 
ON-LINE  ADVERTISING 


Network  World  Fusion  offers  a  wide 
range  of  advertising  options  to  optimize 
your  recruitment  efforts! 

Network  World  Fusion  brings  print  and  on-line 
media  together  in  a  powerful  and  unique 
package.  Fusion  spotlights  key  news  and 
feature  articles  from  the  print  edition  of 
Network  World,  adding  another  dimension  for 
your  ongoing  recruitment  efforts. 

1  For  more  information  on  Fusion  Advertising  Programs 
(800)  622-1108  Ext.  7510 


http://www.nwfusion.com 


For  More 

Information  About 
Advertising  in 
Network  Careers 

1-800-622-1108 


Senior  Software  Architecture  & 
Design  Engineer.  6  positions 
available.  40  hrs/wk.  8:00  am 
to  5:00  pm.  $66,000/yr. 
Research,  design  &  develop 
telecommunications  algorithms 
using  C++  under  UNIX  envi¬ 
ronment.  Mathematical  &  soft¬ 
ware  modeling  of 

telecommunication  protocols. 
Design  &  develop  fault  tolerant 
telecommunication  software 
using  object  oriented  technolo¬ 
gy.  Tool  development  & 
automation  for  testing  telecom¬ 
munication  switches.  Locate 
information  about  product 
specifics  &  provide  technical 
leadership  in  this  area.  Research 
&  develop  customer  require¬ 
ments.  Write  functional  require¬ 
ment  documents.  Develop 
applications  based  on  appropri¬ 
ate  specifications.  Train  new 
hires.  Assist  in  development  of 
training  material.  Min.  reqs: 
Ph.D.  in  Electrical  or  Computer 
Engineering  and  either  2  years 
experience  in  carrying  out  those 
duties  set  forth  in  the  job 
offered,  or  2  years  experience  in 
research,  design,  &  develop¬ 
ment  of  telecommunication 
protocols,  call  processing  algo¬ 
rithms,  &  advanced  telecommu¬ 
nication  signaling  systems  using 
object  oriented  technology, 
C++,  &  UNIX  (to  include 
therein  1  year  in  design/devel- 
opment  of  wireless  telecommu¬ 
nication  protocols  for  the  test 
systems).  Apply  at  the  Texas 
Workforce  Commission,  Dallas, 
Texas,  or  send  resume  to  the 
Texas  Workforce  Commission, 
1117  Trinity,  Room  424T, 
Austin,  Texas  78701, 
JO#TX0611501.  Ad  Paid  by  an 
Equal  Opportunity  Employer. 


Senior  Analyst/Programmer 
(Chief.  Computer  Programmer). 
Analysis  of  user  requirements, 
design,  development,  on  IBM 
midrange  AS/400  systems  using 
RPG/400  ILE  RPG.  SQL.  CL  QUERY, 
with  the  supporting  knowledge  of 
word  processor,  Windows  95,  MS 
ACCESS.  EXCEL.  Specialized  in 
mortgage  and  insurance  areas  of 
business.  Preparation  of  Neces¬ 
sary  documents  and  specifica¬ 
tions  to  the  project  requests, 
identify  problems  and  also  sug¬ 
gest  solutions  to  the  manager. 
Determine  coding  changes,  esti¬ 
mate  task  involved,  set  up  test 
environment  test  plan  and  imple¬ 
mentation  of  systems  with  a  peri¬ 
odic  review  to  improve  efficiency 
Educate  user  on  new  products  and 
enhancements  by  providing  train¬ 
ing.  Plans,  schedules,  and  directs 
preparation  of  programs  to 
process  data  and  solve  problems 
by  use  of  computers.  Consults 
with  managerial  and  systems 
analysis  personnel  to  clarify  pro¬ 
gram  intent,  identify  problems. 
Suggest  changes,  and  determine 
extent  of  programming  and  cod¬ 
ing  required.  Assigns,  coordinates, 
and  reviews  work  of  program 
ming  personnel.  Develops  pro¬ 
grams  from  workflow  charts  or 
diagrams,  considering  factors, 
such  as  computer  storage  capaci¬ 
ty  and  speed,  and  intended  use  of 
output  data.  Req's:  Bachelors 
degree  in  Computer/Engineering, 
5  yrs.  exp  in  job  offered  or  5  yrs  exp 
in  related  occupation  of  Program¬ 
mer  Analyst.  Work  hrs  are  from 
8:50  am  to  5pm,  $4000.00/month 
and  36  and  1/4  hrs/wk.  Resumes 
must  include  SS  no.  and  Job  Order 
Number  NC4005977  and  DOT  code 
030.167-010.  Apply  to  the  nearest 
Job  Service  Office  or  submit  to: 
Job  Service  2005B  S.  Elm-Eugene 
Street,  Greensboro,  NC  27406. 


Feedback 


Have  an  idea  for  the 
Networking  Careers  section? 

Send  your  comments, 
ideas,  and  suggestions  to 
ccapp@nww.com 


Technical  Consultant-Responsi¬ 
ble  for  working  on  delivering 
TeMIP  solutions  to  customer 
base.  Provide  technical  expertise 
on  the  TeMIP  solutions  project. 
Provide  technical  support  and 
advice  during  the  proposal  writ¬ 
ing,  solution  design  and  imple¬ 
mentation.  Lead  team  members, 
third  parties,  and  technology 
counterparts  in  client  organiza¬ 
tions  in  the  integration  of  techni¬ 
cal  methodologies  and 
components  for  this  project. 
Develop  technical  element  of 
contracts,  service  agreements, 
work  plans,  and  implementation 
plans.  Manage  day  to  day  techni¬ 
cal  program  activities,  including 
relationship  with  the  client,  man¬ 
agement  and  reviews  of  the 
assigned  consulting  staff,  devel¬ 
opment  and  delivery  of  client, 
and  internal  technical  presenta-  j 
tions  and  expense  control.  Ana¬ 
lyze  and  present  specific  , 
technical  diagnostic  and  review 
information  to  clients  and  internal  > 
group.  Member  of  the  Solution  j 
Architect  committee.  Require¬ 
ments  include  at  least  a  Master  of 
Science  Degree  in  Computer  Sci-  j 
ence  or  related  field  with  3  years  { 
experience  as  a  Senior  Software  \ 
Engineer.  Applicants  must  have  j 
unrestricted  authorization  to  work 
in  the  United  States.  Salary 
$75,004. 80/year.  40  hours/wk. 
Respond  with  two  copies  of 
resume  to  Colorado  Department  1 
of  Labor  &  Employment,' 
Employment  Programs,  ATTN: 
Jim  Shimada,  Two  Park  Central, 
Suite  400,  1515  Arapahoe  Street,  i  f 
Denver,  CO  80202-2 1 1 2,  Refer  to  i 
Order  number  C04585558. 


42  •  Network  World  •  August  31, 1998  •  www.nwfusion.com 


Beating  the  clock 
oF  our  time. 

CSC  transforms  today’s  skills  into 
tomorrow’s  strategic  advantages. 

Around  the  world,  companies  of  every  industry  are  scrambling  to  beat  the 
calendar  and  become  Y2K  capable.  But  soon  after  they  partner  with  CSC,  scores 
of  these  firms  gain  confidence  in  their  futures.  And  right  now,  the  outlook  is 
just  as  bright  for  IT  professionals.  Your  skills  can  help  firms  across  the  public  and 
private  sectors  tackle  the  challenges  of  Year  2000,  while  CSC’s  world-class 
opportunities  can  help  you  meet  your  long-term  objectives. 

For  nearly  40  years,  CSC  has  been  the  place  for  innovation  in  management 
consulting,  systems  integration  and  outsourcing.  Here,  the  phrase  “you  get 
out  what  you  put  in”  rings  especially  true:  the  individual  is  highly  respected, 
partnerships  encouraged,  personal  initiative  prized  and  contributions  duly  noted. 

Our  collaborative,  decentralized  atmosphere  allows  open  communication 
between  established  leaders  and  emerging  talent  every  day.  As  a  result,  our 
corporate  mentality  is  as  flexible  and  responsive  as  that  of  an  entrepreneurial 
start-up,  while  our  deep  resources  and  stability  reflect  our  global  reach.  And  by 
playing  an  integral  role  in  CSC’s  industry  leadership,  our  professionals  receive 
excellent  compensation,  a  comprehensive  benefits  package  and  countless 
opportunities  for  training  and  professional  growth. 

Take  our  company — and  your  career — to  the  turn  of  the  century  and  beyond; 
don’t  let  another  moment  go  by  without  submitting  your  resume  to  CSC.  The 
extraordinary  is  ordinary  here. 

To  be  considered  for  a  position  at  one  of  our  facilities  nationwide  in  any  of  the 
disciplines  listed  below,  please  e-mail  your  resume,  in  ASCII  format  only,  to: 
cscrecruiting@csc.com,  referencing  NWFS-0831  in  the  subject  line.  No  file 
attachments,  please.  You  may  also  mail  your  resume  to  our  scanning  facility: 

CSC,  Resume  Scanning  Services,  NWFS-0831,  P.O.  Box  3455,  Burlington, 

M A  01803. 
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Network  Operations/Designers/ 
Security/Help  Desk 

Data,  voice  and  video  networking  fall  into  this  domain, 
where  expertise  with  site  operations,  carrier  services, 
cable  systems  and  voice  systems  is  key.  Many  levels  of 
opportunities  are  available,  including  senior-level  positions 
that  will  lead  bid  and  proposal  teams.  Some  knowledge  of 
the  following  technologies  is  expected  of  all  candidates: 
LANA/VAN,  X.400  &  X.500,  IDNX,  Telecommunications, 
Novell,  UNIX,  Firewalls,  Windows  NT,  Cryptology,  AIX, 
HP  OpenView,  SNMP  ATM,  Cisco,  TCP/IP,  Frame  Relay, 
Network  Administration,  SUN,  SOLARIS,  Mainframe 
Operating  Systems,  Installation  and  Maintenance,  and 
Network  Security  Administration. 

Programmers/Analysts 

Programmers/ Analysts/Developers 

A  strong  background  in  object  modeling,  data 
modeling,  object-oriented  technology,  development 
of  financial  systems,  high-level  architecture  or 
distributed  computing  may  qualify  you  for  an 
opportunity  like  no  other.  Representative  knowledge 
of  the  following  is  strongly  preferred:  IEF,  HTML/ 
WWW,  Java,  Visual  Basic,  Windows  NT,  UNIX, 
Motif/X-Windows,  DB2,  MS  Access,  Mainframe  & 
C/S  Operating  Systems,  RDBMS,  MVS/ESA, 
CORBA,  Perl,  IMS,  PowerBuilder,  Lotus  Notes, 

C  or  C++,  ORACLE  Developer  2000,  Claims 
Processing  Software  Maintenance  under  MVS, 
COBOL,  CICS,  Ada,  Y2K,  GUI,  OOD,  CM  Tools 
(Clearcase,  PVCS),  GIS,  HPAJX,  JCL  ISPF, 
INTRANET,  and  Delphi. 


Technical  Consultants 

Technical  Consultants 

A  wide  variety  of  systems  and  network  knowledge  is  need¬ 
ed  by  candidates  seeking  Technical  Consultant  positions.  A 
minimum  of  one  to  five  years  of  UNIX  experience  is  pre¬ 
ferred,  as  is  previous  exposure  to  at  least  some  of  these 
technical  areas:  NFS,  Facsimile  Technology,  DNS, 
Telephony,  E-mail,  TCP/IP,  Cisco  Routers,  Digital 
Switching,  WAN  Concepts,  Space  Management, 
Software  Development,  Tool  Evaluation,  Software 
Configuration  Management,  and  Project  Management. 

qj  Engineers 

We  are  seeking  applicants  with  a  proven  background 
,2s:  in  any  of  the  following  disciplines:  Electrical, 

O’)  Software,  Database,  Environmental,  Systems, 

L.  Logistics,  Network,  Information,  Test,  Spacecraft, 
u,;  Aerospace,  or  INFOSEC. 

Business  ProFessionals 

Positions  in  this  area  demand  the  skills  of  analytical,  detail-dri¬ 
ven  professionals  who  have  a  good  understanding  of  financial 
and  business-related  computer  applications.  A  background  in 
Program  Control,  Finance,  Pricing,  Accounting,  Human 
Resources  or  Contracts  is  also  required  of  candidates  in  any  of 
the  following  areas:  Finance/Accounting:  Program  Control, 
Pricing,  Insurance,  Actuarial,  Deltek  Systems,  Financial 
Management,  Resource  Planning,  Bid  and  Proposal 
Preparation,  Invoicing,  Earned  Value  Analysis  and 
Reporting.  Human  Resources:  Recruiting,  Employee 
Relations,  Compensation/HRIS,  Benefits,  and  Training. 
Contracts:  Commercial  &  Government  Contracting/ 
Subcontracting,  and  Quality  Assurance  Management 


Systems  Integrators 

IT  Application/Systems  Integrators 

The  ability  to  develop  systems  requirements  is  a  must  for 
these  positions,  as  is  the  knowledge  to  prepare  input  and 
test  data  for  a  variety  of  platforms.  Experience  in  one  of  the 
following  areas  is  equally  essential:  Systems  Analysis, 
Workflow  Management,  Legacy  Migration,  Data 
Modeling,  Open  Systems  Migration,  Project  Planning, 
Performance  Analysis  and  improvement,  COTS, 

Desktop  Architects,  and  Y2K  compliance. 

Senior  Architects 

These  professionals  will  provide  technical  design  and 
iO  leadership  expertise  of  the  highest  caliber  to  various 
jp  client/server  development  and  complex  system  integra- 
•w  tion  projects.  Applicants  must  possess  a  degree  in 
p  Computer  Science  or  a  related  discipline,  and  a  mini- 
{J  mum  of  five  years’  experience  in  any  of  the  following: 
Network/software  configurations;  network  hardware 
’■  and  architectures;  mainframe  hardware  and  soft- 
q  ware  support  and  configuration;  capacity  planning 
•zz  or  systems  programming;  distributed  desktop 
P  frameworks;  desktop  systems  and  networking; 

^  CA  Unicenter  TNG,  Tivoli  or  point  solutions;  and 
distributed  UNIX  frameworks.  Positions  include: 
Telecommunications  Architect,  Mainframe/ 

Data  Architect,  Desktop  Architect  and  UNIX 
System  Architect 

For  some  positions,  applicants  selected  will  be  subject  to 
a  government  security  investigation  and  must  meet  eligi¬ 
bility  requirements  for  access  to  classified  information. 


For  more  CSC  career  opportunity  information,  visit  us  on  the  web 
of  future  postings  that  match  your  career  interests. 


at  http://careers.csc.com.  Browse  or  search  all  current  career  postings,  and  register  to  receive  automatic  notification 


CSC  is  an  Equal  Opportunity  Employer.  M/F/D/V. 


I/S  PROFESSIONALS 

”  ■  . 


Strive  Your  Career  To 


Strategic  Architects 
Technical/Functional  Consultants 
Project  Managers/Project  Leaders 
Business  &  Data  Analysts/Architects 
00  Client/Server  Developers 
Technical  &  Programmer  Analysts 
Database  Analysts 
Software  QA/Test  Analysts 
Desktop/Network/Telecom  Services 


Liberty 


If  there’s  one  place  Information  Systems 
professionals  need  to  go  this  time  of  year, 
it’s  Liberty  Mutual  I/S.  Located  in 
beautiful  Portsmouth,  NH,  Liberty  has 
everything  you  want,  from  a  strong  & 
stable  reputation,  to  an  abundance  of 
recreational  activities.  And  nowhere  else  in  your 
travels  will  you  have  the  opportunity  to  work 
alongside  the  most  respected  talents  in  the 
industry,  using  today’s  hottest  technology. 

At  Liberty  I/S,  we  keep  pace  with  the  latest  in 
cutting-edge  technologies  for  the  development  of 
the  best  business  solutions  for  our  customers  and 
our  company.  You’ll  work  in  an  object-oriented, 
client/server  environment,  using  Win95/NT, 
C/C++,  VC++,  CORBA,  OMT,  SQL,  Sybase, 

DB2,  MQ  series,  RS6000AIX  and  MVS/ESA. 

Make  sure  you’re  headed  in  the  right  direction: 
Liberty  Mutual  I/S. 


Liberty  I/S  has  begun  a  major  expansion  of  its  software  development 
centers  and  we  have  opportunities  available  at  all  levels  for  our  strategic 
development  initiatives.  Choose  from  our  corporate  data  center  in 
Portsmouth,  or  our  Massachusetts  development  center,  located  just  off 
Rte.  128  in  Danvers.  Please  send  your  resume  to:  Bill  Hickmott, 

Liberty  Mutual  Information  Systems,  225  Borthwick  Avenue, 
Portsmouth,  NH  03801.  Fax:  (603)  431-0709;  email:  Jobs@Lmig.com 
Liberty  Mutual  is  an  equal  opportunity  employer 
committed  to  workforce  diversity. 


LIBERTY 

MUTUAL 


TKe  freedom  o/  Liber 


Be  sure  to  visit  our  web  site  at:  www.libertymutual.com 


http://www.nwfusion 


Go  to  the  Careers  section  on  Network  World  Fusion  at  the  above  address. 
Eight  past  weeks  of  Networking  Careers  can  be  found  under  Job  listing. 


NETWORKING 

CAREERS 

For  information 
about  placing 
a  recruitment 
advertisement, 
talk  to 

Network  World: 


Dodi  Rabinovitz 
(800)  622-1108  x7454 
E-Mail: 

drabinov@nww.com 

Jim  Parker 

(Southern  United 
States,  and  New  York) 
(800)  622-1108  x7542 
E-Mail: 

jparker@nww.com 

Karima  Zannotti 

(Northern  United 
States) 

(800)  622-1108  x7488 
E-Mail: 

kzannott@nww.com 

Networking  Careers 
161  Worcester  Road 
Framingham,  MA  01 701 
E-Mail: 

ccapp@nww.com 
(800)  622-1108  x7510 
Fax:  508-820-0607 


NetworkWorld 


Information -Based 

Marketing. 

People-Based 

Success. 
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At  Epsilon,  we’ve  turned  our 
information-based  marketing 
services  into  world-class 
marketing  solutions.  By  offering 
our  clients  expertise  in  market¬ 
ing  strategy  and  programs,  data 
processing,  and  data  analysis  and 
modeling,  we  help  them  solve  business 
problems  and  build  stronger  customer 
relationships.  And  by  offering  our  team  members  an  open, 
relaxed  environment  of  continuous  learning  -  and  constant 
rewards  -  we’re  able  to  help  them  achieve  their  professional 
goals.  If  you  want  to  join  a  company  where  some  of  the 
smartest,  most  talented  individuals  in  database  marketing 
are  based,  join  Epsilon  today. 

NETWORK  ENGINEER 

In  this  position  you  will  be  responsible  for  the  day-to-day 
operation  of  a  1000-node-enterprise-wide  high  perfor¬ 
mance,  switched  network  (LAN/WAN).  The  successful 
candidate  will  have  2-3  years  of  networking  experience  in 
an  environment  that  includes  SUN,  IBM,  HP,  PC  and 
Macintosh  hardware.  Requires  a  strong  knowledge  of 
Solaris  2.x,  UNIX  security  techniques  and  protocols  includ¬ 
ing  TCP/IP,  IPX,  and  Appletalk.  Experience  with  SNMP 
tools  (HP  Open  View)  and  Cisco  routers  is  required.  This 
position  requires  a  BS  in  Computer  Science,  excellent 
interpersonal  communication  skills,  problem  solving  skills 
and  1-2  years  of  project  management  experience. 

CALL  CENTER  SUPPORT 
SUPERVISOR 

In  this  position  you  will  manage  all  client  and  corporate 
call  center  applications.  Must  be  proficient  with  call  center 
technology.  Responsible  for  programming  and  monitoring 
this  enterprise  wide  system.  You  will  be  responsible  for  all 
additions,  changes,  and  training  for  the  call  center  Must 
have  an  analytic  background  to  provide  reporting  on  the 
system.  Project  management  skills  a  must.  The  ideal 
candidate  will  have  a  strong  attention  to  detail,  excellent 
customer  service  skills  and  strong  written  and  verbal 
communication  skills.  Some  travel  required. 

For  immediate  consideration,  please  E-mail  your 
resume  and  salary  requirements  to: 
jobs@epsilon.com;  or  send  resume  and  salary 
requirements  to:  Epsilon,  Human  Resources, 

50  Cambridge  Street, 

Burlington,MA  01803; 
fax:  (781)  229-6942. 

We  are  an  equal  opportunity 
employer  WF/D/V. 


epsilon. 


Take  a  look  af  the  career  potential  at 
two  of  the  HOTTEST  Career  Fairs . 


CVMNET 


'ez*C 


NetworkWorld 


CAREER  FAIR 


Where:  ComNet  San  Francisco'98 
Moscone  Convention  Center 
When:  September  30th-October  2nd 


NETWPRLOUNTEROP  98 

Where:  NetWorld+Interop  '98,  Atlanta 
Georgia  World  Congress  Center 
When:  October  21  st-23rd 


For  more  information 
Talk  to  Network  World 
800-622-1 108  ext  7510 
cca  pp  @  nww.com 


1998  NETWORK  WORLD 
USER  EXCELLENCE 
AWARD  COMPETITION 


Each  year,  through  its  User  Excellence  Award  compe¬ 
tition,  NetworkWorld  honors  organizations  that  make 
innovative  and  effective  use  of  network  technology. 
We  are  now  accepting  entries  for  the  1998  competi¬ 
tion.  If  your  organization  or  one  that  you  know  of,  has 
completed  a  network  project  that's  deserving  of 
attention,  let  us  know  about  it. 

For  more  information  and  to  submit  your  entry  go 
online  to  NetworkWorld  Fusion.  Entries  must 
be  received  by  September  1st. 


v  9  9  , 


NetworkWorld 

http  ://www.nwfusion.  com 
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http://www.castlerock.com 


SNMPc  and  CiscoWorks  for  Windows  Users 


Castle  Rack 

Computing 


Castle  Rock  Computing,  Inc. 
12930  Saratoga  Avenue 
Saratoga,  CA  95070 

Tel:  408-366-6540 
Fax:  408-252-2379 


Distributed  Architecture  Scalable 
to  25,000  Devices 

Multiple  Console  Logins 

Automatic  Baseline  Alarms 

View/Report  TopN  Statistics 

Scheduled  Printed  and  WEB  Reports 

Derived  MIB  Data,  Including 
Utilization  and  Volume 

RMON  and  Device  Specific  Applications 


SNMPc  NT 

Network  Manager 
for  Windows  NT 
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West  Hills  Networking  Solutions 


10/100  Network  Cards 

Gigabit  Network  Adapter . 

.Call  for  Prices 

3COM  Fast  EtherLink  XL 

Auto-sensing  10/100  PCI  RJ45  network  adapter . 
(3C905-TX)  . 

Call  for  Prices 

INTEL  PRO/IOO  TX  PCI 

High  performance  10/100  32  bit,  RJ45,  adapter. 
(PILA8460)  . 

. $60 

Hubs 

Cisco  10/100  Fast  Hub 

Dual  speed  auto-sensing  10/100  hub. 

12-Port  (112T) . $769  24-Port  (124T).. 

$1,235 

D-LINK  10/100  Hubs 

16  and  24  10/100Base-TX  Dual  Speed  Unmanaged  Hub 
16-Port  (DFE-916X) . $616  24-Port  (DFE-2624X)... 

. $970 

NBASE  MegaStack  100  -  Fast  Ethernet  Hub 

24  10/100  Port  autosensing  stackable  hub 
with  option  for  fiber  uplink  (NH1026) . 

.  $1,556 

Switches 

3COM  SuperStack  II  Switch  3300 

Switched  10/100Mbps  RJ45  ports 

12-port  (3C16981)  24-port  (3C16980) . Call  for  Prices 

BAY  NETWORKS  303/304  Switch 

12  and  24  lOBaseT  ports  and  one  100TX  port. 

12-Port  (AL2001E05) . $890  24-Port  (AL2001E04) . $1,120 

BAY  NETWORKS  BayStack  350T/350T-HD 

16  and  24  10/100  auto-sensing  ports. 

16-Port  (AL2012E01)  24-Port  (AL2012E10)  24-port..  Call  for  Prices 
BAY  NETWORKS  Accelar  1250 

4  slot  chassis  switch  (DJ1402002)  . $1,220 

Cisco  Catalyst  1924 

24  port  lOBase-T  switch  with  2  100Base-TX  port. 

(WS-C1924-A)  . $1,128 

Cisco  Catalyst  2924 

24  port  10/100  (WS-C2924XL)  . $2,248 


Remote  Access 


ADTRAN  T1/FT1 

TSU  LT  V.35,  CSU/DSU.  (1202060L1)  . $659 

ASCEND  Pipeline  85 

Pipeline  85  ISDN  Bridge  Router  with  2  Pots  and  4  RJ45  ports 
(P85-1BRI)  . $655 


ASCEND  Pipeline  130 

Pipeline  130  Router  ISDN  BRI,  Built-in  NT1,  IP/IPX 
(P130-UBRI-V35)  . $1,285 

3Com/USR  Access  Concentrator  3000 

Supports  Full  T1  with  24  to  144  Modems  (001843-00) . $5,430 

CISCO  2501  Router 

1  Ether  port/2  serial  ports  (Cisco2501-CH)  . Call  for  Prices 


3COM  SuperStack  II  Switch  1100 

The  Switch  1100  provides  12-24  switched  Ethernet  ports  and  2 
10/100  ports.  (3C1 6950/1 )  . Call  for  Prices 


NBase  MegaSwitch  I1 10/100/1000 

10/100  auto-sensing  switch  with  up  to  48-ports  and  2-slots  to  offer 
Fiber  up  to  IIOKm,  ATM,  and  Gigabit  Ethernet  --  All  in  one  box. 

(NH2048)  . $2,190 

Gigabit  Ethernet  Module  (NH2002/GE/M) . Call  for  Prices 

NBASE  MegaSwitch 

8-port  1 0Base-T  and  2-port  1 0/1 00  (NH21 0)  . $780 


CISCO  2509  Router 

1  Ether  port/2  serial  ports/8  Asynchronous  ports. 

(Cisco2509-  CH) . $2,129 

Special  Pricing  for  ISP's 


Transceivers  > 


100Base-TX  to  100Base-FX  Transceiver . Call  for  Prices 

lOBase-T  to  AUI/FL Transceiver . Call  for  Prices 

BNC  to  RJ45  Transceiver . Cal!  for  Prices 


Call  for  Current  Pricing  on  Any  Manufacturer’s  Products 


1-800-FOR-LANS 

1-800-367-5267 

sales@west-hills.com 


O 


wen  hills 

LAM  lYfftUf 


7949  Woodley  Avenue,  Van  Nuys,  CA  91406 
Technical  Support:  818-773-817! 

Fax:  1-818-773-8932 


Visa/MasterCard/Discover/American  Express  •  Fast  Delivery  •  Most  Orders  Ship  The  Same  Day  •  Prices  Subject  To  Change  Without  Notice 
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^  Dial-up  and  telnet  access  to  Remote  Sites 
Select  Multiple  Console/AUX  Ports 
Reboot  power  on  selected  devices 


Console/AUX  Port  Managers 

Remote  access  to  multiple  RS-232  Console/AUX  Ports 

•  TCP/IP  (telnet)  and  dial-up  (modem)  •  Continuous  off-line 
buffering  •  Password  Protected  •  Any-to-Any  Port  Matrix 
Switching  •  AC  or  -46V  PC  power  options  •  Various  models 
from  4  to  64  ports 


RACK  MODEM 


PSTN 

DIAL  UP 


CONSOLE  SWITCH 


Intelligent  Remote  Power  Switches 

Reboot  "locked-up”  network  equipment 

•  AC  and  -46V  PC  versions  •  Password,  Site  ID,  Plug  Labels 

•  On/Off/Peboot  power  switching 


REMOTE  \ 
ADMINISTRATOR 


RS232  CONSOLE  PORTS 


REBOOT  SWITCH 


AC  POWER 


When  it  comes  to  Remote  Site  Management,  no  one  offers  more  choices  to  access 
multiple  console/AUX  ports  ar\d/or  reboot  power  than  NetReach  products  from 
Western  Telematic.  We  offer  the  flexibility  you  need  to  mix  and  match  equipment  for 
small  or  large  remote  management  strategies.  NetReach  products  are  now  installed  in 
thousands  of  network  sites  world  wide.  Our  customers  know  they  can  depend  on  our 
superior  quality  and  reliability  for  their  mission-critical  operations. 


Rack  Mount  Modem 

Single  modem  for  Dial-up  acces  to  console  ports 

•  AC  and  -46V  DC  powered  •  33.6Kbps  V34+  •  Requires 
only  one  19”  rack  space 


□  western 
D  telematic 


5  Sterling,  Irvine,  CA  92618-2517 
Facsimile:  (949)  583-9514 


“Just  think,  Captain,  someday  we 
will  be  able  to  put  voice  and  data 
on  one  circuit.” 


“...And  what  kind  of  technology 
could  make  that  happen?”  . 


Capture  and  Decode  Protocols 
Monitor  Bandwidth  Utilisation 
Grade  LAN  Efficiency 
Long-Term  Network  Trending 
Auto-discover  Network  Addresses 
Set  Triggers  and  Alarms 
Extensible  with  Probes 
Monitor  Network  Errors  by  Statioy 
Many  new  decodes  including  IPv6 


juLa)  AUalAi  jsust-S 


Ethernet,  Token  Ring  and  FDDI 
Windows  95/ 98  and  NT 


American 

TECHNOLOGY 


Bl  em.  frMn.  3* 
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Multiple  Mode  Interface 
View  LAN  Errors  (Vital  Signs) 
Monitor  WEB  Servers 
Track  Router  traffic  in  real  time 
Tull  32-bit  (95198  &  NT  4.x  Only) 
Filter  by  MAC  or  IP  address,  protocol,  or  offset 
View  I  Chart  IP  and  IPX  usage  by  service 
Detect  duplicate  IP  addresses 


American  Technology’s  1 5 1 0  T I  /FT  I  CSU/DSUs 
with  Drop  &  I nsert Start  at  < 


If  you  have  network  slowdowns,  would  you 
know  if  they  are  due  to  overloaded 
bandwidth,  broadcast  storms,  or  errors? 


cause  is  found,  solutions  and  action  plans 
become  clear.  Start  seeing  what  you  have  been 
missing!  Call  800-526-7919  for  a  FREE 
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SERVER 
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FILE 

SERVER 

Observer  will  show  your  LAN  traffic  in  real 
time,  and  with  this  information,  help  you 
pinpoint  problems.  Once  the  source  and 


DEMO  or  download  from  our  web  site. 


www.networkinstruments.com 


NETWORK 

INSTRUMENTS 


TM 


©  1998  Network  Instruments,  LLC  -  Corporate  Headquarters  (612)  932-9899  FAX  (612)  932-9545,  UK  and  Europe 
+44  (0)  1474  702427  FAX  +44  (0)  1474  707830  Internet:  info@networkinstruments.com  www.networkinstruments.com 
Observer®,  Network  Instruments  and  the  “N”  logo  are  trademarks  of  Network  Instruments,  LLC  Minneapolis,  MN  USA 


SNMP  Managed,  Affordable,  Reliable. 
Just  what  you’d  expect  from... 


American 

TECHNOLOGY 


For  More  Information: 


PHONE:  800.223.9758  Fax:  406.777.55 1  2  INFO@ATLI.COM  http://www.atli.COM 
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For  Free  Product  Info  •  www.networkworld.com/infoxpresj 


Server  Roo 


Giving  You 


Your  server  configuration  is  expanding 
at  an  incredible  rate.  However,  your 
server  room  is  not.  Cybex  KVM 
switches  let  you  pack  more  of  your  1 
vital  network  equipment  into  less  space. 


The  AutoView  Commander  KVM  switch 
allows  you  to  control  up  to  64  computers  with  just  one  keyboard, 
monitor  and  mouse.  By  eliminating  unneeded  peripherals,  you 
reduce  your  floor  space  requirements  by  50%  or  more,  freeing 


Hie  Squeeze? 


up  valuable  real  estate  for  other  uses.  And  while  you 
breathe  easier  in  the  new-found  space,  the  AutoView 
takes  the  squeeze  off  your  budget  by  reducing  your 
power  and  cooling  costs. 


For  larger  installations,  the  AutoBoot  Commander  4xP 
delivers  true  matrix  switching.  Any  number  of  users  can  control 
hundreds  of  servers  directly  from  their  own  consoles. 

If  the  pressure  is  building  in  your  building,  give  us  a  call  today. 


Cybex  Computer  Products  Corporation  |  www.cybex.com  |  1-800-932-9239 

C/bex,  the  Cybex  logo,  AutoView,  Commander,  AutoBoot  and  4xP  are  trademarks  or  registered  trademarks  of  Cybex  Computer 
Products  Corporation. The  CRN  Test  Center  Recommended  logo  is  a  copyright  of  CMP  Media  Inc. 
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Windows  NT® 
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Ultraview:  the  keyboard-monitor-mouse  switch  allowing  you 
to  control  multiple  platform  systems  on-screen  from  one  console! 


Create  space  in  your  computer  room  by  eliminating  extra  equipment. 
UltraView  allows  one  keyboard,  monitor,  and  mouse  to  control  all  of 
your  computers,  any  mix  of  PC,  MAC,  SUN,  HR  SGI,  and  more. 

UltraView  accesses  each  CPU  from  menus  that  pop  up  over  your  existing  video. 
Switch  from  the  keyboard,  on-screen  menus,  front  panel,  or  RS  232  port  of  the  UltraView. 

Customize  your  UltraView  on-screen  menu  with  personalized  port  names,  colors, 
fonts,  and  display  window  placement  so  that  the  entire  system  makes  sense  to  you. 

Upgrades  are  easy,  too!  Add  up  to  16  CPUs  on  one  switch  and  daisy-chain  to 
access  up  to  256  computers!  Plus,  Flash  memory  upgrades  keep  you  on  the  leading  edge  of 
future  improvements  ensuring  that  the  switch  never  becomes  obsolete.  The  excellence  you 
have  come  to  expect  from  Rose  is  apparent  in  Ultra  View's  simple  setup.  You'll  easily  define 
the  automatic  Scan,  Screen  Saver,  and  other  parameters-so  you  quickly  get  down  to  the  real 
business  at  hand. 

UltraView  is  the  most  flexible  KVM  switch  on  the  market.  You  can  choose 
between  3  different  chassis  sizes  and  4  different  platforms:  PC  Only,  SUN  Only,  APPLE 
Only,  and  Multi-Platform. 

With  UltraView  you'll  see  how  simple  it  is  to  switch  from  CPU  to  CPU-making 
your  work  a  lot  easier  and  faster.  Call  our  sales  staff  today  for  detailed 
information  on  any  computer  system  application. 


siwtal  atfcefE'a-.t: 


On-screen  display  menu-This  screen  shows  the  overlay 
menu  with  the  selection  for  the  color  scheme  popped  up. 


Call  For  A  Free  Catalog: 

♦  Keyboard/ Video  Control 

♦  Print  Servers 

♦  Data  Sivitches 

800-333-9343 

Visit  our  web  siteatwww.rosel.com 

ELECTRONICS 

10707  Standiff  Road  Houston,  Texas  77099 

Phone  281-933-7673  Fax  281-933-0044 
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•  PC  based  Video  Surveillance  System 

•  ^ve  Wideo  over  your  Network! 

•  View  64  Cameras  from  any  PC 


•  Monitor  Alarms  from  any  PC 


,  -,,1  i  i  i  nrni‘^‘vvur'T-3 

}mm n  tv; 


(tm) . 


MicroSwitcher  PLUS 


for  Windows95  , 
and  Windows  NT 


MicroSwitcher  Is  a  Registered  Trademark  of  Anderson  Communications  Inc. 

Windows  Is  a  Registered  Trademark  of  Microsoft  Corporation 


:  *  «  ■■  -  •  ' 


ACI  International  Inc. 

www.aciconnect.com  Toll  free  (800)  267-2288 
Phone  (905)  660-4460  Fax  (905)  660-7544 
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Manage  Remote  Sites.. 


r 
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1  2  S  *  5  8  f  B  9  10  It  12  13  M  is  1« 


ANN 


i 


With  This  !!! 


Dataprobe’s  Communicating  Annunciator 
Puts  YOU  In  Command. 


✓ 

✓ 

✓ 


Monitor  &  Control  Remote  Equipment 
Alarms  Reported  Via  Modem  /  Pager  /  LAN 
Switch  Remote  Data  Lines  &  Ports 


Visit  Our  Web  Site:  www.dataprobe.com 

•  See  Live  Annunciator  Demo! 

•  Over  500  Datacomm  Products  Available 

fy7dataprobe 

•  11  Park  Place  yjyCV/  < 

Exteni^5> 


•  Paramus,  NJ  07652 

•  Tel:  201-967-9300 


Your  Reach 
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Distributing  Network  Administration 


* 


Key  board/ Video  &  Mouse  Switches  (KVMS) 

•  Strategically  positions  hardware 


APEX 


•  Distributes  KVM  signals  to  the  user 
Enterprise  Wide  Solutions 

As  a  worldwide  leader,  Tron  provides  powerful,  high  speed, 
quality  system  designs  geared  specifically  to  assist  small  and 
enterprise  customers. 


Y  ..amputer  prodw As  a  leading  distributor,  we  feature  the  most  popular  prod¬ 
ucts  from  the  best  manufacturers  with  a  comprehensive 


knowledge  of  multi-product  and  multi-vendor  solutions. 


^Tnetwork  systems 


lightwave  Communications,  Inc. 


Tron  engineers  KVM  switch  systems  for  distributed  control 
of  servers  located  in  one  or  more  labs.  Interconnecting 
servers  from  down  the  hall  or  a  few  floors  away.  And,  multi¬ 
vendor  solutions  can  transmit  all  switched  KVM  signals  into 
the  next  building  or  across  the  globe. 

Our  success  is  built  on  innovative,  forward  thinking  profes¬ 
sionals  with  a  strong  commitment  to  value-added  products 
and  services. 


MINIC^M 


A  d  v  a  n  c  r  fl  System*  1. 1  1 


Hi  Raritan 


xCTROrii CS 


i,  Tit-  "ik- 


Call  (800)  808-4672  for  the  complete  KVMS  price  catalog! 


Download  the  Industry  Standard  White  Paper  on  KVMS  Technology  from  our  web  site! 


http://www.tron.com 


INTERNATIONAL,  INC. 
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The  Network  Protection  Software 
you  have  been  waiting  for! 

SessionWall-3 


TM 


•.ooWallJW 


Internet 


SesslonWall-3 


af  Immediately  puts  you  in  control 
a£  Shows/Reports  what’s  going  on 
of  Detects/Identifies  hackers  and  abusers 
sf  Detects  malicious  Java/ActiveX  applets 
Blocks  unwanted  sessions/intrusions 
a/  Content  level  scanning 
af  Email  and  attachment  viewing 
Protects  your  entire  network 


of Affordable 

Of  Self  configuring/monitoring 
ts  Easy  to  install  -  less  than  5  minutes 
af  No  network  changes  required 
gf  No  network  overhead 

Monitors/Controls  from  a  single 
Windows  95  or  NT  System 
af  URL  and  virus  library  currency  option 


Download  Free  Test  Drive 

www.sessionwall.  com 


We  take  the  work  out  of  Network  Protection 


MEMCO 


phone:  1-817-251-7000  fax:  1-817-251-7001 


www.memco.com 
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For  Free  Product  Info  e  www.networkworld.com/infoxpres 


www.compatible.com/vpn_now/ 


t. 888.356.0283 


It  used  to  be  that  salespeople  out  in  the  field  were  simply  out  in  the  cold  when  it  came  to  having  cheap,  easy 
access  to  centralized  data.  But  now,  thanks  to  IntraPort™  VPN  Access  Server  from  Compatible  Systems, 
you  can  get  secure  remote  access  at  a  fraction  of  the  traditional  cost. 

IntraPort  allows  you  to  create  a  Virtual  Private  Network  (VPN)  using  the  Internet  to  connect  remote  offices 
to  a  central  database.  For  Heritage  Broadcasting  Group,  owner  of  CBS  affiliates  in  Northern  Michigan,  that 
meant  remote  and  SOHO  salespeople  can  send  and  receive  data  without  long  distance  charges.Their 
phone  bills  went  from  an  average  $400  per  salesperson  to  just  under  $20! 

IntraPort  supports  IP  and  IPX,  increases  security  with  two  levels  of  encryption,  and  decreases 
network  administration.  Find  out  how  to  cut  your  remote  access  costs  immediately  and  register 
at  www.compatible.com/vpn_now/  to  receive  your  free  VPN  Handbook  subscription. 


' 

Remote  salesperson  just  spent  3  hours 
transferring  sales  presentation  from  Detroit;- 


■  ....*•  W'ii; 


Total  long-distance  charges:  $( 


"IntraPort™  cut  our  remote  access  costs  by  95%/ 

Mark  Schmidt,  Heritage  Broadcasting 


the  VIRTUAL  leader 
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Who  Says?! 

"LANWatch  is  just  for  DOS?” 


1  LANWatch32 


File  Edit  View  Filter  Options  Window  Help 

BB  vJmMl 


For  Help,  press  FI 


EXAMINE  (0295  [0339 


Introducing  LANWatch32  for 
Windows  95  and  NT  4.0 


Five  Central  Street,  Topsfield,  MA  01983 


(978)  887-6570  (phone) 
(978)  887-6552  (fax) 
http :  //www.  guesswork.com 
Email:  info@guesswork.com 
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USE  THE  ETHERNET  TO 
MANAGE  AG  POWER  ANYWHERE 


IPC  3300  Series  —  Intelligent  Power  Controller7 

NEW 


RS-232  communications  port  with  RS-485/422 

high  speed  daisy  chain  data  bus 

Stackable!  Up  to  9  IPC's  at  a  single  address 

Daisy  chain  up  to  36  IPC's  over  4,000  feet  for 

power  control  of  288  ports 

Selectable  baud  rates  that  allow  user  to  optimize 

the  data  transfer  rate 

Individually  addressable  units  for  multiple 
installations 

Software  independent  —  IPC™  330X  utilizes 
an  embedded  command  structure 
Watch-Dog  —  self  boot  when  system  deter¬ 
mines  a  "lock-up"  condition 
Multi-agency  approvals 


A 


Serial  to  Ethernet  Converter  (option) 

•  IPX  (Novell  NetWare),  TCP/IP  (Unix)  support 

•  GUI-Based  utility  for  easy  installation  and  support 

•  RJ-45  1 0Base-T  Ethernet  interface  connector 

•  RS-232  Serial  interface  cable  included 

For  a  FREE  design  guide,  call  today  toll  free: 
800-870-2248  •  Fax:  (605)  334-4999 
E-mail:  sales@pulizzi.com 
Web:  http://www.pulizzi.com 

Pulizzi'  Engineering  Inc. 

3260  S.  Susan  Street 
Santa  Ana,  CA  92704-6865 
(714)  540-4229 


Z-LINE 
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For  FREE  Product  Information 
GO  Online! 

www.  networkworld .  com/ infoxpress 
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ALSO  AVAILABLE:  Solutions  for  in-band  and  out- 
of-band  console  port  monitoring.  Please  contact  us 
for  all  remote  site  management  product  information. 


BayTech 


Toll  Free:  800-523-2702  International:  228-467-8231 
Fax:  228-467-4551  WEB:  www.baytechdcd.com 
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REBOOT  Remote  Equipment 

From  Anywhere  While  Eliminating 


Costly  Site  Visits 


Server 


•  Full  RMON  Support 

•  Integrates  with  HP  OpenView 
•TCP/IP,  Telnet,  TFTP,  BOOTP 

•  WinSNMP/WinSock/DDE  APIs 

•  SNMP,  ICMP,  IPX  Polling 

Castle  Rack 

Computing 


Hub 


Router 


■  Through  your  Ethernet  network  with  RPC-3  (8  receptacles) 

■  Through  your  phone  line  with  RPC-2  MD01  (6  receptacles) 

B  Through  your  EIA232  connection  with  RPC-2  (6  receptacles) 

B  Dial-up  power  control  and  console  port  monitoring  with  one  unit 
^  the  DS-RPC.  (4-12  console  ports,  4  receptacles) 


***  All  units  are  password  protected  ,  have  a  local  EIA-232  port  for  onsite  access  or  use 
with  external  modem  for  dial  backup,  have  programmable  names  for  individual  receptacles, 
support  commands  which  turn  on/off  or  reboot  all  or  individual  receptacles,  and  have 
built-in  surge  suppression. 


DSU 


to  the 


Group 


For  the  lowest  price  on 
TimePlex  Equipment 

All  hardware  is  staged 
and  pre-tested. 
If  it  doesn't  say 


then  it's  not! 


Engineering  Support 
Software/Prom  Upgrades 
Year  2000  Upgradable 


ALL  TIMEPLEX  EQUIPMENT 

FDDI 

csu 

TIME/LAN 

.  LINK/2+ 

microLINK 

TIME/PATH 

LINK/1 

miniLINK 

MICROPLEXER 

LINK/100 

ROUTERS 

OEM 

JK  ext. 

1777  ■ 

or  Fax:  1 -727-53 1-2 1 02 


%  l 

IsgfViioi 


FREE  NETWORK  INTEGRATION  SEMINAR 

Cost  Effective  Solutions  for  Small  to  Medium-Sized  Businesses 


LEARN  HOWTO 

integrate  voice  and  fax 
with  your  data  network  over 
Frame  Relay  and  IP  and  cut 
the  high  cost  of  your 
intra-company  phone  calls 
and  faxes  by  up  to  80%. 

DATE  LOCATION  DATE  LOCATION 

9/22  Woodland  Hills,  CA  10/28  Richmond,  VA 

9/23  Portland,  OR  10/29  Baltimore,  MD 

10/7  Nashua,  NH  11/4  Birmingham,  AL 

10/8  Ring  of  Prussia,  PA  11/5  Austin,  TX 

10/14  Louisville,  KY  11/10  Milwaukee,  Wl 

10/15  Tulsa,  OK  11/11  Minneapolis,  MN 

ROM  TRP 1 HT  m  m  Re9's,er  today  by  calling  1  -800-642-6687  extension  1 038 
jUUN  1  DlLliI  UUI!  or  online  at  www.micom.conT/seminars/index.html  NORTEL  MICOM 
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Node  Discovery 

Long  Term  Statistics/Thresholds 
Custom  Event  Actions/Forwarding 
Over  100  Device  Specific  GUIs 
MIB  Compiler/Browser 

408-366-6540 

Fas:  408-252-2379 


Data  Communications 
— =  Specialist - 


ADC  Kentrox 

New  - 

Adtran 

Refurbished 

AT&T/Paradyne 
BAT  Electronics 
Bay  Networks 
Cray/Datatel 

CISCO 

Bridges 

Channel  Banks 
DSU/CSU’s 
Hub/Switches 

Codex 

Frame  Relay 

Micom 

ISDN 

Motorola 

Modems 

N.E.T 

Multiplexers 

Newbridge 

Routers 

Paradyne 

T-l/FT-1 

Racal  Datacom 

Voice/Data 

UDS 

X.25 

Information  Data  Products  Corp. 

1-800-362-3770 

http://www.idpc.com 

Quality  Products  ♦  Competitive  Prices  ♦  Immediate  Deliveries 
Prc  and  Post  Sales  Support 
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A  Network  World  Special  Issue 

Issue  Date:  September  28th  Ad  Close:  September  16th 


The  Buzz  issue  gives  Network  World  readers  an  exclusive  look  at 
the  most  talked-about  issues  and  technologies  today.  Our  readers 
rely  on  The  Buzz  issue  to  learn  which  technologies  deliver  on  their 
promises  and  which  fall  short  —  information  that  is  invaluable  in 
helping  set  their  strategies  for  the  coming  year. 


Editorial  Overview 

♦  Virtual  Private  Networks 

♦  Electronic  commerce  and  security 

♦  Webifying  legacy  applications 

♦  Policy  management 

♦  The  clash  of  the  industries 

♦  Layer  3  switching 

♦  Server  clustering 

♦  Access 

♦  Java  in  the  enterprise? 

♦  Voice 

♦  Windows  terminals 

♦  The  cycle  of  hype 

♦  Taming  the  Web 

♦  Storage-area  networks 


Call  your  sales  representative  today  for  more  information  on 
how  you  can  be  part  of  The  Buzz! 

Tel:  800-622-1108  ext.  7507  ♦  Fax:508-628-3976 
email:  directresponse@nww.com 


/a 


STOP 


For  more  information 
on  advertising  in  the 
Marketplace,  STOP 
everything,  and  call  now! 

800-622-1108  ext. 7465 


Solve 

Ethernet 

Distance 


Made  in  U.S.A. 


Limitations  with  Fiber  <b°°)  894-9694 
(Convert  Copper Fiber!) 

Qty  1-5 

Description  Unit  Price 


10BASE-T  -  10BASE-FL  Converter* 

$190. 

AUI  -  10BASE-FL  Fiber  Optic  Transceiver 

$131. 

AUI  -  10BASE-T  Transceiver 

Call 

100BASE-TX  -  100BASE-FX  Converter* 

$556. 

SM-MM  Converters  &  Repeaters  Available  $825. 

*20  Unit  Rack  Mount  Available 

Call 

^FIBERDYNE  LABS,  INC. 

FACTORY 

DIRECT 

SAVINGS 

127  Business  Park  Dr.,  Frankfort,  NY  13340 
Tel  (315)895-8470  Fax(31 5)895-8436 
www.fiberdyne.com 
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ROUTERS  •  HUBS 
DSU/CSU  •  SWITCHES 
TERMINAL  SERVICES 

BUY  /SELL /LEASE 
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f  •  3COM  •  ADTRAN  •  KENTRO] 


800-230-6638 


— -  Ph:  805-964*1314 
™  Fax:  805-964-5649 


www.networkhardware.com 

Network  Hardware  Resale,  Inc. 

6445  Cuii  Rut,  Sit.  B,  Santa  Barbara,  CA  931 17 


SM9 

LIVINGSTON 

Overnight  Delivery:  Fully  Guaranteed 


LAN/WAN  •  BUY/SELL 
FULLY  WARRANTEED 
NEW/REFURBISHED 


MODEMS 
DSU/CSU'S 
MULTIPLEXERS 
T-1  EQUIPMENT 
HUB,  BRIDGES,  ROUTERS,  ETC. 


Fibermux  AT&T  Synoptics 


Cisco  Specialists 


Cabletron  Bay  Networks 


We  carry  all  manufacturers,  call  John,  ext.  101. 


1 

■i  1 1  i .  [ 

CrossTec’s  NetOp  School 

(800)  675-0729 
www.4ctc.com 

FREE  EVAL  -  Remote  Control,  Chat, 
Monitor  or  Demo  to  multiple  PCs 

NCR  Customer  Education! 

(800)  845-2273 

www.ncr.com/trainus 

Cisco,  MCSE,  NT  &  Networking,  1 
Training  § 

Edutec  Training  Rooms 

(212)  634-4288 
www.hertztec.com 

Modem  rooms  for  LEASE  in  NYC 
15-20  wkstn  per,  T1  lines... 

Pine  Mountain  Group 

(800)  645-8486 
www.pmg.com 

Router,  server,  desktop,  NT 
Troubleshooting.  Multi-vendor. 

ForeFront  Direct 

(800)  475-5831 
www.ffg.com 

Computer  based  training  for 
the  I.T.  industry 

Scholars.com 

(506)  457-1285 
www.scholars.com 

Online  mentoring  for  MCSE,  MCSD, 
CNE,  Cisco,  and  General  IT  Free  evals! 

GeoTrain  Corp. 

1 -800-COURSES 
www.geotrain.com 

Cisco-certified  Internetworking 
classes  and  certifications-Now! 

Transcender  Corporation 

(615)  726-8779 
www.transcender.com 

MCSE,  MCSD,  MCP  Exam 
Simulations 

Marcraft  International 

(800)  441-6006  Ext.  25 
www.mic-inc/Aplus.com 

NEW  A+  Certification  Books,  CD  and 
over  950  test  questions  $165 

To  Place  Your 
Listing  Here 

Call  Enku  Gubaie 

at  1-800-622-1108 

For  information  on  listing  your  service  here,  contact 
Enku  Gubaie  at  800-622-1108  x7465,  egubaie@nww.com 

Buy,  Sell  or  Announce 

Network  Products  and  Services 
with  Network  World's  Marketplace 
Call  800-622-1108  ext.  7507 


“  Bay  Networks  weufLefrjyn 

0  ^  *  /  communications  JM  r  JM 


Largest  Inventory  of  Refurbished  Bay  Networks  in  America! 


Bay  Networks  Trained 
Bay  Networks  Authorized 
Hundreds  of  pieces  in  stock 
New  and  Used  Equipment 

On-Sight  Router  Installation 
WE  REPAIR  ALL  BAY  NETWORKS! 


Proven  Track  Record 
One  Year  Warranties 
Design  and  Install  Services 
Technical  Support 


caBLeTRon 

_ systems 

The  Complete  Networking  Solution"* 


$ 


National  LAN  Exchange  888-89 1-4B AY 

0  (4  2  2  9) 

1403  W.  820  N.  Provo,  UT  84601  FAX  801  377  0078  http://www.nle.com 

C.O.D.'s  •  VISA  •  Mastercard  •  Discover  •  Terms 
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— N  Scrvs  up  to  80%  on  new/used; 

mmsr  >  Routers  >  Switches  >  XDSL  >  T1  CSU/DSUs 
>-ATM  ►  Fast  Ethernet  >►  ISDN  >  Frame  Relay 


Cisco  Systems 


WE  BUY  USED 


>  CISCO 

>  Ascend 


►  Lucent/Livingston  >  Nortel/Bay  Networks  >-  ADC  Kentrox  >•  Xyplex 

_  ►  3COM/USRobotics  >  Larscom  ►  Cabletron  >-  Newbridge  >■  Adtran 

wm^d_igita[waretwusjxqm  >  Paradyne  >•  Digital  Link  >  Fore 

►  Motorola  ►  Network  Assoc.  >•  IBM 


DIGITAL  WAREHOUSE 

Your  Information  Superhighway  Discount  Sources 


Neffdst  Communications  Inc.,  56-29  56th  Drive,  Maspeth,  NY  11378  USA 


Phone:  1-888-892-4726  or  718-894-7500  Fax:718-894-1573 
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CISCO,  BAYNETWORKS,  CABLETRON 


ASCEND 

h 

FORE 

[ 

3COM 

J 

CHIPCOM 

Visit  Our  WEBSiTE@www.bizint.cum 


NY  Office/Sales: 

Tel:  (315)  458-9606 


Main  Office: 

Tel:  (978)  667-4926 
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3  Com  HUBS 
&  SWITCHES  ^ 

SUPER  STACK  2  -  IOBASE-T  SWITCHES 

12  PORT-W/TX  3CI6901A . 

24  PORT-W/TX3CI690QA 
12  PORT-W/2  10/100-320  MODEL  .. 

12  PORT  PS40  HUB/SWTTCH-3C 1 6405 
24  PORT  PS40  HUB/SWITCH-3CI6406 

1 2  PORT  IOEASE-T  HUB-3C 16670  . $295. 

SUPER  STACK  2  1 OOBASE-TX  SWITCHES  &  HUBS 

AUTO  10/100  12  PORT  3CI6942A  . $1449. 

SWITCH  3000  5  100BASE-FX- 1  TX  . $5709. 

12  PORT  100BASE-TX  HUB-3C250B-TX . $799. 

1 2  PORT  I  0/  I  00  BASE  HUB-3C 1 6590 . $  1 099. 

24  PORT  10/100  BASE  HUB-3CI659 1  .  SI 699. 

OFFICE  CONNECT  SWITCHES  AND  HUBS 

SWITCH  140-3C3CI6730  W/4  IOB^ES-T  &  I  TX . $649 

SWITCH  1 40M-3CI67 3 1  -SAME  AS  1 40  W/MNGMNT . $669, 

HUB  TP  I40-3C  16723  W4  100BASE-TX  PORTS . $198. 

TPI 200-30672 1  W/ 1 2  100BASE-TX  PORTS  . S525. 

NETWORK  ADAPTERS 

3C905TX  10/100  PCI  $6099/100  PACK 

3C90OTPO  IOBT  PCI  $  1 300/20  PACK 

3C509B-TPO  IOBT  IS  $4099/100  PACK 

3C509B-COMBO  IOBT  ISA  $6900/ 1 00  PACK 


$40 
..$650. 
$250 
$1400. 
..$650. 
$2395. 
.  $700. 

IBM  8228  MAU . $95. 

CISCO  CSMEC6 . $1200. 

3C6555B-016R . $9000. 

CHIPCOM  5 1 02M-FBP .  $550. 

CHIPCOM  5  I  08M-TP . $550. 

CABLETRON  TPMIM-24 ...  $795. 

CABLETRON  MRXI . $200. 

NETWORTH  UTPM-S . $600. 

KALPANA  EPP2I  I  . $250. 


BAY  NETWORKS 

BAYSTACK 

101  12  PORT  IOBT 

i  02  24  PORT  I  OB 

1 50  24  PORT  IOBT  W/MNGMNT 

15312  PORT  NO  NMM 

152  1 6  PORT  IOBT  I  COAX . 

INTEL  NETWORKING 

12  PORT  10/100  HUB  . 

24  PORT  10/100  HUB  . 

8  PORT  100BASE-TX  HUB  . 

24  PORT  IOBASE-T  SWITCH . 

8  PORT  10/100  SWITCH . 

I  Quantity.  Reseller. 


MORE  INTEL  NETWORKING 
NETPORT  10/100  PRINT  SERVER  $239  EXTERNAL 
$529  PRO  1 0/1 00  PCI  NIC  $1330/20  PACK 

$899  PRO/ 10+ ISA  $840/20  PACK 

S  799  CISCO  NETWORKING 

$4 1 9.  FAST  HUB  1 08T  8  PORT  1 00BASE-TX . $779 

$319  FAST  HUB  3 1 6T  1 6  PORT  100BASE-TX  $1139 

FAST  HUB  3I6C  15  I00BTX/I  FX  $1499 

,Q70  CA1ALYST  1900  12  PORT  IOBT  SWITCH  W/IXUPL  $  1 229 

■5979.  GATALrST  1900  24  PORT  IOBT  SWITCH  W/IX  UFl  $  1459 

MUCH, MUCH  MORE!!!  PLEASE  CALL! 

$1509  WWW.800-AKA-3COM.COM 

$2039  Prices  May  Vary  according  to  Quantity 


Government  &  Education,  Discounts  available. 
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AUTHORIZED  PRODUCT 
&  SERVICE  CENTER  . 
WE  TEST  ALL  PARTS 
8EF0REWESHIP 


#271  @  www.networkworid.com/infoxpress 


Try  Our  Proven 
I  J.  Certification 


Discover  the  fastest  and  easiest  way 
to  prepare  for  Cisco  certification.  This 
computer-based  training  course  pro¬ 
vides  a  learning  environment  unmatched 
by  traditional  classroom  and  video 
courses.  To  prove  it,  we’re  offering  a 
free  demo  disk  to  I.T.  professionals  who 
call  today! 

•  Gain  Valuable  Skills,  Knowl¬ 
edge  and  Expertise 

•  Open  the  Door  to  Great 
Career  Opportunities 

•  Raise  Your  Income 

•  Study  at  Your  Own  Pace 

•  Interactive  Hands-on  Exer¬ 
cises 

•  Receive  One-on-One 
Training  Consulting 

I.T.  Professionals  Call  Now 
to  Get  Your  FREE  Demo  Disk! 

1-800-475-5831 

FOREFRONT 

DIRECT 

A  CBT  Group  Company  NWCI 

25400  US  Hwy.  19  N..  #285  Clearwater,  FL  33763 


#237  @  www.networkworld.com/infoxpress 


Toll  Free  800-662-7466 


24  Flour  On-line  Shopping 
www.datamem.com 


Never  Undersold  on  Memory 


Govt. .Commercial,  Education  P.O.s  w/  Prior  Approval 


HUBS: 

5  Port  lOBase-T  No  AC  Required  -  $49.00 
8  Port  lOBase-T  BNC  &  Cables  -  $89.00 
16  Port  lOBase-T  BNC  lOOv  -  $129.00 
32  Port  lOBase-T  Rack  Mount  -  $365.00 
16  Port  100Base-TX  w/cascading  cables  -  $699.00 
24  Port  100Base-TX  w/cascading  cable  -  $1099.00 
SwitchHub  2-Port  10/100  Fast  Ether  -  $295.00 
SwitchHub  IxIOOTX  /  IxIOOFX  8x10Base-T-  $1150.00 
FastSwitchHUB  (2)  10.100TX-(8)  lOBase-T  0$1 329.00 
CONNECTORS  &  ADAPTERS: 

TurboNet  ST  Din  8  LocalTalk  Connector  -  $8.95 
Lightning  1100  PCI  LAN  adapter  Mac  or  PC  -  $69.00 
EtherLAN  Tr/Combo  lOBAse-T  &  Thin  AAUI  -$37.00 
EtherLAN  PCI  Internal  10Mbps  for  Mac  or  PC  -  $49.00 
TV-to-PC  Scanners: 

FOCUS  TView  Gold.  WIN/DOS/MAC  TV  scan  con¬ 
verter  w/lnfrared  Remote  &full  underscan\..$329.00 

Complete  selection  of  networking  connec¬ 
tors,  hubs  and  TView  Scanner 
Accessories  CALL...I 


www.datamem.com 
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REFURBISHED  NETWORKING  EQUIPMENT 


More  than  price  &  availability... 

InterLink  Means  Customer  Satisfaction! 

BUY,  SELL,  LEASE/RENT,  TRADE 

Routers  •  Hubs  •  Bridges  •  Servers 

CISCO,  BAY  NETWORKS, 
3COM,  DIGITAL,  ASCEND, 
LIVINGSTON,  XYPLEX 

'All  trademarks  are  the  property  of  their  respective  owners 

Technical  Support  •  Product  Warranty  •  Aggressive  Pricing 

1-800-832-6539 

FAX:  612-944-3534  Email:  sales@interlinkcom.com 
VOICE:  612-944-3440  http://www.interlinkcom.com 


Inte 


COMMUNICATIONS 


7131  Shady  Oak  Rd:  Minneapolis,  MN  55344 
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LANS  &  MUXES 


FIBERMUX  •  CABLETRON  •  CISCO 
3COM  •  HEWLETT  PACKARD  •  INTEL 
•IBM  •  CHIPCOM  •  UNGERMAN  BASS 
•AT&T  PARADYNE  •  PROTEON  •  MADGE 
BUY  USED  ♦  SELL  REFURBISHED 


WE  REPAIR  FIBERMUX 


CALL  BOB  GLICK 
818-366-1374  •  Fax:  818-366-5274 

amiacoiw 

VISIT  US  ON  THE  WEB:  www.fibercom.net 


NetworkWorld 


Info  press 


Online  Reader  Service 

NetworkWorld  InfoXpress  is  reader  service  at  its 
best.  An  online  service  designed  to  provide  you 
with  a  quick  and  easy  way  to  request  information, 
NetworkWorld  InfoXpress  offers  readers: 

■  Easier  access  to  more  relevant 
information. 

H  24-hour  service. 

■  The  ability  to  search  for  information  by 
reader  service  number,  advertiser  name 
or  product  category. 

^  Flexibility  in  requesting  information  via 
mail,  email,  telephone,  fax  or  linking  to 
the  advertiser  Web  page. 

Try  it  today  at: 


www.networkworld.com/infoxpress 


BUY  -  SELL 


[  Networking  Software  -  Networking  Hardware 

CiscoSystems 

ini e1  •  s==SynOptics. 

\  ipr  Bay  Networks  gMC 

Sales:  (619)  549  4405 
Buyer:  (619)  549  4455 
Fax:  (619)  549  4777 
pmiweb@ix.netcom.com 

|  All  trademarks  are  the  property  of  their  respective  owners 


SNMP  Tools 

Multiple  Agent  Simulator 

Develop,  test,  demonstrate 
Management  applications 
without  real  devices. 

Automated  Agent  Tester 

Complete  weeks  worth  of 
manual  testing  in  minutes. 

SIMPLESOFT  Inc. 

Tel:  (650)  965-4515 
Web:  www.smplsft.conn 
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TECHNICAL  SEMINARS 


I  Network  World  Technical  Seminars  are 
one  and  two-day,  intensive  seminars 
in  cities  nationwide  covering  the  latest 
networking  technologies.  All  of  our  seminars  are  also  available  for  customized 
on-site  training.  For  complete  and  immediate  information  on  our  current  seminar  offerings, 
call  a  seminar  representative  at  800-643-4668,  or  go  to  www.nwfusion.com/seminars. 


Create  network  diagrams,  proposals  and  presentations  fast  and  easily 
with  Network  World’s  NetDraw  and  NetDraw  Plus  software.  At  your  fin¬ 
gertips,  you  will  find  over  2,000  full  color  network  images,  many  the 
complete  likeness  of  your  network  equipment.  Now  it’s  easy  to  attach  text  files,  Word  documents,  other  programs,  or  even 
Web  hyperlinks  directly  to  images.  You  can  even  embed  your  finished  diagrams  directly  into  Microsoft  Office  documents.  Go 
to  www.netdraw.com  to  download  your  free,  30-day  trial  of  this  extremely  easy-to-use  product  today.  Call  800-643-4668  to 
order  a  copy  for  only  $149! 


jiietDffij^ 


RE 

—  prints 


or  315  5th  Ave. 


Publicize  your  press  coverage  in  Network  World 
by  ordering  reprints  of  your  editorial  mentions. 
Reprints  make  great  marketing  materials  and 
are  available  in  quantities  of  500  and  up.  To 
order,  contact  Reprint  Services  at  612-582-3800 
N.W.,  St  Paul,  MN  55112. 


*  Our  Instant  fax  back  service  delivers  Information  on  many  of  these  products.  Dial  800-756-9430  from  your  touch  tone  phone  and  use  the  appropriate  document  code  to  have  Information  faxed  right  back  to  your  fax  machlnel 
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News 


Continued  from  page  1 

Data  Sales  Agent  Program, 
AT&T  is  recruiting  local 
VARs  that  sell  a  significant 
amount  of  WAN  equipment. 
Once  accepted  into  the  pro¬ 
gram,  they  are  authorized  to 
sell  AT&T  frame  relay  and 
private  line  services  for  a 
commission. 

Under  the  AT&T  Alliance 
Program,  the  company  is 
recruiting  integrators  that  spe¬ 
cialize  in  helping  users  build 
IP  intranets.  Those  companies 
become  agents  selling  term 
contracts  for  WorldNet  MIS 
and  VPNS. 

Ironically,  AT&T  tradition¬ 
ally  has  not  only  operated 
using  a  direct  sales  force  but 
also  has  been  actively  hostile  to 
resale  of  its  services  via  other 
channels.  AT&T  frequently  has 
battled  in  court  with  telecom 
resellers  that  buy  AT&T  ser¬ 
vices  in  bulk,  mark  them  up 
and  sell  them  to  small  busi¬ 
nesses  and  consumers. 

But  AT&T  officials  empha¬ 
sized  their  new  program  is 
aimed  at  a  different  class  of 
reseller  —  network  integrators 
experienced  in  installing  LANs 
and  desktops  as  well  as  routers 
and  switches.  And  they  are 
upfront  about  why  they’re  tak¬ 
ing  this  approach  —  because 
the  company’s  CEO  is  demand¬ 
ing  more  revenue. 

“Mike  Armstrong’s  mantra  is 
top-line  selling  growth,”  says 
AT&T’s  Director  of  Global 
Channel  Management  Keith 
Olsen.  Not  only  is  AT&T  look¬ 
ing  for  more  sales  outlets,  but 
the  company  also  wants  to  find 
VARs  to  take  over  the  installa¬ 
tion  chores  once  the  sale  is 
made.  “Anything  we  can  do  to 
increase  the  amount  of  selling 
time  of  our  direct  sales  force  is 
good,”  Olsen  says. 

The  move  is  applauded  by 
many  in  the  industry  who  say 
traditional  carriers  still  lack  the 
full  range  of  data  expertise  and 
contacts  they  need  to  meet 
their  potential. 

“There  are  certain  user  orga¬ 
nizations  that  are  more  in¬ 
clined  to  buy  from  those  chan¬ 
nels,”  says  one  AT&T  partner 
who  asked  not  to  be  identified. 
“Now  the  telecom  industry  is 
trying  to  build  off  the  model  in 
the  computer  industry.” 

Case  in  point:  SportRack 
Automotive,  a  supplier  of 
vehicle  luggage  racks  and 
other  automotive  supplies  in 
Royal  Oak,  Mich.,  has  an 


AT&T  frame  relay  network  it 
purchased  through  AT&T 
sales  agent  Ideal  Technology 
Solutions  U.S.  SportRack  is 
now  converting  to  WorldNet 
VPNS  from  an  earlier  AT&T 
intranet  offering  with  Ideal 
Technology’s  help. 

“I’m  on  the  phone  with 


these  people  all  the  time.  They 
know  my  operation  —  they’re 
right  down  the  street  from 
me,”  says  SportRack  MIS 
Manager  Bill  Olzak. 

In  addition,  Olzak  doesn’t 
face  the  dilemma  of  shelling 
out  more  money  to  purchase 
one  of  AT&T’s  managed- 
network  options  and  then  wor¬ 
rying  about  integrating  it  with 
LAN  and  desktop  support.  He 
purchases  his  WAN  mainte¬ 
nance  services  from  Ideal 
Technology  instead  of  AT&T. 

“It’s  included  in  my  monthly 
bill  for  the  rest  of  the  network 
support,”  Olzak  says.  “Our  plan 
was  to  keep  things  as  lean  as 
possible,  and  now  I  have  one 
support  agreement  for  my 
LANs,  WAN  and  hardware.” 

The  Novell  evolution 

AT&T’s  VAR  programs  did 
not  just  appear  out  of  thin  air. 
Of  the  Alliance  Program’s  375 
members,  many  are  Novell 
Gold  and  Platinum  VARs  that 
AT&T  originally  contacted 
when  it  was  seeking  help  sell¬ 
ing  its  now-defunct  NetWare 
Connect  Service. 

Those  relationships  contin¬ 
ued  when  NetWare  Connect 
evolved  into  the  AT&T 
WorldNet  Intranet  Connect 
Service  supporting  both  IP  and 
Novell  IPX  traffic,  the  fore¬ 
runner  of  today’s  AT&T 
WorldNet  VPNS  service. 

But  according  to  VARs,  the 
reseller-recruitment  effort  has 
taken  off  this  year  as  AT&T 
realized  that  even  its  frame 
relay,  private  line  and  straight 
Internet  access  could  benefit 
from  outside  help. 

“AT&T  from  the  direct  sales 
force  does  not  have  the  exper¬ 
tise  on  the  inside  of  the  wall,” 
says  Bob  Skinner,  vice  presi¬ 
dent  of  Ideal  Technology. 

“There  were  some  areas 


where  the  AT&T  people  were 
not  as  expert  on  the  data 
side  as  they  were  on  the  voice 
side,”  says  Larry  Lane,  vice 
president  at  Atlanta  Datacom, 
a  Norcross,  Ga.,  integrator 
that  belongs  to  both  the 
Data  Sales  Agent  and  Alliance 
programs. 


Besides,  Lane  adds,  “It’s  an 
extremely  low  cost  of  market¬ 
ing  for  them.” 

Another  factor  forcing 
AT&T  to  seek  indirect  sales: 
Armstrong’s  drive  to  reduce 
employees  as  he  whittles  away 
at  AT&T’s  gargantuan  over¬ 
head.  “A  significant  number  of 
direct  sales  people  were  affect¬ 
ed  by  [this  year’s]  early  retire¬ 
ment  program,”  Lane  says. 

What’s  more,  AT&T  has  its 
eye  on  the  pending  entry  of 
regional  Bell  operating  compa¬ 
nies  into  the  long-distance 
market.  Most  of  the  RBOCs 
have  long  operated  via  sales 
agents  because  their  direct 
sales  forces  cannot  possibly 
cover  their  entire  territories. 

“AT&T  is  in  a  catch-up 
mode,”  says  Manny  Quevedo, 
vice  president  of  marketing  for 
the  communications  group  at 
Inacom,  a  large  distribution 
house  based  in  Omaha,  Neb. 
“They  were  concerned  with  los¬ 
ing  pace  with  the  RBOCs,  and 
considering  where  the  RBOCs 
may  end  up,  they  had  to  act.” 

Sharing  the  wealth 

But  AT&T  is  not  just  count¬ 
ing  on  VARs  to  replace  lost 
opportunities.  One  of  the  most 
unusual  aspects  of  the  programs 
is  that  AT&T  not  only  is  asking 
VARs  to  generate  leads,  but  it’s 
also  giving  some  of  its  own 
direct  sales  leads  to  the  VARs. 

ADCom’s  Lane  says  AT&T  is 
offering  a  dual-compensation 
system  under  which  the  AT&T 
salesperson  and  the  VAR  re¬ 
ceive  commissions  for  a  sale  if 
they  both  had  a  hand  in  it. 
Although  neither  AT&T  nor 
the  VARs  would  disclose  the 
exact  compensation  percent¬ 
ages,  AT&T’s  Alliance  Web  site 
promises  the  potential  of 
$20,000  to  $35,000  worth  of 
commissions  for  a  three-year 


WorldNet  MIS  contract  and 
$30,000  to  $40,000  for  a 
WorldNet  VPNS  contract. 

The  integration  of  the  direct 
and  indirect  sales  forces  goes 
beyond  that.  “We  sit  on  all 
their  national  advisory  councils 
for  frame  relay  and  IP  ser¬ 
vices,”  says  Ideal  Technology’s 
Skinner.  And  support  for  the 
two  agent  programs  is  due  to 
be  consolidated  next  month  at 
a  special  agent-support  center 
in  Kansas  City,  Mo. 

But  the  agents  do  not  get 
completely  free  rein.  For 
example,  most  of  the  pricing 
work  is  tighdy  controlled  by 
AT&T.  Agents  send  prospective 
WAN  designs  to  data-network 
account  executives  in  Kansas 
City,  who  come  back  with  a 
proposed  price  after  asking 
some  questions. 

“Upfront  they’ll  say,  ‘Who’s 
the  competition?’  If  there’s  no 
competition,  we  start  off  with 
the  best  available  tariff,”  Lane 
says.  “But  if  there  is  competi¬ 
tion,  they  massage  it  and  come 
back  with  new  pricing.” 

Other  agents  insisted  that 
users  should  not  fear  that  price 
negotiations  are  out  of  their 
hands.  “We  have  the  ability  to 
go  get  the  negotiated  special 
pricing  here,”  Skinner  says. 
“[AT&T’s]  been  very  good 
coming  back  to  us  with  aggres¬ 
sive  pricing  when  we  need  it.” 
He  adds:  “You’re  not  going  to 
be  able  to  play  the  direct  sales 
force  off  of  us.” 

Still,  some  users  with  long¬ 
time  relationships  with  the 
AT&T  direct  sales  force  are 
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leery  of  this  arrangement. 
They  say  they’re  unlikely  to 
move  their  WAN-services  buy¬ 
ing  to  equipment  vendors. 

“Any  time  that  you  cut  out 
the  middleman,  you’re  going 
to  save  yourself  some  money,” 
says  Stan  Miller,  manager  of 
telecommunications  for  Pier 
One  Imports,  a  retailer  based 
in  Fort  Worth,  Texas.  “They’ve 
got  to  pay  their  bills,  and  the 
only  way  they  can  do  that  is  to 
make  their  money  off  of  you.” 

Even  some  agent  prospects 
for  the  program  are  skeptical 


about  the  pricing.  “The  prob¬ 
lem  with  all  these  long-distance 
companies  is  they  want  to  tell 
you  what  to  quote,  and  that’s 
not  acceptable  to  us,”  said  one 
WAN-oriented  network  inte¬ 
grator  who  asked  not  to  be 
identified. 

After-sales  service  and  sup¬ 
port  is  a  crucial  issue,  too.  “I 
don’t  want  to  lose  my  network 
and  not  be  able  to  talk  direcdy 
to  the  vendor  that’s  responsi¬ 
ble,”  Miller  says. 

Certifying  the  deal 

As  an  alternative  for  large 
users  seeking  managed  con¬ 
tracts  that  go  beyond  the  WAN 
side  of  the  router  and  don’t 
require  dealing  with  indirect 
channels,  AT&T  Solutions 
later  this  year  is  expected  to 
introduce  a  standard  LAN- 
management  offering  ( NW, 
April  6,  page  1).  And  AT&T 
said  that  customers  of  sales 
agents  will  still  be  able  to  deal 
with  AT&T  for  routine  service 
matters. 

But  the  need  for  service  and 
support  opens  up  opportunities 
for  VARs  that  offer  their  own 
network-management  pro¬ 
grams,  says  Mark  Nighbor,  gen¬ 
eral  manager  of  the  data-agent 
program.  Instead  of  selling 
AT&T’s  own  Managed  Network 
Solutions,  VARs  can  roll  their 
own  remote-management  offer¬ 
ings  into  the  sale. 

For  that  reason,  AT&T  is 
even  considering  a  certifica¬ 
tion  program  similar  to  those 
offered  by  Microsoft  and 
Novell,  though  on  a  much 
more  selective 
basis. 

Currently,  the 
company  offers  a 
two-day  training 
program,  code- 
named  Base 

Camp,  that  tours 
the  country,  hit¬ 
ting  spots  twice  a 
month  for  two  days 
at  a  time. 

Analysts  say  such 
certifications  could  help  boost 
VARs  in  the  eyes  of  users  who 
are  weary  of  split  responsibility 
for  their  managed  LANs  and 
WANs. 

“All  these  network  integra¬ 
tors  appear  to  have  an  incredi¬ 
ble  number  of  LAN  certifica¬ 
tions,  but  when  it  comes  to 
wide-area  networks,  it  becomes 
extremely  fuzzy,”  says  Kitty 
Weldon,  a  senior  analyst  at 
The  Yankee  Group  in  Boston. 
“So  customers  rightly  ask, 
‘How  can  you  really  be  a  one- 
stop  shop?’  ”  ■ 


“Mike  Armstrong’s 
mantra  is  top-line  selling 
growth.  ” 

Keith  Olsen,  director,  global  channel 
management,  AT&T 
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goals,  says  Ray  Paquet, 
research  director  at  Gartner 
Group. 

The  reasons  for  failure? 
Paquet  says  there  are  many: 

•  The  tools  don’t  work  out 
of  the  box. 

•  The  packages  are  expen¬ 
sive,  so  return  on  investment  is 
hard  to  achieve. 

•  The  packages  are  highly 
customizable  and  therefore 
extremely  difficult  to  imple¬ 
ment. 

•  User  expectations  are  too 
high. 

Executive  surveys  have  con¬ 
sistently  shown  that  systems 
and  network  management  has 
been  among  the  top  five  con¬ 
cerns  for  the  past  four  to  five 
years,  Paquet  says,  adding  that 
there  hasn’t  been  a  corre¬ 
sponding  increase  in  planning 
and  budgeting  for  the  appro¬ 
priate  tools. 

While  executives  can  be  con¬ 
vinced  to  pay  top  dollar  for 
management  software,  they’re 
not  usually  as  accommodating 
when  it  comes  to  funding  the 
planning  and  implementation 
stages. 

‘You’ve  got  to  look  at  this  as 
a  life  cycle,”  Paquet  advises. 
While  vendors  are  great  at 
explaining  all  the  nifty  things 
the  software  can  do,  they’re 
not  always  as  clear  about  what 
it  can’t  do. 

“Don’t  assume  that  you  can 
do  a  whole  lot  right  out  of  the 
box  other  than  using  SNMP  to 
poll  the  network  and  maybe 
draw  a  picture,”  says  David 
Passmore,  president  of  Net- 
Reference,  a  Herndon,  Va., 
consulting  firm. 

The  problem  with  packages 
such  as  HP  OpenView  is  they 
take  a  substantial  amount  of 
work  to  implement,  says  Peter 
Pawlak,  manager  of  distributed 
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computing  at  Alaska  Airlines  in 
Seattle.  Alaska  Airlines  bought 
OpenView  more  than  two  years 
ago.  “OpenView  got  installed,  it 
discovered  the  nodes  on  the 
network,  and  that  was  the  extent 
of  it,”  he  says.  “The 
amount  of  work  it  took  to 
go  through  and  really 
identify  and  customize 
the  thresholds,  limits  and 
items  that  you  really 
wanted  it  to  respond  to  is 
something  that  no  one 
had  the  time  for.” 

He  estimates  his  com¬ 
pany  uses  about  10%  of 
OpenView’s  capabilities, 
but  he  is  planning  to  use 
more  of  the  package’s 
features  in  the  next  few 
months. 

At  least  one  other 
user  has  had  similar 
problems  with  the 
OpenView  package. 

“The  biggest  problem 
with  OpenView  is  it  tries 
to  be  everything  to 
everyone,  and  it  ends  up  being 
little  to  anybody,”  says  one  net¬ 
work  manager  who  declined  to 
be  identified. 

His  problems  with  Open- 
View  started  right  away. 
“Installation?  Boy,  you  really 
have  to  have  your  coffee  that 
day,”  he  says.  His  firm  initially 
spent  about  $50,000  for 
OpenView,  which  is  not  really  a 
lot  in  this  market.  Then  for 
three  months  the  company 
paid  a  consultant  who  eventu¬ 
ally  decided  there  was  some¬ 
thing  wrong  with  the  com¬ 
pany’s  switches.  Finally,  the 
network  manager  went  to 
OpenView  class  for  a  week  and 
was  able  to  fix  the  problem  “in 
15  minutes,”  he  says. 

After  he  fired  the  consul¬ 
tant,  the  network  manager 
turned  to  Ipswich  Software’s 
WhatsUpGold,  a  $795  network 
management  package  that 
doesn’t  have  near  the  function¬ 
ality  of  OpenView  —  some¬ 
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thing  he  sees  as  a  good  thing. 
You  can’t  run  policy-based 
management,  quality  of  service 
and  other  sophisticated  man¬ 
agement  tasks  with  WhatsUp 
Gold,  but  you  don’t  pay 


$50,000  for  it  either,  he  says. 

Derek  Weeks,  senior  busi¬ 
ness  developer  for  the 
OpenView  Business  Unit,  says 
he  always  tells  customers  the 
software  cost  is  just  a  begin¬ 
ning.  “I  make  it  very  clear  to 
the  customers  that  this  is  what 
they  have  to  look  at  in  terms  of 
costs  of  implementing  a  solu¬ 
tion,”  he  says. 

Enter  the  experts 

Experts  say  this  is  where  the 
burgeoning  professional  ser¬ 
vices  industry  comes  in.  For  a 
hefty  fee,  independent  consul¬ 
tants,  or  those  belonging  to  a 
vendor’s  professional  services 
division,  will  come  to  a  com¬ 
pany  and  get  the  management 
software  to  do  what  it’s  sup¬ 
posed  to. 

In  fact,  Computer  Associates 
estimates  customers  pay 
between  $7  and  $10  in  profes¬ 
sional  services  to  support  the 
package  for  every  $1  they 
pay  for  Unicenter  TNG,  says 
Chris  Wagner,  executive  vice 
president  of  CA  Global 
Professional  Services. 

Even  worse,  management 
software  companies  are  now 
reaping  huge  profits  from  the 
professional  services  business, 
says  Judith  Hurwitz,  president 
of  The  Hurwitz  Group,  a  Fra¬ 
mingham,  Mass.,  consultancy. 
Hurwitz  sees  it  as  a  rip-off. 

“The  growth  in  the  profes¬ 
sional  services  industry  is  in¬ 
dicative  of  a  collective  failure  in 
the  software  industry,”  she  says. 

For  every  dollar  in  software 
costs,  companies  spend  at  least 


$3  to  $5  on  services,  Hurwitz 
estimates.  Users  “should  not  be 
putting  up  with  that;  it’s  not 
acceptable,”  she  says. 

Gartner  Group’s  Paquet 
says  Hurwitz’s  estimate  is 
conservative. 

The  purchase  price 
is,  in  a  best-case  sce¬ 
nario,  20%  of  the  total 
cost  of  ownership,  and 
5%  in  the  worst  case, 
Paquet  says.  “For  every 
$1  million  customers 
spend  on  software,  be 
prepared  to  spend  $10 
million  more  in  sup¬ 
port  costs,  not  includ¬ 
ing  the  cost  of  the 
organization  and  oper¬ 
ations,”  he  says. 

For  Kevin  Hamilton, 
chief  information  offi¬ 
cer  at  Media  News 
Technologies,  a  newspa¬ 
per  group  in  Denver, 
Computer  Associates’ 
Unicenter  TNG  worked 
out  just  fine.  Hamilton 
says  it  took  him  five  days  to  get  it 
installed  and  configured. 

“They  sent  out  one  of  their 
engineers  to  do  it,  and  there  was 
nothing  to  do  because  it  was 
done,”  he  says. 

In  part,  Hamilton  attributes 
his  easy  installation  to  the  four 
months  he  spent  drawing  up 
schematics  to  plan  for  it. 

But  what  about  network 
managers  who  simply  don’t 
have  the  time?  ‘You 
have  to  make  the 
time,”  he  emphasizes, 

“even  if  it  means  com¬ 
ing  in  on  the  week¬ 
ends  or  working  at 
three  or  four  in  the 
morning.”  You’re  not 
going  to  see  a  return 
on  investment  if  you 
don’t  put  in  the  time 
upfront,  he  says. 

But  Hamilton  is 
not  your  typical  net 
management  user.  He 
has  become  such  a 
whiz  at  Unicenter 
TNG  that  he’s  struck 
a  deal  wdth  Computer 
Associates  to  write  the 
Unicenter  agents  for  Microsoft 
Site  Server. 

Richard  Weiss,  architect  for 
enterprise  management  sys¬ 
tems  at  Charles  Schwab  &  Co. 
in  San  Francisco,  uses  HP 
OpenView  for  network  man¬ 
agement  and  Tivoli  TME  for 
systems  management. 

While  he  says  he’s  gotten  a 
good  return  on  investment 
from  both  products,  Weiss  esti¬ 
mates  it  took  about  three  years 
to  get  each  running  up  to 


speed  "We  didn’t  think  it 
was  going  to  require  as 
much  upfront  and  ongoing 
work,”  he  says. 

You  don’t  get  what  you  pay  for 

Rich  Ptak,  director  of  sys¬ 
tems  management  research  at 
D.H.  Brown  Associates  in 
Amherst,  N.H.,  estimates  about 
30%  of  net  management 
implementations  are  fully  uti¬ 
lized.  Even  when  people  use 
the  net  management  software, 
very  often  they  use  it  to  moni¬ 
tor  their  networks,  not  to  man¬ 
age  their  networks. 

“Things  have  got  to  be  made 
simpler,  yet  at  the  same  time 
it’s  got  to  be  something  that 
gives  you  capabilities  right  out 
of  the  box,”  Ptak  says. 

That’s  not  easy.  “The  message  g 
is,  if  you’re  going  to  buy  one  of  | 
these  packages,  be  prepared  to  l 
spend  a  lot  of  time  with  it,”  | 
NetReference’s  Passmore  says. 

Gartner  Group’s  Paquet 
likens  implementing  a  success¬ 
ful  management  system  to  bak¬ 
ing  a  cake.  “If  you  wanted  to 
bake  the  best  cake  in  the 
world,  I’d  hire  the  best  chef,” 
he  says.  The  same  is  true  when 
choosing  a  management  plat¬ 
form.  Realistic,  long-term 
planning  with  the  right 
people  “is  much  more  impor¬ 
tant  than  whether  they  use 
OpenView  or  Unicenter  or 
Spectrum,”  he  says. 


Media  News’  Hamilton  says 
he  spent  at  least  $100,000  on 
Unicenter  TNG  and  calls  mak¬ 
ing  that  kind  of  decision  “terri¬ 
fying,  because  you’re  convinc¬ 
ing  your  chief  financial  officer 
that  this  is  going  to  do  what  it 
says  it  does. 

‘You’re  selling  them  a 
dream,  and  you’re  hoping  that 
it  becomes  a  reality,”  he  says.  ■ 

Get  more  Information  online 
at  www.nwfuslon.com 
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Media  News  Technologies’  Hamilton  has  put  a  lot  of  time 


and  effort  into  his  Unicenter  operation. 


Management  bust 


According  to  a  Gartner  Group  study,  the 
majority  of  enterprise  management 
installations  fail.  (Failure  is  defined  as 
the  inability  to  achieve  expectations  or 
return  on  investment  goals.) 
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Shakedown  spam 
and  antispam  spam 


ell,  I  tried  to  get  away  from  the 
whole  issue  of  unsolicited 
e-mail,  also  known  as  spam,  but  it 
seems  to  be  turning  into  the  column 
topic  that  won’t  die. 

The  reason  I  can’t  let  spam  drop  is 
it  seems  to  be  a  hot  topic.  Feedback 
about  the  past  two  columns  has  been 
enormous,  and  we  can  blame 
faithful  reader  Matt  Stein- 
hoff  for  giving  me  yet  an¬ 
other  new  type  of  spam 
to  consider:  shakedown 
spam. 

Matt  received  a  mes¬ 
sage  from  GSI  Research 
—  which  has  no  discem- 
able  presence 
on  the  World 

Wide  Web  that  I  could  find  — 
about  spam.  The  GSI  dispatch  starts 
with  the  salutation,  “Dear  friend,” 
which  is  never  a  good  sign,  and  con¬ 
tinues:  “Our  research  indicates  you 
may  have  been  a  victim  of  unsolicited 
commercial  e-mail  (UCE),  or  so-called 
‘Internet  spam.’  ” 

The  pitch  goes  on  to  say:  “We  at  GSI 
Research  are  fighting  to  keep  Internet 
bandwidth  free  of  UCE  in  order  to 
conserve  resources. . . .  The  services  we 
provide  to  the  Internet  community 
include  identifying,  tracking  down 
and  demanding  accountability  from 
spammers,  and  discouraging  them  by 
all  legal  means.  ...  As  you  can  imag¬ 
ine,  the  technology  and  vigilance 
required  to  combat  the  spammers  is 
expensive.  To  reiterate,  we  need  your 
help.  Your  contribution  of  $9.99  would 
assist  us  gready  in  combating  the  UCE 
received  by  thousands  of  e-mail 
accounts  daily.” 

I  nearly  fell  out  of  my  chair  when  I 
read  this.  And  to  make  the  pitch  even 
more  outrageous,  GSI  suggests  you 
pony  up  your  contribution  by  sending 
in  your  credit  card  details!  Antispam 
spam  with  a  twist.  This  is  die  first  time 
I  have  seen  a  shakedown  via  e-mail. 

Matt  says  he  has  contacted  HotMail 
via  e-mail  three  times  to  report  the 
spam,  but  all  he’s  received  so  far  are 
autoreplies.  Would  anyone  from 
HotMail  care  to  comment? 

As  if  this  gem  wasn’t  enough  humor 


for  one  night,  in  came  a  message  from 
my  old  friend  Jim  Sterne  with  another 
example  of  andspam  spam. 

This  spammer’s  literacy  is  sketchy. 
He  starts  off  with  the  subject 
“Important  Nodce  Form  ISP”  (I  sus¬ 
pect  he  meant  “from”).  He  goes  on: 
“Our  ISP  is  working  24  hours  a  day  to 
stop  Spammers.  By  the  year  2000 
all  Spammers  will  be  VAN¬ 
ISH!  Thank  to  all  members 
who  cares  about  having  a 
peaceful  internet  ser¬ 
vice!  Help  us  clean  out 
the  internet  services  and 
kick  out  all  Spammers!” 
The  author,  who  signs 
himself  “Director  ISP,  Dan 
Kirbit,”  helpfully  condnues: 
Below  are  some  services  that  we 
recommand.to  be  helpful!” 

The  first  service  Dan  Kirbit  recom¬ 
mends  is  www.cvpinc.com.  The  sup¬ 
plied  link  brings  you  to  a  cheesy  Web 
site  that  claims  to  be  ‘Your  Doorway  to 
the  hearts  and  minds  of  over  300,000 
viewers.”  This  site,  administered  by 
one  Jose  Castro  out  of  New  York,  has 
some  lame  offer  to  get  your  Web  site 
on  Web  TV.  Mr.  Castro’s  wridng  is  curi¬ 
ously  like  that  of  “Dan  Kirbit.” 

Our  friend  Dan  Kirbit  goes  on  to 
recommend  a  site,  www.globalads. 
com,  as  a  way  of  making  “96.6%  of  all 
porn  sites”  vanish.  If  you  follow  the 
link,  you’ll  find  a  very  dcked-off  com¬ 
pany  that  claims  vehemendy  to  have 
nothing  to  do  with  die  antispam  spam. 

These  are  examples  of  real  spam, 
the  kind  of  snake-oil  selling  that  gets 
people  so  riled.  I’ve  been  thinking 
some  more  about  how  spam  can  be 
controlled,  and  I  have  another  sugges¬ 
tion.  If  all  ISPs  add  a  routing  and  iden¬ 
tification  header  to  each  message, 
tracking  back  to  find  the  miscreant 
would  be  a  lot  easier. 

So  a  couple  of  things:  1.  What’s 
wrong  with  this  solution?  2.  What  fab¬ 
ulous  examples  of  spam  have  you 
received?  Next  week:  something  com¬ 
pletely  different  (unless,  of  course, 
spam  stays  really  interesting). 

Snake  oil  to  nwcolumn@gibbs.com  or 
(800)  622-1108,  Ext.  7504. 


The  latest  on  the  Internet/intranet  industry 


SPAMMING  BEGINS  AT  HOME  There  are  many  indignities  to  be  suffered  in 
cyberspace:  Finding  your  name  falsely  posted  in  the  guest  book  of  an 
“I  Love  Urkel”  Web  site;  being  scorched  in  a  newsgroup  flame  war  by 
someone  named  “LoOzEr”;  getting  fired  from  your  gig  as  Webmaster  of 
an  “I  Love  Urkel”  site... again. 

Others,  no  doubt,  have  their  own  horror  stories. 

To  this  list,  you  can  add  “being  spammed  by  your  own  spouse.”  It 
happened  to  me  last  Wednesday  when  my  wife  e-mailed  me  the  most 
recent  version  of  a  hoax  message  using  the  names  of  Bill  Gates  and  the 
Disney  empire. 

The  message,  purportedly  written  by  Walt  Disneyjr.,  explains  that 
Disney  is  helping  Microsoft  test  an  e-mail  tracing  program.  Uncle  Walt 
the  Second  then  urges  recipients  to  forward  the  e-mail  to  as  many  people 
as  possible. 

“If  it  reaches  1 3,000  people,  1 ,300  of  the  people  on  the  list  will  receive 
$5,000,  and  the  rest  will  receive  a  free  trip  for  two  to  Disney  for  one 
week  during  the  summer  of  1999  at  our  expense,”  he  promises. 

Of  course,  there  is  no  such  promotion.  A  Microsoft  spokesman  says 
the  hoax  e-mail  is  a  variation  of  a  bogus  message  that  first  made  the 
rounds  last  November  in  which  “your  friend,  Bill  Gates”  promised  $1,000 
to  anyone  who  would  forward  his  message  to  1 ,000  others.  (All  you  had 
to  do  was  e-mail  him  your  credit  card  number  and 
expiration  date,  then  you’d  receive  a  follow-up 
message  saying  “Bill”  would  deposit  the  $1,000  in 
your  account!) 

But  the  proliferation  last  week  of  the  Gates/ 

Disney  hoax  e-mail  is  a  fascinating  example  of  how 
—  and  how  well  —  spam  works.  (By  the  way,  there 
is  no  Walt  Disneyjr.) 

My  wife  received  this  e-mail  from  her  sister- 
in-law  in  Prague  on  Wednesday  morning.  She  im¬ 
mediately  sent  it  off  to  me  and  about  eight  other  people.  Who  knows 
what  happened  after  that. 

Within  the  hour,  a  Network  World  colleague  who  (irony  alert)  writes 
about  spam  got  the  same  e-mail  message  from  his  wife,  through  a  whole 
different  chain  of  people.  Later  a  public  relations  contact  on  the  West 
Coast  told  me  she  and  a  friend  received  the  hoax  letter  several  times. 

Spam  is  no  harmless  prank.  It’s  unsolicited  trash  that  clogs  up 
cyberspace.  Employees  at  one  Boston-area  publishing  company  say  the 
Gates/Disney  spam  bounced  around  their  network  so  much  last 
Wednesday  that  it  jammed  their  servers. 

Still,  that’s  just  an  IT  issue.  When  marriage  counselors  start  specializing 
in  spam  conflict  resolution,  then  we’ll  have  a  real  problem. 


Chris  Nerney 


RUBRIC  RULES  Last  spring  ’Net  Buzz  profiled  a  start-up  called  Rubric, 
Inc.,  which  was  then  preparing  to  launch  its  debut  software,  a  Web 
application  for  marketing  professionals. 

Rubric’s  product,  Enterprise  Marketing  Automation,  is  designed  to 
help  marketers  better  target  customers  and  accurately  measure  the 
dollar  impact  of  their  efforts. 

The  company  is  one  of  a  number  of  well-funded  Internet  start-ups 
targeting  niche  markets  that  are  attracting  major  interest  from  venture 
capitalists,  many  of  whom  have  grown  leery  of  business  plans  based  on 
reaching  a  mass  audience.  (See  story,  page  23.) 

Founded  early  last  year,  Rubric  is  quickly  drawing  a  crowd.  Its  most 
recent  investors  are  TL  Ventures,  Amerindo  Investment  Advisors  and  RRE 
Investors,  which  led  an  $8.6  million  second  round  of  financing  for  tire  San 
Mateo,  Calif.,  company.  The  trio  was  joined  in  Round  2  by  original  Rubric 
investors  Menlo  Ventures,  Brentwood  Venture  Capital  and  Cambridge 
Capital  Fund,  which  contributed  $5.1  million  to  the  start-up  last  October. 

For  the  record,  'Net  Buzz  has  never  contributed  to  the  proliferation  of  any  spam 
via  newsgroup  or  e-mail.  The  oral  tradition  doesn’t  count.  Send  your  best  Internet- 
and  intranet-related  news  to  Chris  Nerney  at  (508)  820-7451  or  cnemey@nww.com. 
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Texas  A&M  is  the  nation’s  sixth  largest  university  in  terms  of  student  enrollment  and  first  in  geographic  size.  With  its  main  campus 
network  in  College  Station,  along  with  networks  in  sister  institutions  across  the  state,  Texas  A&M  wanted  to  unify  its  network 
infrastructure.  “What  we  needed  was  a  technology  that  would  allow  us  to  upgrade  our  network  incrementally,  without  having  to 
wait  until  everything  was  switched  over  to  receive  the  benefits,”  says  Willis  Marti,  senior  lecturer  and  director  of  computing  services  in 
the  department  of  computer  science  at  the  University.  “We  found  that  the  Xylan  switches  that  were  provided  and  supported  by  Anixter 
provide  an  incredible  degree  of  flexibility  in  integrating  and  configuring  both  legacy  networks  and  new  technologies.” 


For  a  full  case  study: 
www.xylan.com/nw 

888  404  6280 


“We  recently  made  a  decision  to  push  the  switched  Xylan  solution  all  the  way  to  the  dorms,”  adds  Dave  Hess,  director  of  networking  at 
Texas  A&M.  “Each  student  will  have  his/her  own  switched  port.  This  lets  us  deliver  higher  bandwidth,  and  provides  a  means  for  the 
University  to  achieve  its  security  goals  via  the  embedded  Xylan  authentication  capabilities.” 

Switching:  LAN,  Layer-Three,  ATM,  Gigabit. 

Interfaces:  Ethernet,  Fast  Ethernet,  Gigabit  Ethernet,  ATM,  Token  Ring,  FDDI,  Frame  Relay,  Voice,  ISDN. 

Services:  Firewalls,  Authentication,  Multicast,  Broadcast  Management,  Protocol  Translation,  Mobility,  QoS, 

Prioritization,  Compression,  Policy-Based  Management. 


▼  Switched  Network  Services 


©  1998  Xylan  Corporation,  Inc.  Xylan  and  OmniSwitch  are  registered  trademarks  of  Xylan  Corporation,  Inc.  All  registered  trademarks  are  property'  of  their  respective  owners.  All  specifications  are  subject  to  change. 
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(To  protect  valuable  business  information  across  a  variety  of  computing  platforms.) 

( To  control,  automatically,  which  users  can  access  which  information.) 

(To  implement  a  consistent  security  solution  for  all  your  systems  and  networks.) 

(To  quickly  identify  and  prevent  potential  problems,  anywhere  on  your  network.) 

All  to  more  easily  manage  your  information  resources.  And  all  backed ,  worldwide ,  by  IBM. 
That's  the  power  of  Tivoli  Systems  Inc.  Visit  us  at  www.tivoli.com  or  call  1  888  TIV0LI1. 
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